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"03 1,0 “Overview 


"Small Business: Simulation. Gane’ z (BSG 2) is a simulation game designed 
for use ina ‘high school. classroom as ‘an integral part of the small - 


business ownership and management curriculum, entitled Minding Your Own 
Small. Business.‘ The game is intended to be introduced - ‘at. the end of : 
Unit 2, The Eankes Is People, and p Comp iste in Unit 3 Dollars and 


Decisions. : 


‘~ a 


The game: is divided into two segments -- Starting a Business and. Running - 
_ @ Business. ‘The Starting segment emphasizes making a business plan; the 
» Running segment, continuous business planning. ‘The entire game emphasizes 
(1) the importance of marketing and financial planning in successful business. 
& fe management, and (2) participation in community and business organizations. 
a a ‘The Starting segment. takes six class. periods to plays the Running sequent... | 
a njne class periods. ; ; . . 
© -_ seggett . _ | | “a a 
. ‘one. purpose of the game is to assist the students in syathasiziva the 
, 2 ©; principles of smal] business ownership and management® they have learned 
in class. It. provides them with an opportunity - to apply the principles 
ae 7 -ina ‘simulated setting, thereby reinforcing and ‘expanding their understand- 
eae a aa ing of small business: -In the game students start and run gimulated busi- 
oe one nesses “and are thus able” to try. for themselves the principles they have 
-_ : - pe ‘and experience the results of their actions in a non- threatening 
a ‘., ‘setting. The game provides a setting more realistic than case studies 
of? 7 without placing the students in the ‘positon of ‘actually, owning and 
“managing small. businesses. 


" tae 


(il 


> ie . “ . > 


ae irae A second’ purpose ‘of the game is to, assist: the, st 
“ning skills ‘by- providing an, oppértimni “for. aes 
‘an. evaluation of it, put the plan intoges fects: See the results of ae sian, aa 


and revise the original plan.’ in. PeSponse: “te°changing conditions, 


‘ 
2 Loe . ee i aye oe . oa . é . 5 2 7 a . 
\ ly * wo , © ‘ ! *%: : . 
\ a . : a ae ‘ Seg of 0. — : 7 e 
ah ‘ . ie : : J ‘ 
" ‘ oS . . 4 ; * 4 * - ‘ are 


Starting segment 


. 2 . , 7 : : * F ‘ : 
“2.0 Teaching-Léarning Objectives ~~ 


After playing the Starting segnent, the ‘student should achieve the 
‘following objectives: . ae * ote 2 Se 


1. Given specific market, ‘advertising, and suppl iar information about. 


‘2. Given a business, ‘the student; will develop a promotional ‘program, 


“4. A business: ian is needed to obtain Financing for’ a business: ; 


a business and a profile of. that: .business,. the Student will analyze’ 
_ the information and use it to develop a- comprehensive business plan, 
including kes operational, and financial plans. ” 


a ‘ 


selecting the most appropriate media to eaiuey a selected business 
image. 


After staying the starting segnent, students should be. able to express | 


1. There are many tions to be considered in making a business plan | 
and many details to be taken ‘into account. 


the following concepts: 


2. A basinges plan should dea) with market ing, operat tonal ‘matters Gee 
~ and finances. i a | - 
; - ve : : : - > aa . to. 


2 
ra 


, =< A definition and understanding ‘of ‘the market. to, be served and a —_ 
plan for reaching that market. are i iaictlatce ‘important elements" of- ae arenes! ie 


og business plan. 


oh 


financiers 2 are cqncerned with the entire plan, not just the: financial 
ae of - it. a Sg ., pe cae? 


wa 4 


| Y is i . - “a r i 
! 7 : : * é : . 
en ae a e = oes 
"@_ _—  Runming'seqnene | 
, we ‘ Voy 
: After playing the. Wasins segment, ‘the Student should Siete the. folTow- aee 
re Lo ing objectives: « ae Ps Be _ & 3 ee, 
we 1. Given the - areal jaformattion,.- the student wn fin out a balance 
Sheet. : 
og aes “5 2.” Given ‘the necessary information, the student will fi01 out an "come Cie 
eee statement. / i ae Pe a a oe 
y . 3.7 Given the necessary information, me student win calculate return *, 
a ; on investment. = + a . cas « 
ae at : a ; 2 eS 
, wy U4 “Given a business, the ‘student will make management decisions and ~ 
Pay O 2 calculate their. financiat effect on the business. ; 
- , bi 
- . After iain the: in segment, the. student. should ‘be able to express . 
@ ae ~~ the following concepts: . : 
: 1. Continuous planning and revision of earlier plans -are necessary in run- 
| ning: a business, because the situation’ in which the business operates | is. te 
: ¥ always changing. as oe a 
: a 24 A well. thougtt out and. appropriate busines’ plan wild increase sales. and. 
; __ Jong ‘term profi EsPrOnpere es, is 
* 3. Profit is influenced by sales and’ bistness expenses | and can be ‘increased . 
a a - by either increas ing sales or decreasing expenses. ; € i 
5 * ‘ 3g — -. rs 
em, 7 4. -Return on investment is an. improtant’ measure of a business’ profitabit itys:. 
Oe ae, “ts is calculated by. dividing. Net. Profit. -or Loss.. for. the. ‘period: by: Tangible 
ay on Owner’ s ; Equity at ‘the. end of the period. — a re ee : 
ne : 2 e , & . ya Rags 
vo & . ; ; ra . 3 t “a 
oY a _ 7 © . Re ’ 


‘ { ; : | = fe 
° -_ 4 ¥ s o on . 
A ; a: | 
; | . a i & . ‘ae 7 . 
- oe. 5. q! piurineee is not operated in isolation; it’ is: Part of : two ae 
@ 4, ie the. business community. and the surrounding residential communi 
ean \. a Boo oa 2 aye . : 
eo 6 6. A bus iriess can. have an ‘affect. on the ie ane which it isilocated. \ 
es = ‘, = - * through participation in community organizations. - ie ¥ \ \ 
wht : 7 : 4 - 7 Z -. Li ’ : 
ge ee : 


‘#7. The. benefits of nenbership in community and trade. organ{zations usualiy 
eo Fi Se * outweigh the cost of membership dues. a3 < 
ie 7 | : 7 > ae , “ : : 5 . ee : 
ye ss a The benefits of each expenditure for community Y participation ‘should 
. - be wei ghed, before: the expendi ture’ is. made ; | some types of community 


4y 


participation ‘are. more’ wWaluab}e than others... 2 ee . 
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ac = . The following skills may also be developed and d practiced by playing “ 
es ae “SBSG 2. i 


eo * ; E N : = _ . . 7 : peer ~ | Hy s 
aa” e “a. wap-reading: > ey Bey a 2 re 
e aS eg Me mt computation Ce ey bo é a ro 2 ; i 
a a ; _ ettective interpersonal relations: = 
oo a “ ; - : 
atte 2 eae a y oe . . : : . : : : 
oe ee, > _ et 6 The Game Model a. <a 
| oa the game model is: based on _the assumption that starting and running a 
a ye - smal] business involve a Series of decisions. In Starting a business, the 
7 decisions, involve: kind of business, timing, Financing, legat. organization, 
i location? and initial set-up of the business. . SBSG. 2, the players: ae 
Ve / # 


on 8 | make decisions regarding kind of. business; “amount ° and type of financing, 
“Ay a a ‘type of legal. “organization, and. initial ‘set-up of the business. . It is 

: 7 -_ ee ~~ assumed to be a good . time%o start a business, and since all players, are 
ne ee “buying established businesses, the Tocations*a are “atready determined: a | ae 
. running a business, the decisions involve record- -keeping, purchas ing/pro-_ . 

\ a duction, pricing, . sales policies, advertising,. expansion, ayd community 
@. é . participation. All but , purehasing/ production! and planning are treated 

- inSBSG@2,00 © 7 


: 4 A 
; 7 | § 
6 sa _The*entire game is constructed to emphasize and. reward plenty 


and the use of the decision-making strategy taught in SBSG 1 : 
‘ approaches to small business management: are: ‘emphasized because “individuals. 

‘often overest imate the impgrtance of ‘luck in business success: . ‘It‘is 

assumed that> ‘planning and a ‘rational approach to starting and running a ) 


business are. Vikely to increase the chances of. business success. ae 


| 
t 
0 


. The starting segment of the game ae based on the assumption re a writ- — c. 

ten. business plan: increases chances’ of business. success. The /elements of 

a business plan’ included’ ‘in the -game were’ based on aiacusston of business — . 
plans. found in Klatt. (1973), the SBA's Bus iness ‘Plan -for! Retailers and - 


. the Department of Diddle. and Urban’ Development s* Business Packaging. = ge 


- 


3 gi ' 
‘ “ °* The Running sounant of the game is faced ‘on the following ae pe 47 Pe, a 
(1) profit is influenced by sales and business expenses; (2) sales are 
influgnced by. advertising, customer services, and ‘product line; (3) busi- . 

| ness expenses include cost. of labor, materjals, advertising, cus tomer. # . & 

@ - services, and overtiead; (4) business persons‘ can control the factors that i Te eee 

determine. profit; (5) participation in community and business organizations” 

can _increase e pfbfits and chances of business success. | ae . an 
: : ih e | : 7 ¢ fi 

“The measure of ‘s Ss in her’ game, the Long-term Profit Prospects Score, is 

. based'-on-th Assumption that the long-term profit prospects! for a business. 
are deteriiined by’ the initial plan for the operation of the, business, sub- 

. sequent changes in the plan, - and the resultant return on investment — 
realized by. _the:. .owners.. It is assumed that demand for and therefore sales 
of a product are influenced by appropriateness to the market, sales 

: policies, free services, and advertising and promotion; a businessperson” 

i would have a general idea of the influence of each of these. factors, but. 
er a detailed knowledge of the degree of thaignfluence. ‘These -as Sumpti ons 
are reflected in the Deman tential Score, which determines sales but, Js 
not reported to the players.” - iS ay. & 


% 


pur €S of the pla ers. - in §BSG 2 players have one resource -- money. 


— SLY 


fa 


Ne, 
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a wo 


{tan Simulated. The setting for SBSG 2 is Brentwood, a neighborhood 
4h its-oWn=pusiness=dis trict=and= =a" “poputatton-oF “about=20;000- Tt" a oar 


ROY as of the players. ‘ Each player represents ‘a Eas who fae decided ; 


to invest ina small business. Players: receivefrole profiles describing’. gt ° 


or thege: past experience and training, present. job situation, and the amount “" 
of money pe: ol invest: ‘ina business. No ne player has: enough ‘experi- 

Kc f any of the businesses by - 
os who. is willing to go int 


see company.” Al] 
‘ ants Association. “ Durjng - . 


DR ness oe the Dae ; ‘success. in SBsG 2-is measured in’ terms of. long. 
fen. profit. prospef: “The long term. profit prospects score is asSigned 

. of the end Of the/Starting Segment on the basis of the. business plan pre- 
Pea, During the Running segment of the: ‘game, the long term profit’ 
Mspects Score is influenced, by‘annua] return on investment (ROI). The 
ner of thé game is the’ business which ends the game with the highest Yong 


tam profit prospects score. | 


‘4 


a 
4 


ay, ng: the Starting segment of the game, money. is-used as owners’ equity | 
4" Mbtaining financing, ~ during. the Running segment , money is used to cover . 
7 Proses ‘and js acquired from sales of. goods and service Playérs- may 
ois spend Money on community: projects during the Running segnent.j 


“We 


ee 


P'\ ted: in the. city Of Calverton (metropolitan area population: 1,000 ,000), 
A oe five “miles west of the main downtown shopping atstricts, 


a a 2. The ‘Starting ‘segnent of the ane! dads not represent any specific peviodi? a 
@ os of. time. "The Running oa represents- the. first. two yéars in the opera. 
tion of the: business. Each)round~ represents one year and is- divided ‘into . 
“four -ayarters.. - — 5 ‘ ’ , . 


_¢ ; Ae” oe . . ORs Bo. bo 8 ; : yout, 7, a, 
a Mavs ae in ‘ é ree: * ~ 
| Sequence of Events: “The ae begin the shitne segnent of. ‘the game . 
by receiving, role” profiles, which ‘indicate: their past- ‘experience and trains 
ee 7 “ing and ‘the amount of money. they .can invest. After deciding ‘which business oe 
"te buy and with . wbom to go into business/ they are ready ‘to-begin work on 
. _their business plans. The. Business Plan consists ‘of three. subplans: ee ae 
‘ Marketing Plan, an Operational Plan, and a Financial Plan. : After ree a 
ceiving; information on advertising and’ a Market Study and Bus inesé "Profile ae 
2% for the business they have: selected, : “they complete- a, Market ing Plan. for , 7 
it saps _ _ their business. ‘The Marketing ‘Plan is evaluated by the administrator and. et eae 
ae returned to the players. The players ‘then receive information about: sup- —_ 
pliers.and complete an: Operational Plan, whichsis evaluatéd and returned i a 7 
to them. Next; players decide what to. offer for the’ business ‘and draw- a Pi ide 
2 ee chance card to arrige ‘at. the\actual price to be paid. ‘They then. complete 
@ er Financial Plan, which is: alsb evaluated, ‘and returned to them. Finally, . 
eo” - the players revise all these. subptans, and | pit: them as a total’. business , 
plan ‘and application for financing, © “At the. of the. Starting segment , they” : 

. receive a: scoresheet which:indicates the score. they have received on their : 
business plan* ‘and the terms of the financing* they have been granted. The _ 
‘Administrator also calculates Long Term Demand Potential for. each business, 
based on the rating: aiden to its Marketing Subplan and on its choice of ; \ 


‘suppliers. This. score reported. to the pieyers: 


a 


Sheet as ‘of ‘the. ‘transfer of ownership of the business: They’ begin Year 1 

; of. their operation of the business by completing an Expense Worksheet. . 

_ Each quarter, they. complete a Quarterly. Business, Plan and submit it to 
the Administrator. The Administrator uses the business ‘plan to ‘calculate o. 

. Quarterly Demand Potential for the Business. This score determines, sales a 
___..___ for_the quarter,,_but. is_not- -reported_to_the..pLayers.— a 


The players begin the nis of the game by completing a Bilance 


The. Quarter 1y—Bus4~———=-— 
_ ness Plan is returned to the players, along with a Sales and Expense Report — 
@ and a Summary of Events for the-Quarter. Players then complete a Er One 


BRIC® ee, © ae. ey Se es 


ae “and Loss. Statement based on. Ae Care recei ved from the Adiiing strator. 
-@ a “At ‘the end of Year | players fil, out a Year-end. Worksheet : and compTete — 
ia So og oA Balance Sheet as of the. end. of. ‘phe year. "Return on investment (ROI) for 2 its 

| the year is calculated and cofivented into: Points, ‘which are added to: ee 


~ page ... their. Start ing Score.” Year’) follows the same “sequence as Year 1: At ; 
. the, end ‘of Year 2, a final poore is “ealeblated and a winner declared. ae 


, A rise These pect nae are held between 
Quarters 7 ae and. rétwe n Ruarters 3 and 4 of each year, : 


to 


a) 


aoe ; Since’ ‘sellers are not t actually Dy nae 
drepr . | tiation is not possi ples. instead, ee oe 
_lngers'sfpw gua ‘éard ‘Statibo the ‘pur'chiase ° price to: which: the: seller 


in 


fieré, are. ten: -chande. cards, with’ prices. ranging from 2%. to 
15%: more- - than the’ buyer! s offer. ae ee Ue % 4 


oad i. rd ry yt oa 
a 7 ; 


. ‘ \ 
~ 2245 - 


rae Certain seasonal Flictuations in business" and large one-time sales are- ot 
ere included in the Running ‘segnent of, the® ‘game. poh some quarters. a ‘ 


4 
ae 


7) ee 


3. 3. The Game Materials* 


Starting segnent: 


wal 
4 , : 


1. Role Profiles (one for each player) The role profiles outline for. . 
an the players their past experience 7 training, their present job situ- 
ation, their interest in business, and the. amount df money . they can 

invest in a business. Their aes to enable players to form . . 
| _businesses swith th others whose_skills_and. finances-complenent-the}r-ow —— 


gc. ' . 


yw 


@  ®  Facsimiles of the game materials are in: (vee the Appendix. 


— . 


~ 


ERIC. , ; “$ , - : ; ep hos oo oe 


: @ e 2, Business Profiles . (one ‘for each | business) . The business Wofiles 
or ara “provide the players with information: about the: business they. are 
Bey oe _buying and bait current community arid nationwide trends ifMthat type. 
. of: business. ‘Information includes physical condition, ‘neighborhood a ce 
 , * 4 "+ cliaracteristics, owner's analysis ‘and. plans, product and service Jine, ” - 
ee — sates. ‘policies, advertising, legal organization, insurance, | personnel 5 a ., ” 
dutpinent and fixtures, and. financial records. AG ‘, nate oe a 
_ 3. Mar! Studies (one for each: 1 business). “The. market studies summarize els 
the in ormation. players would ascover if they were. to ‘do a market: 
study of the. business they are buying.. Information ff provided on the 
: economic situation. in the metropolitan ae Brentwood, on. comet. ) . 
tions: and ‘on customer characteristics. ane eg ara ee tor fate 
oe: ey RS, Information Sheets . (éne of each. hb ipie ‘for eich: susiness). “ 


“Advertising. This. sheet provides. inférmation about advertising . ‘ 
2 : er ee os = 7 rates for’ Brentwood. and Calverton: Tt is* ‘used ‘by the players in eo = 
‘@ a re “compTeting, the | advertising section ‘of their marketing plan. Lay ee 


"Sat o, 2 3 oe 


i és - en Suppliers. This sheet suaviase Ree about awitbie sup-. a 
a Puan 2 pliers, including; “price; service, quality, and products supplied. a 

; eet, mes It is used By players. -in completing the supply section ha theif 
: operat ignal plan:, ar ae ee Ee torah ae ee ee 


2. ane ee oe Nagi 2 - oe fy 8 a ee 
a ne Wall Map of Brentwood Ge: “This” map. indicates ‘the location of. each . © 
7 _ + business. It. is used: by the players in ‘combination with their business. 

_ profiles: and- ‘market studies to complete their marketing plans. The 2." ° > 


2 diagram below is the Scheme for. assembly, of the. maps Sw 


7 - : 6. _ Worksheets (one copy. of each type, for: each business), . < hs i 
@ - a Marketing Pian is used. iby the, players. to draw up the. marketing - - 7 
-Subplan: of their, ‘business plan.: + 


we 7 . ‘os : me c . 2 | 
oie Ts > : : : * » pies Rs Re : f 


ee 


e " : me : : PDEs ? < rs — 3° ” : 7 : , ty : a. 
ANS 


“oe > on ‘10 
. os te . a a 7, 3 re - _ 
6 meg con var Operational Plan is used by the players to draw up the: —S 
dice te pe ; 
_o : subplan of their business plan. er or *, a - : ree 
Pi " te: Purchase Price Worksheet is used by the pl ayers ‘to decide what | , 
> 8 ky offer for the business they are buying and to calculate thé price 
a r aan agreed on by the owner. v4 + » 4 eg 
: .d. Commun it Partici tion Information Sheet con for. each business). . 
' This sheet provides infornation—about busi. ness-and-community: - a. 


organizations “the players. can. join. It is ised as a basis for. 
deciding which organizations to join and for complet ing the 


| ‘ Projected Profit and Loss‘Statement on the-Financial Plan. | ae 
Mt ek Financial Plan is used by the players to draw pt the Finanetal oS 
— “? subpar of - their business Plan. ae ‘ a ae “ 


he T Eyal uation “Sheets” “(three differcht sheéts -- “one copy “of @ach: “for each 
: business). The eva Jua tion; sheets are. used by the administrator to rate” 


ole musics? plans drawn up by the ‘players. The plans are’ ‘rated ‘twice: — 


- ~ eo - once during the | ‘Starti 9 segments: to. represent a counselor’ sadviceon | 
® ae = “a business plans. 4 ind“once . at the end of | ‘Starting segment, to, repre-. aa 
s Mf m3 +, ‘sent the bank's ‘impression of a: ‘business plan and: “response, to an, appli- ao 
c | Agr. —_ __ cation ‘for financing. , Thére is a a separate evaluat on sheet. for each ; 

ci ye * subpTan. - a . no ot 


i 4 ‘ : a : : . ae 
be ° a iJ a 


| Ly “8. Chance Cards (10 cardehs: The cCharicé Cards are used to. arrive at the, 


‘4 ’ te og" price to be paid for the business.: Tey. represent the beatae of. 7 
Be. “negotiation between buyer and seller. a ae ft. 20 
ic ae 9: seusinese Plan Storasheat a copy for each business): This score- ae 
4 ee, sheet is distributed’ to the players at. the end of the. Starting: segment — Ae oe 
a ae of the game.- It is used to inform. them of the score they have received ~~ 
a Ss "on their Business Plans and of the amount and terms: of the Hnaneins: 


: ‘they have received. 


ERIC. 3 & ¥ Pe i : . ; ‘ 4 = 


We 


@ ee "Running segment: 3 2 . ate 7 a 
h. oe oe 1. ‘Balance Sheet ns copies for’ each bes ines). ‘Balance sheets/are_ 
7 completed as of transfer of ownership. of the business, as. of the end - 


of Year’ 1, and. as of the end of Year 2.: ‘The. balance sheet used is: a’ ao 


ae ae form balake sheet ao at, mo ao . ; 
an \ _ 


5 “ct i oe 7 fs 3 ton He 
2. Balance Sheet Aid. (one copy for: h business). This sheet aids..- -— . 
the players in completing their’balance sheets. © aes it ope oe 4 
a 3, Expehse Information. Sheet t (one’for’ each ‘bus iness). ‘This sheet informs Geen: 
a players: of the expenses they. have incurred in starting their business 


~~ and tells en wes their ee yearly expenses aa be. It° is s used™," 


oo ‘ 4 , = 
g . :> 


‘ae fen “divided by ¢ four to- 
eb eos 7 
ae” This neous: ig, used to’ 


j 


| Rat 
| ree “A be 


oe 


me * we ‘a 


een ee 2 aout of, addi tion reuites on that shg 
| a rl g 
“Be ter) Business Plan. (etgnt. copies for eath business i ‘Players. use 
this plan to outline’ t it: ‘advertising and promotion for ‘the quarter, ... ee 
‘oft 2,8 + and. ‘to list’ any. changes . planned. in services, and sales policies, ‘product. 7 
ae +” Tine, ‘suppliers. “and ‘insuratige. aa” yo a al ! 


ein ce) 
\ 

I. 

4 

=f 


a 6.353 ales and Expense ont (eight « copies: for each business). 
= Administrator uses this. report: to. inform ‘the players of oi ae ales’ and - 

é. 3% + additonal _ expenses: for, each quarter and to notify them when they must 
Pag add another employee to, increase their sales. 


. 
‘. 


12.- 


. ™ 


. giv 


: eee Trade Associations (four for each business). 
information sheets are. given: to d 


43, C 


=e e . Ly 
vr 4 : ‘ 
Profit and rose. Profit and Loss Statenent one copies “for each us ines) - Players 
: complete Profit and Loss tatement. at the end of each quarter. et 


Free | 


: resembles a\ standard profit ahd loss ‘Statement, except that. expenses, 


that ido nbt vary ,each. quarter Are not listed en but Included - _ 
instead in [auarteri ly requiar cone 


| cL és | Staten Aid (inar copy for each "bus iness) This sheet . 
pla ars Ls ‘completing. their. Profit and Loss Statements. 


mary of Events (eight for each ach. 
to each. business with Satés and- Expense. Report, | ‘ . 
CN rtant events. and meee costs. for’ the. quarter and reports bad: . 


A Summary. of Fvents - is 
Aelists 


. 


The se tntornat tof 3 sheets are distributed to the ‘businesses: that: join: 
thd: Chamber-of Commerce; ~ they give “advance notice, of decisions, and . 


| . 
events affecting the community along with, formation ‘4 Ling, with 


"These 
Rbus inesses’ that join their trade. 
-assoctations. They yaeor tain information to. ‘help the businesses in ‘ 
making pecs teiey os 


- ne s 


ap : : : ° : tar 


Agenda for. First Metin --Brenbwood Merchants" Association tone copy. 
- for each isiness).. This: sheet is distributed prior to the First. 
meeting of. the association. 


“3 : m4 
. , . 
a 


Chairperson's Report- Ss faort-Brenbed Merchants’ “Association (four catia: 2 
This sheet is used by. the: Chairperson: ‘to report to the Administrator 
the decisions made by the association and the conations promised by 
the members. _ st 7 oo 


a : = SS 


| _ 14. “Information for Chairperson--Brentwood Merchants’ Association (three 
@ shag: Pe different sheets). These sheets tell the Chairperson what. issues are 
. to be discussed at each meeting of the Merchants Association and 

give background on each issue. . 


15. . Administrator’ S Key: Awardin ‘Coda Partici ation Points: (one copy). ye 
4 This key is used by the Administrator in deciding wh ther or not 

i Merchants’ Association projects. are successful Yand in determining how . 
many points to award. to the businesses for: each succe ful: project... 


16. . Year-end Worksheet (two. copies for each business). _ Pla ers use. this ty 
worksheet at the end of each year to calculate changes. in 1 the figures 
that appear on the balance. Sheet. ‘ . 


- 17. ‘Year-end eer Aid (one. copy for. each business). This sheet" 
aids. the Players in r completing. their Year-end ‘Worksheets. 
: a a _ 18, Year Baianéa Sheet Aid fone for bach n'business). This: Sheet aids ah, : a 
eo . es : the players in. completing their Year-end: BaTance Sheets. . : 


"193 Final Scoresheet: (phe copy for! ‘Sach business). The final iesneet, 

, . _ ts used: to calculate ROI at the end of each year ‘and: ‘to determine: the . 
in resulting change in ‘the Starting Score... At the end of Year 1, the 
final score” 1M@eaded y up on this. forn.- . eS ee 4 Eee foe 

hy ae | 7 ca 

«20. Starting Demand Potential ‘Scovedtnat t.(one for e. “each ch business). ~ 

ze Faministrator uses. this sheet to determine the Long Term ane Poten- 
. tial with which each business will’ begin. the. Running segment . of. the 
‘game. Quality points based on suppliers selected are added to the score | 
: reeelyed on, the marketing Subp lan ‘to arri ve at Long Term. Demand Poten- 
tial. af car 2 ; ~ < 


a - Pt i ‘*: . o * as 
ei F . i s =X ‘ i 
’ ) & ‘. : ‘ Bas i 7 sigs at 
na 2 ; . : ‘ . : wt 


° _ 2 4 | ee ee 
IC. a b wae une en i 
poe = pe ct 


eo 
oe. ae 


ae 7 a ee . a 


RP Se cvhe : : poe i 


ge 


ale Quarterly Seward: Potential Scoreshéet t (two for each business). Thee 
"Es Adminis¥rator uses these’ sheets to figure quarterly demand potential for 2% 

@ each business. On one side changes. in .Long Term Demand Potential are - 

calculated. On the other, points are added to the, Long Term score to 

“arrive at Quarterly ‘Demand poten tals Each sgt has space for . four 


i, quarters. ae ge oe . 7 pe As 
22... Administrator’ 's ‘Key: jkcaint to be Added er uarter For Chang es (ona: 3.3 . 
ia copy). “The Administrator uses this*key ‘to determine the amounts to ae 4 
‘ be ‘added or subtracted. on the Profit and Loss’ Statement asa result of 7 
a changes vidlcated on the Quarterly Business Plan. hs re 
, : ¢ ” : > ; : ae = < = : : 
och 93. Sales. charts “(six charts). “The Administrator uses ° ‘these charts to . ee - 
en . determine quarterly sales for each business. > oy 2 Ee he Citys 
ee oak ‘y : “3 a3 . a io ; . , x . 
ane . . Naterials, to be Provided by. the’ Teacher: es s ak ~ oe Me 
ne ye 3 y, A ae (9" x v2") manila efvelope oe each business. mo 
e engi Scratch aa ate ce oi et we Be au — 


oe a | 3, ; Pencils e-- one for each player. | 


“4 N * -_ : we ate ay 7 .Y . oi Sg ; 5 , ‘ i 
-.4. Colored pencils -- two different colors. inh hf ie ak — 
, = * Scorin the Game and.Determining the Winner Lan 


7 ‘RE the end of the. ‘Starting ‘Segment ‘of the game; players ‘receive a score’ on i + 
ve _, , their Business Plans which represents. their long term profit ‘prospects. 


Long Term Demand Potential is also., calculated for. each business, based on 
its Marketing Plan and’ choice of supp liers, but: players are not told about: 
it. At this point. in the’ game ;. no winner is declared ,, ‘since the players con- 
; tinue into the Running segment ‘of the game with. their Demand. Potential and | 
long term profit prospects scores. = 
4 en = Goi ; SS 
—" , At the end of the Secoid "year" of the ‘funaivig segment of the game, "pl ayers #. 
‘receive their final store. _ ‘The winner of the game is the business with - | 
i] . _ the highest ‘score. ae g — : . oe —_ 


~ 


ea 


7 3 7 7% : 7 ; | 4 ; 
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0 Evaluating menage Performance in the Gane 


ee 
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. The players’ ai formbes in the game should not. be evaluated solely ¢ on. 
“the basis of score. Although this measure is used to determine the winner . 
of the game,,. "sma differences bétween, businesses in number of: points - 


earfied are not?important. Only one’ business will be declared a "winner! ; 


~ each: time. the game is played, but many more of the players may. follow a wise 


4 %y 


strategy, make - ‘correct decisions, and achieve the educational objectives a . 
of the game. . a se as ee or a oe 
= - al By ne ‘ ‘ ere 


The post- game ° “discussions- at the end ‘of ach segment of’ the game will. 

be helpful in determining whether the players have- understood and care able. 
to express the concepts listed in Section, 2. 0, Teaching- -Learning Objec- 
tives. Players" overall performance in the game can be- evaluated on the 


‘basis of their. ‘achievement of the educational objectives in Section. 2.0. 


Even’ players who have’ Made many mistakes in draviing up their business plan 


“most” Of ‘the ‘objectives. 


fe le 
‘ \. 
a75 wy 
Genus Cede: “Wd 
. - . 
_— : 
hed ig ate . 


ig weeks: ‘before Hoduile 2. al: Begin prepara ‘yourself to adninister the. 

game. I If -there are tioretha 
+ vadditional, administrator; Alert are more. than 36 students , you will need © 
. sare addi ttonal administrators. Oe Pe Fee oa ee fa a 


ne _ - > 7 ‘ + 7 7 . o- 
"Pe = BUSINESS SIMULATION GAME'2:' GUIDE TO DAILY LESSONS” 
" : For . ae ae Bh es a. : 


“Pranitig Ahead: : Preparations Required for Module 2.20 Wee ee 


2 anacisig 1 Tie — Dee Oe Sa ee a 2 ie ca is 


2 


i “Module 2. 21, consisting Af the Serta segnenit of sesc a5 will last: six. 


class periads ;- it iis scheduled atthe end of Unit 2. ” However, gets eA 


Your preparation ‘for. the = should . d-begin Jong before’ Ss point ‘in the yea 


h a : a 


: course... 


ry. ac ee tM ae - ee se = 


‘ At the beginning of. the. course: “Before beginning tha course, you chould. . 
_have | read the: DESCRIPTION. OF: THE GAME: section: of. ‘the TEACHER! s° MANUAL to. 


; familiarize yourself in,a “general way, with the game big its chemin ht 
es Jide Objectives. - ee 3 


A 


F 


o ae Pte . 


18 students inthe class, you will need an” 


s 


or One: week. before. Module 2 2. 21: begin, preparing the: hay icy: wniterials: and. Ce ome 
- the players .for. the: game .: - Determifie ‘umber , type, and: size ‘OF: tus ingen: : 


es 


“to be used in the: game. .-Put ‘yourself afd, any additional -adsintstratorls)_ eA 


through a ary. run of, ‘the ‘game. hale 


Preparing Yourself : _ * eS we a Logie: : 
z > 
’ ‘Your preparations to administer the game shoul begin two weeks before ar 
Module 2.21. At this time, you: should ‘read. careful ly the entire TEACHER’ S. 


.WANUAL and examine: all of the playing materials to become familiar. with . 
"> them’ and. to make sure. that you. have a. complete ‘set. If you need adeieionat 


administrators; this is the. time. to recruit - them. .and begin training them, : ‘ 
- These additional. administrators are not assistants to you;- they will gach - 


bet rcharge® OFFSAP e pe IML AE TE WATT 00° OE BS 
Me familiar with the game materials and procedures: as you are. , Each, of them will © 


eed a copy: of the TEACHER’ S. MANUAL ae " a so ae Pe gy 


S 2 a 
9 > - = > * 
5 : : oss 
a : 2 
7S 2 
a 
- 4 ~ #5. 
~ ee 
+ oe 


Pat ne 


| ” 7 . ; oa ie . : %, : ss a + * : oe 7 - : ae ; . : ; a _ 
oe Re -®, “8 ' 7 ° ! 
‘@ ‘bg oes "bouts wesk. before the first day of game . slays put yourself: and: any. ad- 
nae orc * ditional/administrator(s) through a “dry run” of the game. Practice . 
: a “ arranging’ ‘the playing materials-in the order they are given out™ Read aloud 
“Os Sw 


- the script; provided for introducing the game sto the players and practice: ae 
ait br the administrative procedures. described to make certainzyou: -under- 
* . stand then. Become thoroughly familiar with all of the business ; :plan- work- os 
= - ha ee 5p sheets 5 and make, sure: you~ understand” how" each section” should be “Filled oo 
: ~ out. Using one of, the businesses as an example, work through “the Purchase 
- Pricé Worksheet ; . doing this’ will make it éasier for you to sae it ito. : 
“the Players. a c oa 


x 
Q 


7 Make sure you understand how fhe game is scored; in particular, study: : 
Sk f the Criteria for Evaluating | Business Plans on- sages 53-64 for each busi- 
ness. Af you are familiar ‘with the criteria, ‘it will be. much easier to. 
rate the. players’ business plans and evaluate Stiglents' performance yin the. 
“game. You will also need to be. thoroughly familidr with the: Bilsiness’ Profile 2 ; 
i and: Market Study for each business “in order to evaluate the pus Mess plans. “ 


Read these materials carefully before administering the game... uses 


fy a £3 
4, ; : 


” pevermining Nunbér Tye, and Size of Businesses: 
“In arder ‘to. prepare the playing materials for the ‘game ‘session,! “you: will 
heed to know which role pyofiles. and which ‘businésses will be included’ in oe 
"your play of the game. ‘The role profiles which are uséd determine: which | 
_ businesses will be represented. and. how, many players there will. >in each — 
business Role profiles. #1-6 state definitely what business the player | 
Ct ae will. "go" ‘intoz~Role: ‘profiles “#7 l2"are~less® “defintte, but’ ‘contain“tnfoftiation”™ 
a ~ “on past experience. and training that indicates which business, would be most 
logical. Play irs -with Role Profiles’ “#2 and #9, should buy the bakery; . #3 
and" #8, the flower shop; #4 and #11, the dry cleaner; #1 and #77, the res-. 
-taurant; #5. and #10, the’ newspaper; #6 aiid’ #12; the wholesale. stationery re 
‘ie 3 Company: , Role Profiles #13-18 are completely general and non-conm ttal a 
a aa ayers with ‘these role profiles could fit any of the businesses.: “Role “a En a 
| ts Profiles #13-18 are used only in classes in which three-member businesses. aes — 
ds are required. _ Use“ the table on page 20 to Setermine how your Ries of the oh he 
“game. will be. organized. n << 


* : . 27 . oF j 
7 : ; oe . / ‘ ; aa 4 go ae 
i . i oid - r 


6 ; EF id 


x 


o * : : 19 ti: 53 oe : oe = 
_ EXAMPLE: | If ‘have were 21: students in: the lace? “you yould divide the class «=... .. 


e a ae into two game groups, with: 10. players@##n one group and. a in 
the-other:—In-the-first game group, you would-use-RoleProfi’ ies 
#, 2, 3, 4, 5, 6,7, 8, 9, ‘Ng ‘and 12; the restaurant, florist, 


- ‘bakery, dry cleaner, -and wholesale ‘Stationery ‘would be included; 


eee 7 - sont and there -would be a total ‘of five businesses with two. players ie - 
en eee eon | -each..one.__. In_the. ‘Second game .group,- -you-wou] d_ use-Role- Pro-— a as 
as: - files'#], 2,°3, 4, 6, 7, 8, 9, 11, 12, and 13; the ‘restaurant; 0.” 

‘ florist, bakery, dry cleaner, and wholesale stationery would be ~ = 


included; and there would be a total of. five’ busi, sses <2: four 
i _ with two, players in each one, and one with Bnnesip yers: ie a 
: ‘Make your preparations for the “game session. on the basis: of ‘the number of . 
Ske 4 students enrolled in the class (i.e., the maximum number that could’ be © 
eS _ present for the game session). You may have to make. adjustients: the. day 
- oe the: ‘game “is . introduced because of. absences 5 ‘but’ doing ‘SO will be relatively 
" — if you have prepared for the ‘maximum ‘number of. players: Possible. 
eo =. “Nove: If you i have ‘planned for ‘an even number of students: ‘that is less: 
than 13, be sure to keep Role#rofile #13 handy... » You wil have » 


on to use it if an odd ‘number of Students: is present: on = day of. the. 


“game session. . ot 


ee 


Total 

"3-Player | --Number of. - 
Puaiviesces Businesses | Businesses 
ee  ——————E——— 


Businesses _ 
_, to be- 
‘Included: 


Restaurant, -~ | 
pasa — a ivan 


4] Restaurant, 
g ‘Florist, Dry 
| Cleehér, Bak- 


/ @ oe Preparing the Playing Materials + eka wae ae . 7 


‘After you have determined the role opbei Tas and businesses to be ‘repre- 


-sented-in: your-play-of the~gamé, you" can” prepare: the playing materials : 

4 you will need. Facsimiles of the. game ‘materials are included: in the 
- Appetidi x. Use the list of: playing materials on. pages 6-10 to determing 

how many copies. of. each item. you will “need. Make sure Pity have - a sae dete , 


aan ae _. set of. ‘game materials for veach “game ‘group. See Ne . ae 
ae . : F : * 
Obtain. a9" x 12" manila envelope for each business ; label ‘the envelopes 
“bakery”, "Florist", “dry cleaner", "restaurant", “newspaper, ‘and swhole= : 
- sale stationery". In each envelope ‘place the following: a ~ 4 
e+ V._ the Business Profile. for the business, . 
ae ‘the i sy Study" for the RushvesS : 
3a any of - the nirketing Plan‘Worksheet, a8 PB ag Fe eR 
e@ a 4. a copy of ds eee ical Sheet: a oF. ats 
* Fe . : ; ; ‘ : . ) : | ( 
%. 3 _ The mitetial presented in the course will provide the subject ‘matter: “ ie 
. greparation the students will need ‘in order, to play the game. -In‘addition, = 9°. 
you should let them know ahead of time euner _the game is to p. be played. - i o 
f ; I oo cota Seiad ccseem, anens pulse ile Kapaa sabia naire ney aeencaiah aie asd antes KSLA ale ane Re re RoRE se mee emg ote Seung Soa eg ep ee ec! 
sirname ara a means! | : 7 
* _ $6 
» tae , z a be 
prion as : as 
: 7 Rae. > . 
- T a - q 4 on NS 
PO wae 
ne i ; ; “ 
ee 


aoe oR e. a . % , ae es . 
@.- ts a. > aaa 30 ae. 


Bee a 


tee 


3 
Time Required if 


aan “ , eae 


Six $0-mi nute SI as 


td a ; fi 
4 aoe /j 
; sy ‘ if 


| :- j play. of: SBSG: ce starting ; ae 
eo ae | 5 Ysegnenit (ef and form. businesses begin’ work on | Marketing . 
ae = t > ie : Plan)... ee Hts ; 


period 1 Introduce “gama i plajers: . Beal 


Be 2, Period 2: “Players complete Marketing Plan.. 
. PeFTod 3: “Players: £ospleta, Operational Plan.” 


$.. 
Period 4: Players arrive at. the price for businesses. and ‘complete. 
, , Financial Plan: s ee 


‘Period 5: Players revise or comleté subplans as” needed? submit entire. 
Fie business plan for evaluation. ee oe eae 


Scoring and rr a rege 7 oa 


’ sig? 
if co 


’ 
soot : i ( ms, 
ie - >, 


¢ ee : \ = 
Checklist: pibcidaacios eee for Period I 


or 


230 


“a 


THO wees: AHEAD OF TEMES 


YA: 


ERIC ae ; : ig : 


OWE WEEK AHEAD OF TIME: 


needed for your group. 


“THE DAY OF THE GAME SESSION: 


“Read entire TEACHER" Ss MANUAL. 


—- all playing materials. 


tee: additional administrators, i bees Us ie 
"UR, needed. : 


- Have a “dry run": of the game. - >» 7 


__— Study scoring system of: Starting seg- 
ment. 


Deterinine role roti les and businesses 


_____ Assemble number of ¢ copies. of playi 
_ . mettle needed for. -your group: , 


- Prepare manila envelopes for busin ses. 


Inform playersiof game date. 


_ Assenble scratch paper and pencils. 


Arrange furniture, in Clasercca: 


"Arrange playing matervals” 


‘Write - “List of Businesses for sale" ‘oh 
_ Chalkboard, (see Page - ie a IE 


be. 


eee ne + 
«! 
itetst net alte 


ans Ae -Pertod te 


ahs e 
oF 


| “Teaching-Learning ‘Activities ates 


“The First Game Session. . ae 


\ x gh 2 eg 


- 2, Sestaning ody of SBSG. Ve Starting segment’ 


. 
b. oe work on Marketing Plan 


Ta 3 


"Time Required bak cries oa, ate ot 


“ 


ca Classroom administrative matters (rot -taking,. etc. ) 


eae, WS eA ot et cr ee See 


a 
Cae ae. tee 


s 


Beginning {introduction of BSG ar 


a 


ne “ 
Segoroteting introduction of, $856. 2: 


Be ginning work on Marketing Plan: - 


Clean-up and collection of playing materials: 


ook, os ‘ . “A 


Sie igs é 
é ' . 
: oe ae 
‘ : SPO eed et te ol lod tee OO er NR Eye eteee tee me reet ewes. teen 
he h: os hee 8 weet tose ae : 
tS ' 
- { z 


‘cee Sonnets heey ord oo. Donec ars 


ce Tadedl ‘Manual. for S856 oe 


. ; ty 


ar 2. aad Hep of a es : $4 oe 


1 natuetng S852, Starting segments to ‘students ea a ee eae 


ae. Selecting anc and térming 6 businesses - — x. 


is. “Chote se formation de Bistiesied? Ge ake 


o earn donde never 


3. -Rdle Profile Cards (maximum nufiber needed? for class) ac 


Siminutes © 


. 5: minutes 


a en 


: “sai ruts 
‘ oinutes 
| * 5 siutes aie 


—Totats- Pave --50- mite = 


4 Mee - 
‘5. a 
eee ee oe i 
6.. One pencil for each student) 999° | acs 
, = Chassroon Set-up. on pa A we nae 
of ee a clucctou- furniture: should. -be: arranged?-3o-that- groups ~~~ 
a of 2-3 ‘students. can easily work together. If -you.are using more than;, a 
eS one game group, it'is best..to put’ each. -game_. group. inea Separate room. ‘ 
aes. De oS if more ‘than one : “room is, ‘not available, ‘the groups ‘should be separat 
ae as much as. possible; ae as a a ee a 
ee biaviae Naterials.. The folowing playing naterials should be on ‘the ee 
| _ Administrator's desk: ee ed : : 
ee Teacher’ 5 Manual for " SBSG 2 2 


arco b. > Role Profile Cards there ninbar. needed for: class; datarwtined. 


~~ fron chart on. page 20) a oe es 2 
: “ i te es “lage cae ae = : ‘cn an itt cas at : i 


ar ae, prepared tania envelopes ‘containing. Business: Profiles, -. 
‘ > Market Stlidies, Marketing Plan ‘Worksheets , and Adveriis {hg fore! 
a mation Sheets ee — ae coe tae. 


‘The Wall. 7 of Brentwood: fiaa be buna’ ona wall vihere’ it will ‘be: . = 
ee ee ee 


As soon as the Students have arrived and you hava. take Toll, you ‘Should 
a. _make any: necessary. adjustments in the. role. profiles and. businesses. to... Se 
be included in, ,the game. ~ Use the chart. on page . 20: to. determine what ae ae 
~-changes “you: met make because of. absences. Try: to. leave room in. the: oe 
" businesses formed for. the absent. Students: “However: there should be- = F : 
: no one- -menber businesses. Af you ‘can keep. all the’ businesses you *orig- 
“nally planned: in the game, with: at. least two players. 4n each’ one, then 7 
“do. so. If using all. ‘the: businesses ‘originally. planned means" that 

there would be only one. player. in any business, “then eliminate. that - 
_bustivess. — If you: ‘have ‘more ‘than 18 aes in “your. class, , ee 


. ad a : "96 a / ee ME <i gta Us 
ne : : “Oy an. 7: 


. 
’ 


a “but, 18 or fevers are present. during Period 1, di vide them into two | ae 
me __game groups anyway. If you have them all. play: ‘in one game group, there. 


‘i will be no room in the busin nesses ‘they form for the sige students on 
“their -return:)” v coe i 


-+ 


“ye « 
A Bie any 


Se Chalkboard. d. Before: class starts, write the following on the chalk- 7 
: board: (Inglude only the businesses to-be Fepresented, ‘in. your. play. ee 
“or of. ‘the game. ) e 4 ; 


ies ia Business. a «kl _ 7 Ouner's Asking Price heh. pag as 


3 


& 


List of Businesses for Sale 


Flora's Flowers ae _ -_-: ake cae © $15,000. 
Peterson's Restaurant =89=§ 5 “$20,000 | 


: _ Fred's Bakery gg, fare si : $280,000 ; 


Sparkle Cleaners a a i. 5 a $20,000 


_ Brentwood Neighbor (newspaper) ee a . ~ $110,990 a 44 . ‘as 


Fraser’ S Wholesale, Stationery: “ : : _, $80,000 aa ae 


: “Introducing ‘the Game to Players oe ne > aa - ee Me 


: The: following script “should be eae to introduce the « aa ‘to the players: 
If theré_are two or more game groups inthe. same room,, the game should be 
intredicod to‘ all raenvers at the: same’ ., time by one administrator. 


cae 7 ' i ¥ <i, hae te 
a — cals, ana a =~ a = ea ; . es i hee 7 


i 


ERIC. 


1, TELL’ ‘the class. a 7 Fe ake oe ; aa & 
e TODAY. WE ARE ‘GOING TO START PLAYING SMALL BUSINESS SIMULATION GANE pe 


_ saa). IN THIS GAME-YOU WILL EACH PLAY THE [ROLE OF_A PERSON, WHO. oe 
“HAS, DECIDED TO GO INTO BUSINESS. YOU WILL BE“BUYING AND OPERATING | 
"SMALL BUSINESSES OF ALL TYPES -- WHOLESALE AND RETAIL. STORES, MANU- = 

~ FACTURING PLANTS, AND SERVICE ESTABLISHMENTS. cor . 


i 


THERE “ARE TWO PARTS TO SBSG 2. IN THE FIRST PART ,. "STARTING A BUSINESS", | 


a YOU WILL FIND A BUSINESS TO BUY, DRAW UP A BUSINESS PLAN FOR- IT, AND. 


ano 


OBTAIN FINANCING FROM: THE” BANK AND OTHER SOURCES. IN THE SECOND PART, 


ee At 
ol 


‘O7 nr : *& 
ee, get ae | es - | Bye aah ae 
eo... "RUNNING A BUSINESS", YOU WILL RUN THE BUSINESS YOU. HAVE. STARTED-AND. = = - 
: PARTICIPATE IN. ACTIVITIES OF THE-COMMUNITY IN WHICH YOUR BUSINESS IS\:" - 
,* LOCATED. TODAY WE WILL BE PLAYING THE FIRST PART OF THE GME, STARTING | 
A BUSINESS". a . Ce ee ee \ eae 
ae. aa ro wt pee a 
ASA SMALL BUSINESS OWNER/MANAGER YOU WANT YOUR BUSINESS TO BE SUCCESSFUL; 
~~... SINUTHIS GAME, SUCCESS. WILL BE MEASURED BY-YOUR-LONG TERM PROFIT PROSPECTS. :- 
| DURING THE’ "STARTING SEGMENT®.OF THE GAME, YOU WILL DRAW UP A BUSINESS - 
* PLAN CONSISTING OF THREE SUBPLANS: A:MARKETING PLAN, AN OPERATIONAL 
: PLAN, AND A FENANCIAL PLAN. AT THE END.OF THE STARTING SEGMENT, ‘YOU. 
WILL TAKE YOUR PLAN TO THE ‘BANK:FOR FINANCING.” AT’ THIS’ TIME, THE, "BANKER" 
WILL EVALUATE YOUR PLAN, AND.YOU WILL RECEIVE A "LONG TERM PROFIT, PROS- 
PECTS SCORE", THIS SCORE WILL BE BASED ON THE E ATTic YOU RECEIVE ON. 
YOUR BUSINESS PLAN. 


oe + ASA. PROSPECTIVE SMALL ‘BUSINESS ONNER/MANAGER, Yoo | HAVE (1) DECIDED sar 
‘= HOW MUCH OF. YOUR SAVINGS YOU CAN INVEST. IN A BUSINESS AND (2) CHECKED.: - 
: vy THE, ECONOMIC CONDITIONS AND DECIDED THAT THIS ISA GOOD.TIME TO START ~ , 
©@ a BUSINESS. IN THIS GAME, ALL OF YOU WILL BE BUY ING” BUSINESSES IN a oe 
| . BRENTWOOD, A NEIGHBORHOOD ON THE WEST. SIDE OF THE CITY OF. CALVERTON. ee eee 


8 


7 THE. MAP ON THE WALL REPRESENTS BRENTWOOD. ; . Ba. ns ras os 
ia i. Sa? 3 . is 


coe ‘BRENTWOOD HAS ITS OWN BUSINESS: District ‘AND IS LOCATED ABOUT FIVE MILES = 


toe FROM CALVERTON' s DOKNTOWN BUSINESS DISTRICT. ae ie, - pees 
. 1B eg 


ms ; = . : é Lt cece ninittbenenmes ne nie mar naan wend ecient arte 


ON i Sinai ISA LIST OF THE BUS INESSES FOR SALE IN THIS GAME: 


FLORA’ s FLOWERS -- THE OWNER IS ASKING $15, 000;. PETERSON’ 5 RESTAURANT ae , 
ree ASKING. PRICE. $20, 000;:.. FRED'S. BAKERY: ---- $280,000; “SPARKLE ‘CLEANERS fea ts mga ta 
. . $20, 000; ‘BRENTWOOD NEIGHBOR, WHICH. ISA NEWSPAPER -- me 2000; AND 


_ FRASER" S: WHOLESALE . STATIONERY -- $50, 000. 


a) ; Yet 


rw WILL NOW GIVE EACH OF You A Pe PROFILE. PLEASE READ YOUR PROFILE .: 
BUT DO NOT DISCUSS ;THEM WITH EACH OTHER “YET. # 


e 


2. DrsTRIBUTE role profile cies and allow players to read’ them. 


é 
Poop 
‘ : ° 
ie : : ae : Gig * 3 
: .- . ‘1 “S 
i ‘ . 3 ; 7 


ERIC... ->.— 


t 
mw 
yoy 
i 


-@® + 3. tee: ‘the class a | 
st 7 SOME OF YOU HAVE ROLE PROFILES WHICH SAY THAT YOU ARE INTERESTED IN 
| ~~)" =” & CERTAIN KIND OF BUSINESS; YOU NEED TO FIND SOMEONE TO GO INTO” ‘BUST 
— fie. NESS*WITH-YOU.—TRY TO FIND” SOMEONE WITH KNOWLEDGE AND EXPERTENCE: ‘WHICH 
“. 0 OMe ARE NEEDED TO .RUN YOUR BUSINESS, BUT WHICH YOU 00 NOT HAVE. .YOU-WILL 
"|. ALSO NEED AT LEAST 50% OF THE -AMOUNT.<NEEDED. 70. BUY. THE-BUSINESS-IN-———————~ 
_ ORDER TO GET A LOAN, ae ae ee es ae 


_ THE REST. OF YOU HAVE MONEY, EXPERIENCE, AND AN” INTEREST iN BUSINESS. © 


NO. ONE PLAYER HAS ENOUGH MONEY TO FINANCE. A BUSINESS. BY HIM/HERSELF” OR - 
ENOUGH BUSINESS EXPERIENCE AND KNOWLEDGE TO. RUN IT. BY HIM/HERSELF. 


. You WILL NOW HAVES TEN MINUTES TO FIND ANOTHER. PLAYER: (oTHer PLAYERS) 
70 Go ‘TNTO BUSINESS WITH YOU. NONE OF THE BUSINESSES FOR SALE CAN. pay 
A SALARY TO MORE THAN TWO OWNERS. PLEASE TELL ME WHEN: YOU" HAVE ae 
_ DECIDED WHO YOU WiLL GO INTO BUSINESS WITH. [THERE WILL BE __ BUSI- oe 
oa ' NESS(ES); W ITH THREE PEOPLE IN- IT. (THEM). a ~fyou Must FORM: your’ ‘BUSI~ He 
r » : NESSES WITHIN ‘YOUR OWN: GAME. GROUP. y. , ae 


we the end-of-10 ninutes or wen ahi chosen mene 


=). YOU ARE NOW READY TO FIND: OUT’ABOUT THE BUSINESS: YOU HAVE SELECTED 
"AND DRAW UPA BUSINESS PLAN FOR RUNNING IT. IN THIS GAME, YOU ARE 
NOT TRYING TO DECIDE WHETHER-OR NOT TA®BUY.THE BUSINESS YOU ARE INVES- 


ne eaten et 


TIGATING. “ALL ‘OF THE BUSINESSES HAVE THE POTENTIAL: OF ‘SUCCEEDING, IF: 
ae THEY ARE PROPERLY MANAGE. -YOU -ARE TRYING TO DECIDE. ‘WHAT NEEDS TO ‘BE 
DONE TO MAKE THE BUSINESS ities PROFITABLE: THAN IT NOW IS. 


OR meen 9 eemeerie mee somite + 


tanthvpes's. 2 fella A ENT rattare x 


ae wg “TASK DURING THE. “STARTING. ‘SEGMENT OF THE GAME. 1s 1 10 COMPILE 

. >», A BUSINESS PLAN. . DURING THE STARTING SEGMENT OF, THE GAME. I te BE 

PLAYING THE ROLE OF COUNSELOR; ‘MY FUNCTION IS TO HELP YOU COMPLETE 

ic .. > A BUSINESS PLAN. THAT WILL. BE ACCEPTABLE TO THE BANK. AS. YOU pus 
2 EACH SUBPLAN, YOU WILL BRING IT TO ME AND'I WILL EVALUATE. It. 
ae WILL THEN HAVE A CHANCE TO-REVISE IT IF YOU NEED TO. AT THE END. ef al 
soe. THESSTARTING SEGMENT OF, THE GAME, “YOU WILL ‘SUBMIT ALL’ THREE. SUBPLANS |. 
eo 70. THE. BANK AS.A COMPLETED BUSINESS. PLAN. “AND, LOAN fe iiee, a. 


a 


ERC fo at ee 


ad 


ye ‘ fe | -_ \ | 


+ YOU WILL. BEGIN. your BUSINESS: PLAN BY C 
TWILL NOW GIVE YOU A MANILA ENVELOPE CO 
- WORKSHEET", A "MARKET STUDY" AND "BUSINESS. PROFILE" FOR YOUR BUSINESS, 
felonies ol le 
MATERIALS” ARE IN YOUR ENVELOPE. BUT BO NOT START TO READ. THEM VET. 


the A MARKETING PLAN. 
AINING A "MARKETING PLAN: 


~e: i 


% oy 4. DISTRIBUTE envelopes containing Marketing. Plan worksheets, ; Business’, 
te Bye % ee Profiles, erree Studies, and Advertising Information. sheets. 


od : a = 7 , 2 my 
4 : ¢ 


bd 1 rg, TELL the class oe ee i wes 7 is - ey 
"THE "BUSINESS PROFILE”, "MARKET STUDY", "ADVERTISING INFORMATION SHEET", " 
| AND LARGE WALL MAP: OF BRENTWOOD GIVE YOU ALL THE INFORMATION YOU.NEED = - 
+. TO COMPLETE YOUR "MARKETING PLQN"., “THE LOCATION OF YOUR BUSINESS Iss} y 
+ SHOWN ON-THE WALL MAP. BEGIN BY READING THE "BUSINESS PROFILE": AND. = a 
ig «MARKET: STUDY"; THEN USE THE INFORMATION-IN THEM.AND. IN, THE ADVERTISING ..- © 
my TNFORMATION SHEET’ TO "FILL OUT THE MARKETING PLAN" WORKSHEET: “YOO. 
sa es ee me "| | HAVE UNTIL __ - [the end of the next. Class pertod] 
@ -* "TO FINISH YOUR "MARKETING PLAN". es dae ae re 38 
Be : ' ea *: eT - “07 os pee a A Sangh 
| ~ ALL MEMBERS OF THE’ BUSINESS 5 SHOULD WORK TOGETHER IN DEVELOPING THE 
BUSINESS PLAN, BUT YOU SHOULD NOT ASK FOR ADVICE OR*HELP FROM PLAYERS 


a OUTSIDE YOUR BUSINESS. , mis We 


vw : zs fh, os on P a0 


SSecenenntamemng Em Boe Ask con students if they have~ahy questions. ye 


H & 
¢ \ 3 Pe 
Ned £4 Fee: 
Oe a ~ 
arene 
é file ae - 
wader: oy *. wminigty ¢ M a 
Soe ae 


ERIC 


le + . : 6 Ae . . 3 om " ; a : a : Gi me - oO a # 
@ San . Aéningstering the Game oe os a Leh ee se a 

Ory gee After. you have introduced: the gan. ‘to the e players: your: “natn ame function 

“ - will ‘be to evaluate the. players’: plans as they- “are completed. ‘Evaluation ° - 
bg of plans will generally be: done joutside of. class; in: sany case, no plans . ot 
aaa ——should- be-completed-during- period-1- — 2 ee ee oo itt 
| a . ae , ee LS Bet 

eet ee a _Answer_quést tions about’ it ‘game procedures as they: arises. | If -one: person asks 


a question. that’ seems. applicable to the rest ‘of the Glasg3.stop. the: hiexics 
a moment and give the. answer to -the entire ‘class! ‘Do: “not: telT” students”: 
what :to put. into their Marketing Plans, ‘but’ do ‘give. “interpretations of. « as 


‘ ge information sheets or explanations, of. vecabul ary. words. ee 
. . } 
. eo each activity. Be sure to stop. play of ‘the: ‘gan ive. minutes: before: ‘the 
a end of 'the ‘period ‘to allow for lgan- -up ‘and eoltection -of. materials. 
oO - Potential Problem and Suggested s Solution,” 
a “Collecting the Playing Materials = = ; 
Five minutes beford. the end of the period, announce ‘that it is ‘time to. a 
a iS be stop playing ‘the ‘game and start’ cleaning up. _ Ask the ‘players. to put ali a 
“of their playing. materials (including their role .profile: cards) and notes: ine 
ic one to their manila envelope. and: to label. the envelope\with. their names. ae 
: Ho Collect. the. sais s before the students: leaves ca - Mee Lise # 
: ,. * s » # 3 a Ps *. 
, | Ho 89 7 | 


pGheck4s625) Preparatichs, Required for_Period- o.[e. 


"THE. DAY’ BEFORE THE; GAME SESSION: a ew 


oe Reread: sectiton of TEACHER’ Ss MANUAL 
dating: wit Period 2. 


= a. 
tae ot Milt 


ae ee * 


“poet Arvande ‘furniture ‘dn oo 


___» Arrange’ playing materials. =! 


‘ ~ 


bu 


om aus 


ee : . . r 


ith 


x 9 £* . j 
: J ese binatnig big eg ak Goo ree eat wer LO EA ERO ED SORE OEY 
: car “ a. 14 vo . co " 
4 Oo cw BOE CAE aE dO Bt te Ne UP CY RO er ere ee 5 in noe 
nae 4 ‘ Seay ee et ee eae ey eee ‘ : . 
Pe ean Cee tec et tee Oar eee aes “ t 2 


of . . s 


biggt a EDA Sieh esd At PaAEI Wie Ok U8 tite ycoteatey ainagaenaah 


rs 


“ 


“Teachi ing-Learning activity 


me ae 


Fact 


_* 
* 


Tine: equi red. 


_Marketin j Pl an): 


es. Pad re |g pe no, a ‘ vs a Qe: 


a. Materials. Re wired = ie r : 
ol, "Teacher" s Manual for SBSG a 
2: wn | tap of Brentwood“ | «: : = 


° 


We ‘4. _ Enough scratch paper for all ‘students 


* Cer > 


Ey bangs. 
nae 


5. One ae foy oh student 
* "6, One colored pencil for the Administrator 
7. ade room Set-u up 7 . 

‘1. Furniture. Same as Period ].0 > 


= | 2. Playing Materials. Same as Period 1 . 


_ Period at _ The Second Game Session . 


Pray o of SBS 2, Starting seqgent.. -- = completing work pn | Marketing Plan - 


A "Classroom adninistrative matters $ (rot “taking etc. ue 


ie Play c of Bs 2starting segment, (oompeting work, Jn” — 7 


co hae “ghadicup aid*Sovicdeik of playing materials: 


3. The me dae ~ acai Period 1 


ee 
can 


@ : 


ERIC 


; Distributing Playing Materials - ee + 


Ye 


assign’ 


ww. 


ae 


; : ‘ . 
As soon as the students arrive and. rol has been’ taken, distribute. the . manila | 


envelopes from Period 1, along with the scratch iSoer ari pencils. ‘The 


envelopes should not. have been opened since, Period 13 they will contain a 
everything the students used during Period 1, but. nothing else. “ 


» ‘ 


ms, : é ‘ * - 
oor j a : ey , 


' Generally, some students will be present for Period 2 who,were not present 


for Perjod 1,:and some who were there for Period 1. will not be there: for: 
Period 2. Give: new students a role profile from profiles #13-18,, and: add 
- them to two-memberr: businesses to form. three-member: businesses. lf there, 
_ hotenough role profiles left for all of the’ students who were absent 
ign’the ‘left-over ones: to three-menber businesses.” ” They wil rio cc ( 
' tribute any money . to the business or draw a salary, from: Ats bu "they: can. 
work with the group in mak ing’ decisions. If students are absent: who. - 
were. there or Period 1, their ‘bus inesses should carry on without then, 
jeans that some Players. are temporarily working alone. if aM. 


- even if it: 


the game. No new. ‘players. should "be assigned s the business. ‘The origi- 
nal members ; of the business simply lose the time. they would have- had to 
work on their. ueiness plan. during Period 23 - time can be made up 


t 


- Adninistering the Game - 

At the beginning of the penied. tell “the students that’ they. “11 have 

until the end of the period to comptene their Marketing ron 

Five minutes before the end of the period, tell ‘the etudents.the following: 


- 7 . 


i TELL the clas’s a 
YOUR TIME FOR WORKING ON YOUR "MARKETING PLAN" IS UP. YOU -MUST NOW 
SUBMIT -YOUR_ "MARKETING PLAN" TO ME FOR EVALUATION, EVEN IF YOU HAVE 


NOT FINISHED IT. I WILL EVALUATE IT AND ‘RETURN IT TO. .YOU, AT THE: BE- 


“GINNING OF TRE NEXT PERIOD. PLEASE PUT ALL OF YOUR MATERIALS EXCEPT 


YOUR "MARKETING PLAN" INTO YOUR ENVELOPE, AND HAND IN. YOUR ENVELOPE 
AND "MARKETING PLAN". 


= 3 coer ae ff 


, . a - 34 . . 7 ie : 2 a e. 


ae 


: a Att i Marketing Plans. ‘should be turned in at. the end of Period 2, even 
. r . . oS. are not finished. _ There will be time during Period: 5 to finish 
any Subplans not competed earlier. You will, evaluate ‘the: Marketing Plans 
outside of class before’ Period’ 3 and Spetiurn them to the students at the nS 
~ beginning of Period.:3. Use the Guide torEvaluat ing: Business. Plans on 
pages -55-69 in your evaluation ‘of the Marketing Plans. - 


Se : , : : ; > ‘ . : 
a Managing the Game Session 8 : ‘ 
4: . — ~ Game management will be the same. as for Period: lz Once again; remember | 


to leave five minutes at the. end wd the period for clean- aun | and aul 
tion of materials. - ; 


¢ 


Potential Problems and Suggested Solutions eae a ot ee 
Students finishing Marketing Plans early. Students do not need to wait | | 
until the end of, the period to. turn in their Marketing © Plans if tliey. re ; 
Se ee finish early. You-can start. evaluating the plans in class. if you wish. | - 
“@ | SE og Students who finish early should not go on’ to the next part: of the | sane ie = 
HR oe but’ can os anf rest, of the period doing something else. 
ee oe ee cee ee eee 


SPER anEDPRRnET ieeeetamieiers Inaaeral SS aeeeal 


ra eS “Patients oe finishin Marketing ‘Plans’ by end of eriad. Students should — 

8, tes as - * submit ‘their ‘plans at the end of the period, whethér : finished or ‘not. Ex- 
ee plain to them that. there. will ‘be time later to finish. You: should eveiuate 
olay’ “the Finished part oF the: vlan 


N 4 2 
& SM as ‘ . 
a Pats os - 
a . : . 
gies ee se 
: ~_ ee = . 
.- rid ° 
ae a nae . © 
nN * ry 
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on e : 3 
a: 
“ 
. ¢ oe 
ry ay ” e 
+ ae 
ao - 
a. 7 
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‘Checklist: 
THE DAY BEFORE THE GAME SESSION: 


Preparations Resaitd for. Period 3° 


Complate evaluation of all Harket ing 
. Plans. 


_- Re-read section of TEACHER’ s MANUAL . 
dealing with Period 3. 


Prepare manila envelopes as described 
on, page 37. ‘%. 


a DAY OF “He oe ‘SESSION: 


+, Arrange furniture in classrooni. 


_ Arrange playing materials. 


= > 
: ¥ 
: 
4 
aie "> + 
oe a 
a 
v ‘Ty, 
te. 
. , . ~ a 
e 
En 
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sare 


Period 3: “The Third Gane Session 


+ Teaching-Learning Activities, ee - 
: 3 1. Explanation. of evaluation of Marketing: Pan’ 


np 


oe 2. Completion of Operational Plan 4 


be Time Required, i aes gles te ae a 
1. Classroom’ ‘adninistrative matters (ront-taking. etc. di 


“halt : y ica . 


2. Explanation of F evolution farting Plan: me i . 


: fe By Work on n Operational Plan: 


© 4 cheénup an Eiko erpied eee 
rc es eee 


ad 


ee, 
2 


a Materials Required 
ae 7 =e Teacher! s Manual for SBSG 2. 


die 3 Ce, ‘Wall tap of drentwood 


3. ‘The manila envelope for aac business, prepared as described ‘under 
blass1oon Set- -up on the following page , 


4. satketing Plans Ge go 2 “ea . a ne : 
5.° Evaluations of Marketing Plans . 
6. Enough Scratch paper for-all students 


7. One ‘pencil for each student . . a tS a _ te 


8. One colored pencil for the Administrator ~ 


Cg. GS eee oe 


rar 
‘ SE ite 
rj 


_ Classroom Set- =up rn 2rd oe a  § 
1. 


. | The playing materials ‘should | begarranged as ‘they were: for ‘the en 


* eB The' appropriate Supplier eforntion Sheet, ; 


. “Distributing Playing Materials - 
~ . Begin the. period by saying the e following: 


. feu the class. 7. Z : vor i e a 


e ‘ 
et 


Furniture. Same as. previous periods. ate a we | e 


ee 


i 2 - . wi arn ae Ye 
Playing | Materials. - Between Periods 2 and sf — business’ 
mani la envelope ‘the: fol lowing: 


a. Operational Plan Worksheet ~ & ae te cy 
7 ‘ 


pera gdss Bs 
co a 


be 
a 
OaaRE y- 


va 


i.e WILL NOW RETURN YOUR MARKETING, PLANS" T0 yous * Ws 
ae ay Woes aa ve 


Bn jae @ Orne : : . et + 
* A ‘ . a 7 
U Oe a att ee ‘ aes 4 


2. 


. : | | 
4g PLEASE Look aT THE “EVALUATION OF MAMET. LAN. THERE ARE'TEN | 


eo° 
¥ 


cae Marketing Plans. and Evaluations. o_o / ve ae 


TELL the class 


- 


ITEMS ON THE EVALUATION" “EACH ONE IS’ SCORED WITH. A. NUMBER FROM 1 10-5. 
A SCORE OF 5 MEANS THAT ON THAT ITEM, YOUR "MARKETING PLAN" Is: JUST . 
ABOUT PERFECT; A SCORE OF 1 MEANS IT IS ‘COMPLETELY INADEQUATE. Mist 


-OF THE SCORES ARE PROBABLY SOMEWHERE - IN’ BETWEEN. THE SCORES HAVE NOT 


BEEN ‘ADDED . UP NOW; HOWEVER, WHEN YOUR: ENTIRE BUSINESS” PLAN. IS EVALUATED 
BY. THE: ‘BANK AT THE END OF THE STARTING. SEGMENT OF THE GAME, THEY WILL 


- . BE ADDED UP. TO. GET A TOTAL. “THAT. TOTAL WILL THEN REPRESENT LONG TERM 


- a 
Bue. eae 


PROFIT ‘PROSPECTS.’ I HAVE ALSO MADE NOTES. ON MOST OF THE ITEMS TO . 


GIVE YOU AN ae OF WHAT. NEEDS TO BE IMPROVED. YOU WILL HAVE TIME AT 


ne AE ow | co e x er ee Coe ee 
4&2 THE END, OF THE, STARTING SEGMENT TO REVISE ANY PART OF YOUR "MARKET- 


= ANG PLAR" a You want La ae 10 IMPROVE. YOUR FINAL: Sete ON. IT. 


- . id ” 
a 
, 


. BT TELL, the elas ie rg as | a eee 
Be os ee TODAY. YOu wii. BE. DRAWING UP AN "OPERATIONAL PLAN". FOR YOUR BUSINESS. 
2 PT WILL NOW DISTRIBUTE YOUR ENVELOPES CONTAINING THE: "OPERATIONAL. 
"ins PLAN" WORKSHEET,, “INFORMATION ON SUPPLIERS, AND THE: INEORMATION, YOu. 
eee ser, USED, LAST TIME. YOU. MAY: USE ALL OF. ‘THE INFORMATION YOU: HAVE. RECEIVED 
get Sg FARING COMPLETING YOUR “OPERATIONAL PLAN". . YOu WILL HAVE UNTIL 


“THE END, OF, THIS PERIOD T0 00. $0. 


" . : Slats ae ua . ‘* ‘ 
BRP sei gh a8, » We gs ; Po ; _ 
rr a weeny fe oe. ce aagiacy ave Dene stats er rs BD ease J tai BaP wide cba. tian Fe Mote e sae 
. : : a ee ac ache ; ‘, Q on ‘ ie. , 
wo, 6 i gla Os . . i e. ye ‘ 
. : : _ * ‘ 7 ‘ are oe ei nee Pg as, 


‘ eo: 
* a i a 
eee | 


be 


“gc eihadnc svi 


: * eee ao Paar Met 
+ gee ei. 3 ae 
eae : bs . os ” 
3 aa 


_ Minter ‘the Gane.: i . a - ~~) - a ie 7 Eee 


“Five, minutes before the “end pf the period,. tell’ ‘the students ‘the foitoving:. 


My t : : ae : Bn oe tere eon 


Bey re TELE the class © <a 4 .e oe ee AF = ae Be 

| = NOOR, TEMe FOR WORKING, ON: "YOUR OPERATIONAL BLAN" IS UP. “you MUST NOW . 

° wor FINISHED, TT. hT WILL EVALUATE TT AND RETURN, IT: TO YOU AT THE BE- 
GINNING OF THE” NEXT PERIOD. PLEASE PUT ALL: OF. YOUR MATERIALS EXCEPT 

| | “ YOUR “OPERATIONAL PLAN" INTO, YOUR ENVELOPE, “AND HAND IN YOUR. ENVELOPE 

AND "OPERATIONAL PLAN. 


‘You wii evaluate. the Operational Plans outside of class before Period 4 ee 
"and ‘return: them to the’ Students at the beginning of Period 4. Use the Guide. 
ee to Evaluating Business Plans ‘on pages 55-69 in ue evaluation of the _ 

- | Operational Plans., a _ #4 ak re 


oo 
ERIC. : 


Managing the Game Session me ? e i : | 


“Game management will be the same as” for Periods: 1 and 2. 


Potential Problems and Sugsested Solutions ~ & 
” Students: finfshing Operational. Plans early. This problem should. be handled 


' 
e 


¥ 


c 


the same way as for the Marketing. Plans. Students who finish early can 
use the rest of the. pened: to work on revising ‘their neo. even " 


ar 


. Students not finishing 0 operational Plans by end 1 of period. Sapa « 


‘ _should be handled. the same way. as for ‘the Marketing Plans. Cond Reg, 


ee 


Checklist: 


THE DAY BE FORE THE GAME SESSION:. 


_Co lete evaluation of” all. Operational 


a 


: bread ‘Section of TEACHER" Ss MANUAL 7 
lealing with Period ae ; : 


Prepare. manila envelopes as described on 
Page 42. 


ee cis 
¥ 


| THE DAY. OF THE. GAME. SESSION: . 


Arrange), furniture in classroom. 


a Arrange playing matériats< i. 


* = ss : 4 
QIN ea, 


casts 


ae oe ee ete pt gk 


"Preparations Required for P Period 47]... 


red 


7 — - ee Session | 


7 arriving at a Price for the Business oe eS ee a eg. eg 


2. * coaiedal eee wana ee 


; Time Required - ees | _ 
ve, De i} assroom ‘adninistrative: matters (roti “taking, etc te) es 


ay 2. “Determining Val ue. ee fo ete 


30, min nutes 


e : 5 Se 


© 50° minutes 


3... The manila envélopé-for each business, prepared ; as described under : 
_ Classroom Seerilp on the following» ‘page 


ali. 4, Operational Plang “en 


oo" 5, Evaluations of Operational. Plans. | 
6. chance. cards . | 
: @ 7. Enough scratch paper for all students ; 


8. One pencil. for ai or @ Be ke SO 8 
> < a 34 e s 


@ i : 9. “One colored pencil for the Adwinistrator . —_ : i i 


a 


Cla assroom Set-up — 


‘1. Furniture. “Same. as. previous periods. = ae oe 


2. Playing initertals:: ‘Between Periods 3 and 4, add to eagh business’ 
“ani la envelope the fol lowing: ee ee Sg unas 4 


ge oie an aa ee ae ee visas 
: is purchase Price Worksheet: °F let a Re, 


y 


ie “be Fi naigial Play Worksheet 


" C. the appropriate Communi ty Participation Information. Sheet 


aay TELL the ‘class 


I WILL NOW RETURN YOUR R "OPERATIONAL PLANS" 10: YOU. 
. EVALUATED THE SAME WAY ‘THE. "MARKETING PLANS" WERE, PLEASE. SEE cme 
DURING CLASS, IF YOU: HAVE ANY QUESTIONS. 


“2. DISTRIBUTE’ Operational Plans, and Evaluations. 


3. TELL the class 7 . a ee © Pine aa Ala 
_ TODAY YOU WILL BE DOING TWO THINGS. FIRST, YOU WILL DECIDE: WHAT TO. cao 
OFFER FOR. THE BUSINESS. YOU ARE BUYING AND ARRIVE AT -A FINAL PURCHASE 


x “++ PRICE. THEN. YOU WILL COMPLETE. A "FINANCIAL PLAN" FOR YOUR BUSINESS. 
e@ |, we Te hte NOW DISTRIBUTE YOUR ENVELOPES,. WHICH ‘CONTAIN ALL OE THES, Pe a4 


ERG, ; . . ‘ : : ¥ 


h MATERIALS. vou HAVE USED 5 a FAR,” PLUS WORKSHEETS FOR ARRIVING AT A 
|. PRICE “FOR THE BUSINESS“ANDZFOR COMPLETING A "FINANCIAL PLAN": A 


COMMUNI TY. Pal clPaey IN ‘INFORMATION SHEET IS. ALSO INCLUDED. 


ie Sisradure« envelopes 
ae this “te 

roe si hs ef . 
_ TELL the ‘elise 
PLEASE. TAKE THE "PURCHASE PRICE. WORKSHEET" OUT OF YOUR ENVELOPE. 
Vo | BY FELLING QUT THIS WORKSHEET, YOU WILL. DECIDE ON AN OFFER FOR THE 
oe | -", sBUSINESS ‘YOU ARE BUYING. YOU WILL THEN’ DRAW A. CHANCE” CARD THAT WILL 
ToS} INDICATE WHAT AMOUNT THE OWNER “AGREES TO-ACCEPT.- "GO AHEAD, AND FILL 
Pia, Gee our THE WORKSHEET... _ WHEN ‘You HAVE FINISHED, eae a KNOW. 


ee v 3 
ay z é ta 


a [ ee ie a S 


eee See - ae hee? ae ie : 


eo da Be - Adninsterin the Game gh age ee i a) ®t age 
i eer ; ae ny, 


As each group. completes the Purchase Price Worksheet 5 have a member: of: 
the group draw a chance card to determine ‘the price to be paid for the 


“on the worksheet. When ‘they ‘have - ‘finished this process, tell. them that 
~ they may go ahead and’ work on the Financial Plan for their business arid . 
hts ee have until the end of the period to do so. 


se 


Five winutes before the eid of the sericils tell. the students ‘the following: 


_ \ ‘ = . . bat i . : ps . 
‘ = * . a . 4 ‘i ‘ wy *.% 
. rc , : 


J. TELL the class E ok ee eee 
‘YOUR TIME FOR WORKING: ON: Y0MR “EINANCIAL PLAN" IS UP. YOU MUST NOM 

~ SUBMLF YOUR “FINANCIAL PLAN” TO-ME EVEN IF YOU HAVE NOT FINISHED IT. 
YEL EVALUATE IT AND RETURN IT TO“YOU AT THE BEGINNING OF THE NEXT 


OUR ENVELOPE AND HAND. IN YOUR ENVELOPE AND "FINANCIAL PLAN". . 


ie 


“t 
ee 


"business. The. Players should write this. price down in the space -provided 


PLEASE PUT ALL OF YOUR MATERIALS EXCEPT YOUR "FINANCIAL .PLAN" . 


ar: eee 


4a 


ee ‘You will evaluate the Financial. Plans ‘outside of class” before = 

6 G | “and” return them to the students ‘at. the ‘beginning of- Period®5. Use t 

- Guide to Evaluating. Business Plans of pages ae ag in your evaluation of oo 
the Financial Plans. a a : 


soe 


¢ 


| a a . silane in the: ‘Game Session a ais See , hy a | . can ae eae 


» Gane managenent will be. the same as for previous perices. ; 


Sse. Leone 2 


's Studenits: ‘finishing Financial Plans $ early. ‘This is ‘not -ikely t to’ happen,” : ¢ a : 
ee but; if it should, Jit, should be > handled the same way, ‘as’ for the Operation) . a a : 
. ‘Plans. a a Cn Te ee ee ae ae 


. . : ¥ 


studi not finishin Financial plans b end of eriod.- “This: is inch. more 
Vikely to happen. It should be: handled the same Pde as for the -earlie : 


oo 


. ra) - Z : 
eel > 


(Checklist: 


Re- read section of TEACHER'S ; MANUAL 


Preparations Required for Period 5 


THE DAY BEFORE THE GAME. SESSION: 


‘ . Complete evaluation of ai Financial 
fo Plans. © Paes 


- 


mealing with. ier tod, 5. 


THE DAY OF THE GAME SESSION: 
Arrange. furniture in classroom. 


© aoa Arrange playing materials. 


, 
‘ ‘ 
bate 
pee, 
an . fe 
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Be ; 3 me, 
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: ef 
e 
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a 
- 


Period 5: 


2 
ao 
en 


: Teaching-Learning. Activities . Bee 8 2K ee en 
1 Revision’ of bu usiness. Tan (as Marketing Pan, Operational Plan,” Wee re 


re) 


~ ahd Financial Plan) ‘as needed. , a » oe oe 


2. Completion ‘of busine ith, as needed - Pie Bo Ge 


’ 


Te See atneesgh oe gh Sop ee 


; Classroom cinta ip ttrs (rol1- -taking, ete. ye _ °° Siminutes- 


ve i ‘ : se ) 
¢ i 
, 


"Completion and revisfon of business a ae 40:minutes. | 
3. eee and col seins of ie eae Se. 5 minutes 
me oo ee ee er ee 8 ee 


Materials’ Required By cats 4 nae ee ee a a 
? 1. Teacher's anual for $886 2 te a ee, Se ee 


. % n git : Pe mee eee 


oe Ma Map oF teen tf Baa eee oe = Piao i so 


1 a 2. periods . oe a 
ann See ee oe a Dg 
begs: a, aden Wa a? Et * ee 
a ee a ee” Financial ° Plans: a eee 

igirines sratote saan tnt og RRS a ee racers, Mownyts tans ete wid oe eens : en ea dip oetal rs 
ie r . g 2 : Py ‘ 


eR og a Oe Evaluatéon of Financial Plans: i 
,&.. Enough scratch paper for all students © © : . of ee 
| a aaa ol ST a" 


“ 


er. 
oa 


ah, : - Pia a 
8. ‘One colored pencil for the: Administrator, ofa different cold from. the 


= _ : one sed for the first evaluation: of the. business plans 
ree ee a ee ee — a ee 
-_ 7 : th ‘ 4 : ‘ fae: : i my wf . é - : 7m a 


"Business inecrekar nt skied 


~ * 


@ .. . Classroom Set-u up 


. ae Furniture. Sane as. previous periods. - a? - 


, 2 Playing eres Same. as for previous periods. 


. Distributing Playing Materials’ ae ne 
‘Begin the peak by saying the following: - . tee / Ng 7 M A 
a. “TELL ‘the class 


ihr ee WILL NOW RETURN YOUR. "FINANCIAL PLANS" TO. YOu. THEY: HAVE BEEN 
oe) EVALUATED THE: ‘SAME. WAY THE OTHER PLANS WERE. PLEASE SEE. ME DURING 
ag * CLASS ‘IF ‘YOUR HAVE ANY - QUESTIONS. ses ; 


2. pene Financial Plans and Evaluations. or i ee 


2. 8. mJ eg ee oa 


eS YOU WAY USE THE CLASS PERIOD®TODAY’ TO FINISH: ANY OF ‘HE SUBPLANS YOU 
og, DID NG BINTSH@EARLIER AND TO MAKE ANY REVISIONS YOU WANT. AT THE ; 
“".- 6WD-OF THE“PERIOD YOU WILL RESUBMIT YOUR ENTIRE ‘USINESS PLAN AS AS * 
1 APPLICATION FOR A LOAN FROM THE: BANK AND POSSIBLY FOR FINANCING: FROM 
- EQUIPHENT SUPPEMIR. ; 


"42, DISTRIBUTE envelopes. 
‘ z : ° ‘ 


ry fe wt é : 
\ ii 


a “Administering the Game q ; | 3 Seas, 7% = : 7 ie 
Tf. players ask for. them, you shou i offer’ explanations or interpretations _ 7 a 
‘of yqur evaluations of their subplans. However ,. you, should. not tell _ a 


students what to put in their subplans. ae eo ag” : a 


. Five minutes Deromenne: ore of the period, tell: the student@the following: 


a a : : 2G A ites 2 ge a he 
4B ee Ta Se 
: , 7 : a 2 ies ; 2 7“ . é 


. ‘e 


i "TELL the class_ 


PM TaN te ta 


| 


fate Ste 


- second Eval uation on’ Y page. 56. 


“Potential ‘Problems and Su ested: Solutions Pe ‘. hace 


PLEASE STOP WORKING NOW ‘AND. TURN IN. your ENTIRE “BUESS P PLAN. 
PUT ALL OF YOUR MATERIALS IN YOUR ENVELOPE. WITH THE “MARKETING PLAN", a 
“+ MOPERATIONAL PLAN" , _ FINANCIAL PLAN", AND. EVALUATION SHEETS ON" TOP. i od 
| Po Be ee ee ee a 
You will. re-evaluate "the Bus iness Plans. outside of: class. before Period: 6 
and return them to the students. at the baSinning of Period 6. 4 ‘Use, the » 
. Guide to Evaluating Business Plans on pages 55-69, ‘in your evaluation of: 
the Business Plans. =: Me 


yO apes 


Hanaging the Gane session as o eo : ¥ eee _ 7 = . See 


— Game ‘Wanagenent will be. the same. as _for previous : periods. | eee 


as 
r 2 ' 4ir 
ae ‘ rt ae 


| Seéring the Game ae noo ee s es 7 _ 
. Most of your eval uaeton of ‘the business: plans will probably be done = oe ey 
outside. of, class, before: the Postgame disgussion. Use the guide to Eval a ce 


uat ing ‘Business Plans on, pages ‘55-69, dising Pre instruct ions, ve ‘the. 


te , ; ke / Msgs a? Pos 


2 
Students’ ‘finishing early. | this te tama ret ‘then “do sénething ¢ else. for 3 


“the rest “of the’ peri od. ve rarer Thystte a sane <i earn ~ ee es 


a 


sl ‘Students not finishing by the end of. the period. . aul business. plans fnust 


be turned in at the end. of the period, whether they are fi nished. or be At — 
If all the students ina bus iness were absent off or tiore days and ° ‘lost 7 ran 
times for working on their plans, they should: be allowed to make up the: Hee 
outside of class. a8 >. 4 : aks 


+ agi. 
ee 


1 oe 


a, 


{iChecklist: 
THE. DAY BEFORE THE DISCUSSION: 


Preparations Required for Period 6 


TT! 
“he 
a 


Bhan 


a ees 


4 


Ness: plans. 


* all bus #nesses. 


_ Re-read section of TEACHER! Ss MANUAL. 
Pe with Period 6. : 


| THE - UF THE GAME SESSION: 


Arrarige furniture ‘in classroom. 


Be 
a 


_~_ Arrange pl ayi ng_materi als. 


_-__ Complete final evaluation of: all busi- 


Complete. Business Plan Séoresheets for 


a oe a 7 : ee Oe. 3 


EMCGSEUTBA a Ti a isi eet be 


Period 6: “The Post-game ‘Discussion 
a | Teaching-tearviing Activity - ee : - a a) Ree Ee ce ‘ 
‘Discussion of SBE 2, Starginig segment cae | 2 oe oe ee 


. ¥" fe a 3 - Pe ; tet 


Letae fe 
: a) 
aa 


Time’ Required wired a es ek ‘ — eo . ae 2 re hie te 


1. Classroom administrative matters. ‘(rolt-taking, ‘ete. )s: Log minutes: . 


# mth giiee? Sry ene 


2. _Discusstongor S856 2, Starting $reg: . "40 minutes. 


gg ears : a. Oe a! : ae 
3. Clean-up. and Sion of playing materials: os ‘5 minutes ~ 
| < - : a Ao ee : oe ia" i Ce Total: 


$0 minutes” 


a ey Materials Required: | 
e@ a ee. Vw Teacher" s 5 Mariual ‘for sbsG é 


8, “One s complete set of laying materials. for S896 2, ‘Starting § Segment 


Loe , : a ‘te = a 
immed ‘nanita 2 envelope for each businéss. from the, s previous periods a 


< & Bea 


| os Classroom Set-u a %, -ad es aes ge 
“1, .Furniture, Same: as ‘previous petted. - 


cb eer uaiustionategs. eB AR SAM UREA SKEET EELS RG BSIR ts STNG ee 7 


ce yc 2. Playing fae Before class, piace the Business Plan and. Evaluation 


“tr p PRE wate SC 
. ; ae 


Sheets for each business. Fnside the manila. envelope. “for. that business.- a 
Paper EM. the. Business. Plan Scoresheet to the ‘outside: of ‘the ¢envelore. 


~ 


| You will not. need to use most of the playing materials in-the’ discus a me 
a sion. However, ‘you. should necy the, set of Playing | materials andy” for oe 
“use in answering, questions. , vy oe 


5 gat eS ; . “+ ANE 


ig LS wt . fo, oa 2 28a 
* on oa cc) otf - q F mt dar 3, eee j 7 - : ; a r ay Meg ot : 
@ iat a : = 3 : % _ : he a PY ’ pee os — oy . ey 
: t P 7 + e “a 7 : : a pete a Fi tte ee aed Bene ot a , es ie . . 
caer . : : ‘ : : : 
! 


a a 5] 2 = . oe Nog 
: e “3 Distributing oe in Materials a _ | = 7 ae oa 


__ As soon as all of. the students. have arrived and roll vhas” been taken, dis-- : 
i ‘tribute the manila envelopes. with the Business Plan Scoresheets - paper eS: 


‘na ae a ai nO them. : =. 2 : 24 = a ee oo : 
E Re a: ; - A # i ; , . : ‘ : . . ' : 3 ‘ as 
- , ‘ a, BP F | : ; 7 “ i : "ee ” : Te ; ae ; “ak : : i. 

» Explaining Scoresheets « Vr rh ere. care 5 eee 
"i “ . 8 ae: 4 . “i * m 
oR J oy AS soon ‘the envelopes have been posed outs tel] the students the tol léwing: ° oe ‘ 

¥ ; agin ; 4 72 . si: ; e? . ¢ * ‘ 
de. TELL the laze ; o2 ae : 


“i HAVE PASSED OUT YOUR MANILA. ENVELOPES, CONTAINING TALL oF, THE PATERIALS,” 
YOU HAVE USED “DURING THIS. ‘SEGMENT: OF THE. ‘GAME. ‘ON. THE, OUTSIDE OF. THE 
| _, ENVELOPE. IS YOUR “BUSINESS'\PLAN “SCORESHEET". os “ON 3 THE “coREsHeET”. YOU i 
a re WILL: FIND, THE FINAL SCORE YOU: RECEIVEDON.- YOUR: ENTIRE “pusmegs, PLAN" =~ oe 
Ae THAT Is, THE, TOTAL“ OF, THE Scaressiou RECEIVED; ON. ‘vob * VHARKETING” PCAN « ° . . : 
— ate, “MOPERATIONAL ee “eanangual Pua AIS: SCORE’ "REPRESENTS" YOUR. ® i er 


HE LON, vou ‘HAVE BEEN GRANTED AND: THE “iquaRTERLY _ ‘be we bye 
espns. INFERESF-PAYHENTS".10U WILL HAVE" ‘TO. MAKE y : 


a LOAN" PAYMENTS " AND 


Oe “eTHEM:, WHEN WE *BLAY THE RUNNING. SRGMENT. OF. THE. GAME, YOD “WILL BEGIN: MTH, oe o 


rte! 


ewe é : i sat Ie) THE FINANCIAL. RESOURCES YOU HAVE HOM. 


a ' on ‘you bave’anshere : re ‘student Sore “about ne Rit 
ve ist vt ique ‘the, Post gan Di i scuss toneby yn ‘the stoFlowing uest fons: 4 ‘you's AS 


ae 


i “hee gane.and we oe tes the “anetdenonstrates. MW 


: 7 “ ae ; soe va aN 7 , 


is ASK the’ students » 
a. WHAT DOES THE SCORE YOU RECEIVED ‘ON YOUR ‘BUSINESS: PLAN. REPRESENT? > 


[potential for success ] 


e 


fas 


. h. WAAT PROCESS DID: YOU. USE TO ANALYZE THESE FACTORS IN ORDER TO. 


b. YOU WERE GIVEN A LOT OF DETAILED INFORMATION ON YOUR PARTICULAR 
BUSINESS AND THE INDUSTRY , THE MARKET, ETC. WHAT. STRATEGIES - - 


WOULD You USE TO GET THIS | KIND OF INFORMATION IF. ‘YOU WERE ACTUALLY 


BUYING A“ BUSINESS? 


“6 


[Use the plans as a‘ ‘bas is for. expanding this question; @.9., , 
How did you decide .to’ spend x ‘dollars on advertising? ] 
“f ; 

d. WHAT FACTORS. DETERMINED YOUR CHOICE OF PARTNERS? he = gt 
[money, experience] 

e. WHAT. OTHER ‘FACTORS WOULD -YOU: CONSIDER WHEN CHOOSING’ PARTNERS? 
[personality, common goals, . common ‘interest, compatibility, 

- ability to communicate] oa a &s be 


ff. WOULD. YOU CH@PSE THE: ‘SAME <PARTNER/S AGAIN wiv OR WHY NOT? - 


g. . HOW DID. THE ‘VARIOUS KNOWN, FACTORS. AFFECT YOUR, OFFERING PRICE 
ALLE. MARKET STUDIES,. FINANCIAL STATEMENT)? 


a Ces 


ARRIVE AT A REASONABLE OFFER? ° * 


2 ot 
- M3 
peti: 


i. “WHAT DOES "EXCESS. AEARNING POWER" OF THE BUSINESS MEAN? 


z [ability ofthe business to. pay the buyers more than. they could 


earn by working at their Present Jobs and oe their money in 


“government bonds] r 
[the amount paid for the business in 224CeSS of the ‘value of the - 
tangible assets’ included in. the sale, representing ‘the value of 


« the name, the reputation, the location, or other- alecoiaiiie poss. 
sessions of ne Peace business] 


. [negotiation between buyers and sellers] 
es an es 


Pt 


Le 
be 


C. "WHAT PROCESS DID YOU: (MSE TO MAKE DECISIONS” ON YOUR BUSINESS PLANS? . 


k.” WHAT ‘DID THE CHANCE CARDS REPRESENT?. a oe 


“He , 


-... J WHAT. DOES.THE. AMOUNT. QU. PAID -FOR-GOODWILL: REPRESENT?. «== Cae ee va 
| aaee 
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' 1. WHAT WERE YOUR REASONS FOR SELECTING YOUR SALES: PROMOTION TECHNIQUES? 
Bal 

YF 
m. DID, YOU AGREE/DISAGREE WITH THE FINAL: EVALUATION OF ‘YOUR BUSINES? 


PLAN? 


n. WHY OR WHY NOT DID YOU DECIDE’ To JOIN “THE TRADE ASSOCIATION oa: ee 
'AND/OR CHAMBER OF COMMERCE? = ; 


0. WHAT FACTORS THAT WERE NOT INCLUDED IN THE GAME MIGHT ENTER INTO” 
A BANKER" S DECISION TO LOAN YOU. MONEY 10 BUY A BUSINESS? 7% , a 


p. HOW IMPORTANT IS LUCK IN: THE GANG? IN THE REAL SHTUATION? 


At the ‘end of the 2 discussion, ‘you should let the students know on "what, 
dates the funn iny sepant will be. played. : 8 
os By now you. should have scheduled the Running | segment. (See Planning a 
: Ahead: preparstions Required 18 Module 3. 3 on page n. ). 
7 Remind ‘the players that the Starting ‘segnenit is the first part of the game 
: and that, when they . play ‘they play the Running Segment ». they will run the > 
businesses they. have started. . a er : : 


‘ 


ard 


ae . , 


- e ee ec: : a ae . 


collecting the Playing Materials Se ree 


iAt-the-end-of -the-discusstons-you-should-have-the-players-put-a11-of-the 


- : . “playing materials. and notes -in the: manila -envelopes and hand them. ‘in. You. 


i “tma y shave occasiongto lock at the Business Plans} Evaluation Sheets, and) 
me ‘Scoresheets in your evaluation of the students! performance in the game. 
a rr “Otherwise, the playing materials and notes should’ be left. in the pave Oper 


ee aa | ror the students” to use ‘during the’ Running segmant of the game. 
x fa _ a “ x a . a oar, ‘38 


+ ‘ 3 
. 
: 3 
‘ tye iy 
Py 5 8. a 
ey v , ’ ‘ 
i i “ Pog 
s a a 
2 ‘ : ? : 
U 4 , ot 
\ Pa ve . 
Pe oa nel 
_ gb oy pa ee nes 
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é a a 
’ : ‘ soe g 
i 2 “8 ata 
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_# : baler , ie : a5 a ; : : , 7 "as 
5 Guide to Evaluating Business Plans | a . ¥ 
As. Administrator of the game, you will evatilate the Players’ business plans - 
twice. First, you will evaluate each subplan separately, as it is written; 


re 
ENC. 


: plans. 


= Instructions for Evaluating Business Plans i 


a 1. First Evaluation: ae. . ie _ £. cette a 


_ Jater, | _you will evaluate the entire plan as a unit. The first*time you 


evaluate: the plan, you will be representing: a counselor giving advice to 


- “a. prospect ¥ve smal] businessperson. he second times you will be repre-— 
. senting a banker déciding a business*: eligibility for financing... ms 


The Testructions for Evaluating Business Plans given below explain the Bone 


¢ 


mechanical process to be followed in evaluating the plans. The Criteria 
‘for Evaluating Business Plans include (1) a statement of the main problem(s) . 
with the business as presently: organized, and: (2). suggestions of appro- . 
priate responses to be included in the business plan. In their. business 
plans, students .may propose solutions to .the problem(s) that differ from 

the suggested solutions. . The -suggestedtsolutions should not be regarded 

as the only correct ones; other solutions proud be ‘evaluated on the basis _ 
ae their appropriateness. ms 
In order to: adequately evaluate the pincers ‘business mane. you will need * 
‘to be familiar with the Business Profile and Market Study for each business. 
Read these. materials corey! before: attempting “to evaluate the business | 


6 


_ . . i eg 


a 


a. Find the Evaluation Sheet for. the *subplan betas. evaluated. 


\ < * 
. ty . 


b. Read the section. under Criteria, for Evalyating Dygpess Plans. that 
deals with the bystngss being rated. - 8 


Read. ‘through the entire subplan once tocget. an overall view of it 
Se and see if it is ‘finished. a xe & ae = 
i. a r 
: 2s *, 
or. : 
64. 


a "56 : 2 a : : _ 
a4 . “8 ' ew 

hy, a Reread each part of the subplan and: crate it gp the Evaluation 
. @ ra es : Sheet, using the criteria given. Use a colored pencil to cfrele. 
. appropriate number from 1 to. ‘5-on the rating sheet. A 5 should be 
givén only if no revision is required; a 4 i@ny minor revision’ 
is needed; a 3. if substantial revision is needed; a 2 if the part. 
is general ly unacceptable and needs extensive. revision; and a 1. . 
“df it is totally unajeptable. When in doubt, give the lower of 4 
two yabings a the first evaluation. nos ne 


: ae 


; ee ‘In the space above and iors the rating numbers , write any coments 
i ee or questions -you-feel will help the coat to improve their Bian 
_ and vie reer your rating. “= : 


f. Rate ‘ai: the portion of the subplan that is Finished; 40 not 
‘circle bid nfinbers for parts of the subplan_ that have not been filled 


out. 
g. Do not add the ratings. to get a “total at t this Gage. “3 "age , 
bd . . sf 4 . 4 
ae So 2. “Second Ponsa: . _ x Se 3 SO Ce. a 


a; Use the ‘same evaluation sheet used for the first evaluation. 
"Follow Steps a-d from the first evaluation, using a ‘different 
~ colored pencil than the one you used the first. time. If your rating 
. of an .item has not ‘changed, draw a larger: circle around the origi- 
“anal circle. If your rating has changed as a result of the | players’ 
| revisions, circle, the new vating, : 


eral pe 
ny 


- oO “Once again, do not circle. any’ rating numbers for + parts: of the. pian? Ss, 
-that have not been-filled: out;- players: will “wecetve™ no points” nee 
“these parts. 7 ae i | | 


: ” Add the: ratings to set a total oe eac . When. you have | _ 
finished. rating the Financial: Plan, add, ‘the ‘totals from aq] three 
subplans to get “the: Long Term Profit: a Score. (fe Rare 


a 


7 “ . ee. . 
/ : a 7 a ees eo 
ee | 65 aE 
ae : . - : : , . Aaa ~~ aoe * 
; s ? 


eo | ho, 
P= 


. ae : ‘ ‘ . , - 
Bo. BT 
“e 8, Completing the Business’ Plan Scoresheet: ” oe \ ee - 
. — ca. FATT in ‘type of business name, and omer anager ne i 
wee ob Find. ‘the Business Pian fotal on ‘the Financial Plan ‘Evaluation Sheets 
a - ' efter this figure on the line labeled "score". ° ri, a 
eye og aa : : > 
c. ‘Enter the size of the bank Joan from Item H of. the. Financial Plan. 
(Businesses. should be given’ thé amount of Financing they request, ea — 
j 


even if it is more or less than they actually need. ) Figure. _ 
" Quarterly: Loan Payments by dividing. the amount of the loan by” 12. . 
Figure Yearly: Interest ee by finaiea: 10% of the amount of the 


vo, loan, | | co 
baat = 
ee ‘Enter’ "amount of equipment fiwancine from teen. G of the Finanefal. 


4 = o - ; oe Plan. (Not all businesses will need equippent financing. ) Figure - 
.o oe ; Quarterly Loan Payments: by. dividing the amount. of the loan’ 'by. 20.00 
Boat a te , ‘Figure aa Interest by Finding acd of the. amount. of tthe loan. re 


| c ) | ke Enter source and amount of. loan: from friend or relative from Item. D 
~ of the Financial Plan. Figure Quarterly Loan Payments, By dividing = 
ae ‘the amount of the loart ‘by 20. - Figure Yearly Intere: a oe “a 
an Finding 8% of the amount of the oan. : “OY 
nt a : } ; = . 2 
* He oe a a ee 
‘ oa oe ‘ - are 
' 7 * - .~ 
£ | . i ~ ah : 
“~ re hie 66 ’ 
C os oy . 7 


a criteria for r Eventing | Business. Plans -_ 2 ee Slit 
'  ) es 1. Fred's: Bakery a : . -. = _ 

E ee as Main ‘Problem: Product: Vine inappropriate to market’, 

") Appropriate responses: 


tw 
= 


° 
. 
4 
t 
' 
; : 
ane 
¢ 
‘ 4 
” 
: . 
~ 


2M) Marketing’ Plan. a ee 


7 (9) Sales Policies: ‘store cPedit, quantity and early payment 


(a) Name should probably not be changed unless the. players | pis oe re : 
- to Stop making white sandwich bread. re a 


w Stze of Planned Market: whole city. oe a 7 mer os 
Ac) Market Needs vos of “ in -_ Re en 


. - Products not available: specialty breads ai rye, French,: en 
Italian, rolls : : rr, 7 eee 


- Special needs) esitek of customers: ‘rising denari for get we 
ees breads . a 

- (dp: mage: quality; producer: of: ‘unusual - breads. (wilt depend: 
' on rest of plan, but must: State a py eetinte: esteavly: identi - a 
fied. image) o oe : wit 


(e) Product Line: “high guatity,. high sel ced shite ‘adie 2 ie Je 
. bread -=.50% of sales; various :high: quality, medium to: high _ 
priced specialty. breads -- 50%: (should — types: of *, oe 
bread); p pgss ibly:.day old bread “thrift shop". ek. = ee 


(f) Free Services: daily. A =- ‘cost: 2,00 (cost of we 
every other day delive $8, re: 


: zy 
we | oe. 
+ RERRRS, 


of _ discounts” 5s ee . arte ac ee 
(hy “Advertising: a | - 


- Total amount should be ‘about $8, 000 , 
~ Media in order of appropriateness: general adilt - padto, 
“network TV, billboard, easy 1; ptening radio, UHF. TV, . ee 
City: news paper.,:.. flyer/direct.- mad); special ties; communi ==~ pacer mater 
ty newspaper, teenage radio, college newspaper — ce a 
- Promotion: (examples) free: a special ‘introductory | 
Prices. -- Should list something. 


pa 


di) Summary - of advantages: will depend 4 on rest. of plan should a 


m state SrengEns of plan -- 


oR 
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'@ ae as (2) Operational Plan. ~ %* 3G sighs o* se) ae, 8% 
kg ite a ‘(a)’ ‘Legal: Organization ‘in order ‘of appropriateness: tgeaes i. 
a ene _ Partnership, tag , ese, . os 


“(by Insurance: fire -- $2500, a -- $200, eriine 718600, 
“automob1e---—$1500- 


(c) Personnel: owners. should be managers of office and ee 
will also need: ‘at least 20 bakers, 2 packagers , 2- secfe- 
<a se taries, 4 drivers, 1 janitor, 1 maintenance person,.1 book- : 
a a rrr, ; wall and. 1 Anventory/supp ies. manager (alt full- ~time) 


Be Rich wy, © to ae need flour, other baking ingredients new equipment 
ne * q.best suppliers: _Sam' s and possibly Ferdinand's~ 


ge: a (e) Physical Changes: new equipment/riachinery’ -~$T000 if: 
a , “od changing to different types of bread, $5000 if adding cakes, 
pies, pastries; ‘new: furniture/ fixtures -- office furniture, 2 
$2000; new - sign only if name } changes; no o repain€ing/ resodel ing an. < 


os needed 


‘ 


(3) Financial Plan ; we 

. Aa) Profit and Loss" Statement (Place sae icniee emphasis on Oo 
aa ee _ -. \ correctness of ‘estimates for projected ne sales, gross . 7 

@ ST al pee A margin, wages ». and advertising. Ce. . 


6, 


- Projected Net Sales should not be more than $950,000. 
* Gross Margin: should be 35%. 


: “+ Qwners' Salaries “should be $1200." . : 
- Employees'..Wages should-be- $6000 per full: time: enployee. 
: . pan ce should be ee (daily) | or ati ai other: 
ae es : ay v o- 
oS “+ Rent should be $9600. - ; 


“7 * "+ Advertising and Promotion should be between 3% and Me of . 
_' projected sales. 
ay ae mo a > Insurarice should reflect. decisions on insurance. 
re : * Interest should be 10% of financing needed. 
ge = --* Depreciation. should be 5% of value of fixed assets. 
“2 ts. * Taxes, Telephone, .Legal and Accounting Fees, Utilities, Bad 
a Debts. and SuppVies ‘Should stay’ the. same. 


Bitearibinndet et Wee sn ate cae Mate ar ade t Horio pibgtdbess teyatets ye Bektat Nea tte tat dues tt 2 seen Se sobe Cmte ot seenanagis 
i k ue 


a ee ete aa ~(b). Financial. ‘Needs ‘should reflect decisions. : cero 


(c)-(h) Check addition and subtraction. a ~ 


ae 


“ eal se ¥ . “e ‘ 
a : ne 60,-" : 
: eo . We: Flora’ s Flowers a a “. 
=: ; * " “Main Problems : - failure to recognize competition; inappropriate 
cong "product mix | tees ae ee 
: ‘ B Fy | b. Appropriate’ responses: cae — 
(1) Marketing Plan x 
- _. . (a) Name should change. : 
” (b) Size of Market: Brentwood: 
ght ge Cc) | Market ‘Needs: * og, ee . oO 
| ss 8 ene * ae 
‘+ Products not available: ‘good ual} ty viewer bata Pe 
-_ (- fruit baskets). jet ee? ft 
hoe F Needs and tastes of custonensss,. church “5 arrangeuants: iy a 
Riad high income .group. -- arrangements ;. “elaborate weddi ngs: and _ 
7 —— perats increased geste. for plants oe ae 
a é (4) Image: high quality, service-oriented: will depend? ‘on rest ; 
of: plan, but must . state, a definite, cl arly identi fied image) at 
4 ; -(e) Product Line: : Flower- arcangamentd -- 75%. of sales; cut. 
oe cs flowers: --. 10%; plants 7 10%; gift items -- Shs all should 
be medium: to-high priced: _ 2 : 
° q 
hs “a. (f) Free Services: . delivery’ (cost: 31500)3 poseibiy: advice. on | 
bs : plant: care, individually designed Flower aerate “or 
ee. Some other free service’ -— sn 3 | oa a as 
; a : (g) Sales Poiltictes:” “store credit and credit cards, continued 
a. _ wire service memersttp, ~ — 
? i (h) Advertising: cg © con ues ee as 
ee ‘Total amount shoud Si ‘about $460- $500. i 
: ' * + Media in order of appropriateness: community newspaper; Cy * 
2 ee Pay college newspaper, flyers/direct mails: easy listening 4 hy - 
és . Station, teenage radio, city news paper’ ‘specialties, | YR 
a _ ° board,-general aduit radio, TW Bias 
ye at “ye Promotion: (examples) special. introductory prices, plant ~ 
gine clinic --. should Tist something. ae i 
rae (i) ‘Summary of.. advantages? “wilt depend on rest of plans should » 
bin @? 2 ‘State eptrengehs of plan, _ ee 
@ . o ' 2 ' . on : 
oat te . : ne OE ah ee 
ENC§ oh oe. oe | 


aoe 


(2) Operational Plan’ 


@ ae | : (a) Legal. Organization in. order of appropriateness -- corpora 
i , tion, partnership, proprietorship 


ran (b) Insurance: fire -- $150, Viability: -- - $150, automobile -- 

. "$200, crime -- $200 . : : 

-- (c). Personnel : Owners will have to do all the work ‘until sales 
improve; depending on projected increase in sales, they might 
- beable to hire a part- ~time delivery Perso: se te Ee 


(d) Supply: need flowers, plants, gift items , florist ; supplies” 
- (depending on product line) fe 


Pan 


oa “Best suppliers: ‘McCoy.'s te florist supplies, Patman' s for - if 


iflowers and plants, een Hill for roses” 
Ae) Physical Changes: no new ; equipment /machinery, furnitures: 
' . fixtures; new. sign if name changes; no #epainting/ remodel ng’ 
needed = i ee Hea 4 oS, 
F : . ot roo ; 
PS tes. .* gi (3) Financial Plan -- oy —— : 
. " (a),profit and jLoss isi lacnt: APlacé particular emphasis.” on 
. ‘correctness of estimates for projected net sales, ee : 
- a . re argin, wages , and advertising. ‘ ee ee, — 
@. x _ > Projected Net Sales. should not. be more than. $56, 000. : Tah 
7 * Gross Margin should be 53%. one ie ; 
ie - * Qwners' Salaries should: be $12,000. ‘ 
- ' There should be no Employees' Wages (or at most $3000" a 
= 2 ’ for. one -pa¥rt-time driver). 
OS * Delivery. should be a oe } 
* Rent should-be $3600. - : ° ‘ 
. ‘ a and Promotion should be, 34-48 of. prijected | 
sal®s 
- Insurance ‘should reflect. decisions on insurance... ~ a ae 
__.,, t:Bad Debts. should stay the same if store credit is to be’ a 
“offered. If credit:cards are to be accepted, 0.5% of ge 
projected sales should be included as. cost of credit, sort eee 
service. +. / pet pag 8 
- Interest should:be 10% of financing needed” : to oe See 
: Depreciation should be 5% of value of Fixed, assets. SE ae a" cs 
: "Taxes, Telephone, Legal and peels Fees 5 Ubilitiess vee, 
? _ and ‘Supplies should stay the same. ° #, ot 
» (b), Financial, Needs shoul déreflect ecistons fh 
(o (n) check addition and” subtraction. - 
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. ¥y 


"3. Fraser's Wholesale Stationer 


e. : “ca. Main Problems: inadequate definition of market, ‘no advertising, 4 
‘inadequate pie tied © tn Os 7 
_b. “Appropriate resporisés: * . oe 4 
| 41). Marketing Blan oe a os 
te (a) Name should probably not. change? SE a Dale, Ges 


. (b) ‘Size of Marke't : : “Brentwood ‘and surrounding neighborhoods | 


ae ot eT (orice Needs = , — 7 se 
te : lc... 2 * Services and Products not re ‘a wholesale stationer 
eo a ‘on the west side of town, selling to both small‘retail + 
7" ~ -stationers. and general businesses. (es ey ail 
; . _businesses) 
Ne ty Special needs of customers : fast and alee eal pervices - 
ue small quantities ¢ 


(d) Image: © friendly; ‘local, selling t ‘to both retail étattoneta ay 

a _and general businesé,, interested. in- smal businesses - : 

7 b 

. _ 3 (e) Product/Service Line: sales to retail stationars -- 50% 

@ ? - oF aelee sales to general businesses -- 50%; price range}, 
nes ; Nee um. ; ‘ : : 4 


(f) Free Seniees detivery fate - 31800) - 


‘(g) Sales Policies: shore credit, quant ity and early payment 
discounts. by ; 


(h) Advertising: , - , ; | : “e i 


* Total amount siowia: be about $500. ie cae 
-..  \* Media in order of appropriateness: flyer/direct mail‘, 7 
Se ey specialties, city newspaper; community newspaper, col iege 
os - -MewSpaper, radio and TV, billboard 
* Promotion: (examples) - personal visits to businesses, free. 


fr samples of some common office ad -- should list ‘some- | 
7 _ “si thi = & . 5 ea “a 
oe so (i) Sunn ry of advantages: will depend onPrest of plan; should 
a ima 
h * state. erenseis | = plan. oo, 2 
eM, = : , ° 


eR 
1 


ERIC o 4 _? a 


(2) 0 Oferational Plan . . : 


' 4 * Gross Margin should be 32%.: 


. 
ON, og 
mee. . 


“Ree 
we 
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(a) Legal brganization in order of coronaria -corporation, 
‘ partnership, proprietorship. ° ; 


a ey F : 
- (b) Insurance: fire -- $400, Viability, -- ca crime. -- $200, 
aad -- $200 
of a : oe, 
(c) Personnel: . * Gonees should be managers and slesewie: will e 
also need secretary, enres: warehouse workers, and one driver 7 
(all full time). o. a 


(4) ‘Supply: 


“Best suppliers: manufacturers; for ea or smal 
quantities, Statewide; possibly Esquire. Paper Company 


‘need paper and other office supplies .. 


a 
(e) Physical Changes: no new equipment/machinery , furniture/ —— 
Fixtures ; new sign if name changes ; “no repainting/remodel ing x 


3) Financial ‘Plan 


(a) Profit and Loss" Statement (Place sacticilar emphasis on cor- 
rectness of estimates” for projected net. a, gross margin, 
wages and mae a ee po . 

-. Projected Net Sales should not be more than $230, 000.. 
* Owners" Salaries should be $12,000. 
be $6000 per full-time employee. 
* Rent should be $6000 
* Advertising and Promotion: should be 1% of projected sales. : 
* Insurance should reflect decision on insurance. AE — 
-* Interest should be 10% of financing needed. — igs 
* Depreciation should be 5% of value of fixed assets. 
: Delivery, Taxes, Telephone, Legal and*Accounting Fees, 
* Utilities ,. Bad Debts and Supplies | should stay the same. 


Emp eyaes:: Wages should 


<e 


(by Financial Neds should reflect decisions. 


¢c)-(h) Check addition. and.subtraction. ; - - 


r. 


rs * ae ‘brentwood | Neighbor . 


ge Main problems: : staff. too- jarge,- toe ‘much concentration on commer- : 
| cial printing, percentage of advertising ‘in “Paper. too low, ap- 
‘proach to news. too impersonal . 


b. Appropriate. responses: aoe ‘ 


a8 - - ; me Marketing Plan . 
_— » (a) Name ‘should not be changed. 
(b). Size of Market: "Brentwood 


(c) Market Needs: oe a en phe. 
oa, — | . Services not avaiable: seveoual ‘and organizational news » . - >y 
‘4 s sufficient ‘advertising space, © « a, és eae 


oo Special. needs/tastes ‘of customers: us inastpeople- need 
se ne aa _ local place to advertise; residents want Personal and 
gee we” : organizational news. of the’ community. : : 


a 


_ (4) ‘Image: communi ty-oriented; a, good place to advertise . 


(e) Product/Service Liney display advertising - -- 50%.of. incodee: 
7 oF - classified advertisjng -- 10%; ci rculation. of: pater. with 
- more personal slant, oF ganizational and persorfal News) -- ft 
. commercial printing: = 30%. ae should be 60% advertising 
’ and 40% news . 


‘ oa 
wg Lbs 


¢f) Free servicete. delivery (preferably: ve carriers a $1900, 
carriers; $1840, mail); ‘some other services should be. _ 
mentioned (e.g., ads taken over telephone) ._ : sa 


_ - (g). Sales Policies: no. credit on subscriptions; Store credit ‘on 
printing jobs agd advertising; papers delivered ‘by carriers 
and sold on oe ) : 


"(h)gAdvertisi ng: 


. Total amount should be about $1800. 

. Media in order of appropriateness: community, newspaper’, ; 
_flyer/direct mail, easy listening radio, specialties, . 
billboards, college newspaper, city newspaper, teenage and 
general adult radio, TV. 

. Promotions (examples). communi ty clean-up. campaign, contest ;_ 
free subscriptions to servicemen and women from the pied 
community -- should. list something. : 


(i) Summary of advantages: will depend on a of plan; should = 
’ state “merengtls of Brat ‘4 


cs ; 4 a a i - 3 
‘ . 4 . . oe . 


QP 4 Fs 


‘<) 
ERIC 


; % a oe t a : 
. ES “ ‘ Pies 


ty. cordae: df a soproptaténeds 
propri Ars EE OF a 


ou d° ‘bet ei igre business: eanagers 
: 3 Tee 6'=- 2 ners; 3 ‘secretaries. 
xo printing plant” Staff¥ 1 ad’ sate person,,]-Jayout’ artist, 

maintenance ersol/ Janitor ye3, writers, wiiterphotographer 
(aul Fulltime) rece ae ae 


“0: Supply: “peed papér and praverhy § ‘uberis : is 


pe ; “pest ‘sippiierss central Newspaper Suppliers and Esquire 
‘- _ Dal ee | ee 


(e) Physical changes :, none. 
' (3) Financial Plan : : 
* (a) Profit and Loss Statement’ (Place particular emphasis ‘on 


ge - +* 3 * correctness of estimates for projected net sales, gross mar- = 
ape gin, wages, and-advertising. ) . a 


se af : Projected Net Sales should not be more than $240,000: 
@ ee a. - Gross Margin should be 70%. 
» * . 7 + # Qwners' Salaries: should be $12,000. 
sR - * Employees’ Wages should be $6000 per full- time employee. 
.- . ete Should be $1900 if carriers. are used, $1840 if. 
mailed. —. , 


- Rent. should be $6000. 
; + Advertising:and Promotion should 3%-4% of projected sales. 
re * Insurance should reflect.decisions on insurance. 
oN ee * Interest: should be 10% of financing needed... 
4 - + Depreciation Should be 5% of value of. fixed assets. = 
: * Taxes, Telephone, Legal and Accounting Fees, Utilities, ew 
é Bad Debts , and Supplies should stay the same. wri 


(b) Financial Needs should reflect decisions. 


ae _(é)- (h) Check ‘addition and subtraction, 


7 ig ° ° e e 
ne a ‘ 
‘ ?. a e | 
. + = = 
a ; ’ 
i ‘ Ps 
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@ an 5. Peterson’ Ss Restaurant = a . 
i * y “a Main Problems: failure to recognize competitions ‘inappropriate 
* Product line ~ 


- _* a _b. * Appropriate responses: 
~* (1) Marketing Plan 
7 & 
(a) Name should change. 


(b) Size of Market:. depending: on. ‘type of restaurant from! af 
Brentwood only. to whole. CIE i 


a ; (c) Market” Needs _ - i eg | - 
«Products not available: foreign or unusual foods: ' ‘non , 
family oriented restaurant 4 : 


* Needs and: tastes of customers : increased interest: ain a 
foreign food; students -- unusual but. inexpensive res- 
a taurant; high income group -- unusual and expensive. res- - 
oy ~~ & taurant; single people and young couples -- something ~ 
ae .. . ; . besides "family restaurants"; movie- -goers .- -- ia fe apa 
oe ae after or before movie ys. 


Sa ’ (d) Image: will depend on pian -+ should ‘eee difference... 
@ Sue - from other restaurants in area; restaurant sh@uld be celees 
- in someway. . 7 ee ae 


(e) Product Line: will depend ‘on plan, does ‘not eed to include . 
every item on ménu, but should include distinctive types: of 
food or meals to be:emphiasized, if these are part of the: 
plan; lunch and dinner should account for majority of busi- 
ness; may want to attract movie- goers: for late dessert 
or snack. ; 

(f) Free Services: depends on type of restaurant; for example, \ 

_ .carry-out service for Chinese restaurant ;” snoure: list 
something. re 


’ 


. (g) Sales. Rieger credit cards only. a. . 
" " (h) Advertising: = . 7 
: : f 
> Total amount should. be about 9750- 800. 
> Media in. order of appropriateness: ‘communi ty newspaper, 
college newspaper, city newspaper, flyer/direct mail, 
specialties, easy listening radio, general adult and 
teenage radio, TV, ‘and billboard 
by 8 ; - Promotion: - -(examples) special introductory prices, special 
ire a, occasion meals; someehing should bé listed. j 


: To ee (i) Summary of advantages: will scuend on rest, of plan; should 
@ . State strengths of Plan. tee ; 


allen, ., - 


| (2) 0 Operational Plan : 


Qo: 
ERIC, 


-(a) ‘Legal Organization in order of appropriateness: eprpora- 
tion, partnership, proprietorship 


@ 
(b) Insurance: fire --. $300, liability -- $200, crime -- ais 


Ce) Personnel: . Owners should be manager and chef; iti addition, 


they will need one part-time cook's helper, two full- time 
waiters or waitresses (or equivalent in part- time waiters 
or wai tresses) and one full- time dishwasher. 


7 


(4) Supply: heed neat , produce, groceries, baked goods, linen, . 
* : . 


paper products: + he 


Best suppliers: lions Pine, with shoge of the specialty 

Supp] iegm needed td fill gaps in Long Pine's Service; which, 
ones: WATT ‘depend on type of restaurant, but Abbott " '§ Meats, 
Mark ''s* Produce, _and. Rom rowsh i Ss Bakery are the: most. Hhely 


(2) Physical Ofianges > new furniture/fixtures -- remodeling costs . al 


“oh vofe $5500, ha restaurant is to change. substantially; new 
-sdgn™ TF name changes; repainting/remodeling should be done.. 


(3) Financial Plans a ao ae 


>) se 
(a) Profit and Loss Statement: (Place particular. emphasis | 
correctness of estimates for Proje t=« net. sales,. gross Nay 
gins ‘wages-and advertising:) . ee 
Projected Net Sales should not fel more than. $96 ,000. * 


oa ross Margin should be 60%.. : eh 


ners' Salaries should be $12,000. . 
” Employees. ‘Wages saan be $6000 per full- time employee. 
- Rent should be $480 


~~ 


* Advertising and proretien should be 3%-42 of projected sales. 


* Insurance should reflect decisions.on insurance. ° 
* There should be no Bad Debts unless store credit is offere 
If credit cards are accepted, 1% of. projected sales should - 
be included. as cost of credit card service. 

‘ * Interest should be 10% of financing needed. 
* Depreciation should be 5%-of value of fixed assets. 
* Taxes, Telephone, Legal and Accounting Fees, oe 
and Supplies ‘should stay the same. 


_) Financial ‘Needs: should. reflect decisions. 


Cost of ‘ seal mend. machinery, furniture;, and fixtures should ” 
be $5500, if restaurant is to, be remodeled. 


ig 


~(e)- (h) Check addition and subtraction. 


a 


dg 


r og 


(a) 


(i) 


es ao . . 
é Z se 8 a . 
oo ae Main. Problem: inappropriate service line = 
be Appropiate responses: -” 
| () Marketing Plan : a Z 
" (a) Name. should sae : 2 an) os a 5 ede 
E ‘(b) Size of Market: smaller: section of Brentwood ‘ - 
| ". (e) Market Needs . - - 


: SeTiary a dttajales wie services attaratson; » 
delivery, fast service as weg 


- Needs.-an tastes of. customers: high income group an high- . 


rises and{northwest section of Homeleigh -- ‘delivery, ~ 


. quality work, laundry and alterations: service, ae: ‘to . wf 


Pay” for speedy: service: 
Image : ‘high quality work, fast, ‘personal. service . 


Service Line: © high quality... medium priced cieanind, with” 


‘three day return time: -- 50%; laundry -- 25%;-high. quality, 


high priced cleaning,’ ‘one day service -- 08 alterations . 
andr WOPRIS == 158 te. 


Free Services: gives (cost: $1000) minor nebeits € : 
clothes cleaned ; ; . mo, a 
_ Sales Policies: store credit only (for de ivery customers) 
Advertising: ne | 


* Total amount should be about $550.° 
* Media in, order -of appropriateness: flyer/direct mail, 
compuni: . newspaper, college newspaper , ‘specialties, city 
news papex 7 radio, TV, billboard 
* Pro wt_{examples). rice of one sale ~ 
tain items; something should be: listed. 


Simary: be adv ‘tages: will depend on rest of plan, should 
State abrenoths oR plan..  S. .. oe, — 
& ag 
ad _ 
77 | 


ike 
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(2) Operational Plan - 


ae - (a) Legal Organization in F Order. of appropriateness - -- Corpor 
@ 3 ee tion, partnership, ‘proprietorship 


Le . =a & S25} Insuranc : fire ae - $6005 “Wability - = $1505 crime -- $1505 
3 $200 Cok . 


-_ ‘Owners should . be managers ‘and will have to work | 
ae _ ; at the*counter and probably -in the cleaning plant. If both 
oe” e + -# work in the cleaning plant, they may not need-any. cleaning 
. equipment operators. If only one works in the cleaning plant, 
- they will need a part- -time ‘cleaning plant worker. If they 
Offer laundry service, they will need a.part-time employee — 
- to operate the laundry equipment. If they. offer alterations, 
: ‘& - .,  . ., .. they will need a part-time alteration person. If. they offer 
ed eas '.» delivery, they will need a:part-time. driver.. ‘They should . 
aa not have more than.the equivatent of: I+ 1/2: full-time ‘employ-_ 
_ es, not counting the owners. | “ 


an -.. . (d) Supply: need dry cleaning chenicals: 1aideiy supplies (if 
_ . laundry service is offered), hangers, bags, ete. 
: iy 


“Best | opti: City Cleaners ‘Supply: 


3 x  (e)iiPhysical. Changes: “new equipment /machinery -- $1000 if alter- . 
a ations and tailoring to be uffered, $5000 fo¥.self-service, 
$7500 for laundry; :new furniture/fixtures =- $500 for new 
ear - 3 . customer area chairs; new sign, even, if name Goeet t changes 
@ a 3 repainting sould be, done. 


(3) Financial Plan . ; 

(a) Profit and: Loss Statement : Place: pericuiee emphasis. -on.-. 
correctness.of estimates for. Projected net sales, gross 
margin, wages and advertising. My 


a # Projected’ “Net. Sales should not be more than $64,000. 
_# *-Gross Margin should be 61 ; 
{ ‘+ Qwners'’ ‘Salaries should be’ $1,000. 
Me - Employees": Wages should be $6000. per ‘full-time emplayee. 
*. «+ Delivery should be $1000. 
- Rent should be $4200. . 
> Advertising and Promotion should be 3%-4% of projected. 


sales... P 
—_ - Insurance should’ reflect decisj insurance. : 
« .. + Interest should be 10% of financing ear. 


--Depreciation should: be 5% of value of fixed assets. 
* Taxes, Telephone, Legal and Accounting Fees, Utilities, 
- Bad Debts ,. and Supplies should stay the same. 
+ There should be no Bad Debtg#unless store credit is offered. 
t - - °. If credit cards.are accepted, 1% of projected’ sales should 
' be included as cost of credit card service. 


(b) Financial Needs should reflect decisions. 


@. . . (c)- -(h) eee addition and subtraction. * as 
7 7 ai ; y. : P : nd 


: ee ~ es, * - y a: 
ERC ers ee 


‘<) 
ERIC 


e 10. 


Evaluating thé Players‘ Performance in the Game -_ 
Players’ per formance in the. Starting. segment ofthe game should not abe-. 
evaluated solely on the basis of their scores. The amount of _improvement 
Sin thé players’ business plans between the first and second evaluations is 
an important indicator of the quality of their. performance. . Playersno 


do not finish their plan and therefore ‘get. a lower score ‘may’ have done a 


“very ene job on the portion of the pian they did finish. 


oat - 


The post- game discussion will be a helpful tool in detarnining whether the . 


, 


i 


te 


“players havé achieved ‘the educational objectives of the game. Even a player . ie 
* who has made many mistakes may understand and be able to express the con- 
cepts the game is ‘intended to demonstrate. 


. rey a . 
, Planning Ahead: _ Preparations Required for Module 3.3," 


a = ee eo a 
oe “Allocating Time. 4. * * | DG eR es PS 


Module 3. 3 consisting of the Running segment. ‘of S886 7 will last nine 
class periods. It is scheduled during Unit. 3, Dollars and Decision?. ao 
_ However, your preparations for the. game should begin Tong before this = og 


“ 


fn Bn in the course. . ay -_ 3.8, & 


At the: beginning of: thevcourse: Before ‘beginning the course, you should a 
have read the DESCRIPTION OF THE GAME. section on pies 1-16 to 

“familiarize yourself ina general way with the: game: and its Teaching? 
Learning Objectives. ve 


Two weeks ‘before Module’ 3. 3: ‘begin preparing ‘yourself to _administer the. Cian 
_s > game. If there are ‘more ‘than 18 students ‘in your: "class,, you will need one « Boe . 
ae additional eau cal if ‘there are more: ‘than, 36» you will need ‘twos a a 


a ae week be sine: Module 3. 3: a" 
‘@ - players. for ‘the game. Put yourself and any “additional adninistrator(s) oF tee 
-~ bie a “dry: run" of the game . * oe oe! Ue - se ah he mn 


ME Po eo. 38 ¢5. “Bee 


2 Preparing Yourself» 


Pa . . Your preparations to administer the game. should edn two weeks before 
oo “Module 3.3. At\ this time, you should read. carefully all sections of the .. 
“TEACHER'S MANUAL dealing with the Running segment . of SBSG 2 and examine. all 
playing materials to become familiar with them and make’ ‘sure. that ‘you have — 
a complete set. If you need additional. administrators, this. is the time to 
a begin training them, These additional administrators will each be. in 
| charge ‘of a game group and will each neéd a copy of the. TEACHER" Ss MANUAL; 
About a week before the. first day of game . play, nit t yourself and any addi-. 
tional administrators through a “dry run" of the game. - Read aloud the script 
provided for introducing the game to. the players and practice all of the 
oi administrative procedures. described to make certain you understapd them. Try © 
@ xf . Filling out a Balance aueee Expense Worksheet, Evert and Léss Statement, : 


ae 2 


BA 


’ students who were absent for the entire Starting segmen tiaias 
assigned to already existent two- -player’, businesses for: 


s A 


ese foe be : ‘ P . & 
+“ . ae . m., 3 : * ihe oe ¥ 


\ 


cand Year-end Worksheet doing this will make it easier for you to explain 
them to the players. Practice filling out the Quarterly. ‘Demand Potential 
Scoresheet and the Sales atid Expense Report , and make sure. you- under; ~ 
“stand how ‘demand potential scores are Figired and how aad use the sales Charts, 


| Se 
~ 
ye 
tab. 


Determining ‘the Number. of Players. and Assigning. Roles 


You wilt. not have to assign roles to students for the Running salen of the 


"game 5. they will. continue: in the roles they had during the Starting segment , 


running ‘the: businesses they purchased. The exception to this rye will be 


eeRunning segment. 
there are no two-player businesses, they should. be assigned to three-. 

"player businesses. In this case, ‘they will not arn a ‘salary, but. they will 

help in “making the » decisions involved in running the bus iness.. “ va 


“ A Fi 
ge Ale 


‘Nous ‘should make your preparations for the game. session on . the: basi of the 


hlumber of students: enrolled in the. .class® (t. e. ’ , the. maximum number that : could 


be present, for the game session). The class should be divided into the same 
: game groups used during the Starting Segment. a : 3 b Mes Jone 


-o ; SB, SE, a = 
We beth _ 


* Preparing | the: Playing Materials:. ‘ 


You will have’ the same number of. bicipeceee in the Running. sone as dur- 


ing the Starting ségment of the game. Facsimiles. of thé playing materials 


are included in the: Appendix. Use the list of playing materials on pages - 
j1- 14 to determine how wany copies of each item you will need, — 


ie ine you havé a complete set of game materials for. each game group. © 
Cut aj pthe Summaries of Events sles have Peet printed ‘with tro. quarters on 
‘one sheet. : i 


x, 


The players will use the same manila. envelopes they used during the Starting’ 


‘segment of. the game. All .of © the playing materiayé. and notes used during: she, 


"tes 


ere, segnent should be left in the enveloges ae — a 


o. 


. fal 5 : a 
i *, eee +® ae 
- . ; ( ‘ 
« 


oo” 
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_ Before. the first game session, use the Starting bata Potential Scoresheets 
@ 3 , to calculate tong tere Demand. Potential for each business: . 


1. FTI inthe Business Name , Owners /Managers, aid Kd Marketing Plan Rating. 


“2.6 census’ the Operational Pian to. eteratne s whi ch suppl tgps*vere sélected. 
Place a check mark an the line next to each. supplier selected. Where 
two or ‘more suppliers are ‘bracketed and only one’ Tine is. provided, -place 
~ a.check: mark on the bine if any offtthe bracketed suppliers were : ‘selected.” 


3. “Add prone the: coins indicated. for all. of the “suppliers selected, to 
get the Supplier Subtotal. | (Note: ‘the Supplier Subtotal: may be’ zero. 

. These points represent the quglity of products sold. ‘by, the supplier; ; 

a 7 “Zero indicates average quality;. negative numbers , below. average ‘quajitys, 

. and positive numbers , above average quality. The points have | no. Telan iy 
el to the appropriateness. of t the supplier. } Re ae 

Add the Supplier Subtotal to the Marketing | Pian » Rat ig and suttiply by = 
10 to get Long-Term Demand Potential. is 7 


ae oe Name, Owners /Managers, Year f “and. Long-Term Daead Potential. 
See on. ot aoe 
he Preparing. the Players “= 2 ie De re . : 
- The materials. presented in the course provi de the subject hatter. + preparation ; as 
the students need in order. to. play the game , In aditi tion ,: pus should Tet ‘ 
= - them know ahead of time w the Running segment. of the. ‘game is to be played, a 
% : and remind them ‘that they, Jit be running “the: bus ineBses| they purchased 
° ye the Starting seanefit. , oe 
ee eee ee ee ee. 
Me : Sa HS : 7 a 7 2 oa me = y : a 3s eae : - “ . : we gee 


“eee Bie a : Sede eae ge * ate 2: 


"B86 2 oe Running a. -busies SS oe Re aie a ee 


Module 3.3: 


me Su ested Séquence and Seo e » of Class Sessions Px : 
hae oe re me es . js Puri er a 
Period i penaks the. Running. | seven, to players. Completa! “B ee 


Period 2: Bion tor and: Loss : Statement for Quarter 1; eae 


ae Toriduct first: meeting AF rentwoda erchants' Assoctation.... 

; Period: 3 Play’ of Quarters 2 and 35) Be - = 

Nee 4, efor, : ae 

© period 45: ‘told Meéting #2 of Brentwood Merchants’ “Nésociation: “Play 
TB a of Quarter, 4, Year hy i. Ge. ae 


ote Year-end. Balgpce Sheet. ‘and: score. “Pray. of, Quarter 


‘Wid M Hgetingcdd.0 of - Brentood Herp! Association. “may 


RS 
p training ‘additional adninistrétors, 
meded. 


Assenble nunber of. denies: of: eee. ee ye 
materials feeded for your group. me 


? : 9 : ee | 
implete ‘Starting Demand Potential ; a 
ivesheets. oe ou 4 
- Prepare Quarterly Demand Potential \, See al aig a. ee 
Scoresheets. oo S Ge y fee 
8 “Inform players of. game date. . ‘ 
THE “ jee SESSION: yak ee ek en 2 
| Arrange furniture in classroom. - ae . 


sPrapate chalkboard as described on: a var © 
page77 = . ire . 


mee ene 


lagi - . Sitesg 


18 inthutes, 


ae 10 ininutes 


” ¥ 18. minutes’ 


5 (5 minutes ee 


“pd 


. "Materials Reg red ’ 


ale Manila ‘enverope | for each Jbusiness, used” in saris segment = 


SLA Br nad Re Be ee 


e, Sheet for. each business 


Ope Balance Shegt Aig. for each bustngss es 2 : 


“@ fg he The a ae Potential Scoresheet for each business, prepared — ‘ 
os a a "as describe on page 68 ss bar pea ee %, Hn es 
ee oe 8. yest sires cn rt > t 


. 


a 9. One" Administrator’ s Key (Amounts to be Added. per. ‘Glace for canes) 
_ am each Administrator. “ > “Bei 


10, one ‘copy oF reeiens. MANUAL for SBSG ‘2 foreach Admini 


ae We Enough ‘scratch paper ‘for all students . . - 


: a Pe : 12; ‘One pencil for each student: 


whee « : 139 Paper clips 7 : - ‘ 7 


De, 14a Adding machine or calculator 


Furniture. - Thedblassroon furniture should ‘be eh aoe 


net . ie 


. - 4 rm 
f se oar Lo ge oe 
= rage 


- : ye * +2. chapkboara beféfe class, copy onto ki enohboaba anes ang Gy 


order of aye. 


"Agni ator, ae eS ees 
ee ae -. adi seeatjuthtu urns = Guantiiviy. Busine pies ae es sh ; 
a wa ier! and: Expense rae and: Sdimary of. Event ‘for: Garter : 


“ = oF or BB Players comp: ete a Profit. and Loss: Statement.” 


. y 


in “ad at the beiinning: of the. period. the Siles_ and Expansé Report > Sunmaes . oF 
“of Events for. Quarter 1 Year. 1, Quarterly, Demand Potential: ‘Sco: sheets» ae 

~ oe Sales. Charts,. and Administrator’ s Key will not be. needed. during*class; é 4 i . 

hie ie me Or they, wil]. be used. by. ‘the: Administrator : ‘after class. An. adding. fachine. = 
ee ig _ 20r calculator will _ and: ‘simpli fy -your peg. oii “game. oe : 


-Introductrig thie — to Players ee a ro * - _ i” 
oe 


‘The game will. be” introduced’ 'to- the: players by. competing a’ balan sheet as 
7 of transfer ownership of the business and by playing Quarter is Year, 1 oe 4 
: of the new ke oe < eee Use the Seeing scrip in | * : 
ma introducing the ae - or AU, oe ee ne 


VE You A BALANCE SHEET AND. THE EIWELOPE you U USED: 5 ue ie 
SEGMENT, OF. THE. GAME... . PLEASE. CHECK. TO0., MAKE..SURE.. THAT. -YOUR.... 
ALL ¢ OF a3 MATERIALS YOU ‘ee 0 : RING THE STARTING © 


‘sheet TELL: the ‘lass: eh 
THE FIRSTETHING WE! WELL Do TODAY Is COMPL ge A. BALANCE Speer AS OF THE = ao 

= ‘OF OWNERSHIP"OF THE BUSINESS. _PREA TAKE_F ROM YOUR ENVELOPE a 
~ THE + USINESS. PROFILE", THE “PURCHASE PRICE: WORKSHEET", YOUR “FINAMBIAL poe 
isle “AND, ‘YOUR "BUSINESS PLAN SCORESHEET" ae <a _ 


© 
s “, 


pause wile players -do this] ; 


NESS, SANE. ON THE: LINE 
“THIS MEANS THAT THE 
ABILITIES OF THE BUSINESS "& 


ae Pow THE BALANCE SHEET" FILL IN. YOUR'"BUS; 
| “MARKED "AS OF", WRITE "TRANSFER ‘OF QWNER 
= —. BALANCE: ath WILi ACCOUNT. Fgh ASSETS AN 


| te _sTNMEDTATEL AFTER YOUR PURCHASE, BUT BEFOR 108 HAVE. E BEGUN MPERATION ‘€, ; * 
2 | OF IT. ge as : Se 
ON THE LINE. LABELED: LESS scan ani ENTER’ A TER. SINCE, THERE” 
; et THE YEAR". _ 
oa i. : . : : ‘s ae 


- ge “THE - "BALANCE: SHEET Alp" To COMPLETE THE. REST oF Foe “BALANCE cme. 
<IF:YOU: HAVE. ANY QUESTIONS, Se WILL eras : 


80. 


a] . eR yk 


See the: -next-gane-session. 


wee Te BEFORE! “sesinli "YEAR 1" OF ec YOUR USINESS, YOU 
As > ge" WILL FIGURE WHAT YOUR REGULAR-EXPENSES WILL BE. I-WILL:NOW GIVE 
C6 He EACH BUSINESS AN: "EXPENSE WORKSHEET" AND AN "EXPENSE INFORMATION fp 
Bee SHEET". PLEASE 09. NOT START 70 #0 —. * 


oh “ a 4. i - < : F ‘ 
- . ‘ j =o ty k 3 ba : : oo . . weds 

‘ .. : a : ae F . gh me : vt ete! 
oe 7 aga E ¥ : aa : aris , ; ne 


; GS Pe we, tae Bot EE orgy aod. 
¥ _- 4. DISTRIBUTE: the expense worksheets» and the expense information sheets. 


Woe a 
ide 
Bie 
Pos oe 


* cqMPLETE the expense, word 


a ? «Bw eet TELL the. class ae r 
THE ‘TEMS LISTED ON THE "Eten WORKSHE a “ARE THE EXPENSES THAT DO 
a ME - OF COURSE, IN REAL 


LIFE, MOST OF Ti wou WOULD VARY. “it, THE AME’ 


Nae Gee! 


bynive AT A. FIGURE. FOR “QUARTERLY R 


OF 


"Oe. 5 FIGURE "YEARLY DEP REgIATION" “FINO"=5x OF THE:TOTAL VALUE OF YOR” ow 
“FIXED ASSETS. ‘YOU WILL FIND TOTAL VALUE OF FIXED ASSETS ON'THE 

ce SEMBALANCE sueet" You: JUST COMPLETED: THENWIVIDE THE "YEAR DEPRE-* - 

wi CIATION" ‘ay FOUR-TO SE QUARTERLY-DEPRECIATION". sae ae ee 


aii 
Hoe ie 


“Tito tine for layers to. ‘igure cereigatin ee 

. 2 “TAKE A PAPERCLIP AND: CLIBFOGETHER THE: UBALANCE EET"? "EXPENSE 

= aie 3 a a — wasHEET AND “EXPENSE INFORMATION SHEET". of WILL: MAKE IT 
Siege a EASTER 70. FIND -THEM WHEN YOU WANT ide TO THEM | LATER. | 


- [Pause wh lesplayers take oakae 1. : “4 oo ee 
Gar _ a Pe wie) ere Po we 


? 


ana 


ie ie? es BEGIN: Year 1, THEE the as | ees : 
3 " "NOW WE ARE READY:<T0: “BEGIN "YEAR. ORME o OPERATION GF YOUR aGSTHESSES. 


Rs 


Noy, WILL BE or 1 ae (ED TTMMeAMe. EACH: 


Ze WILL NOW. GIVE. 
AND FILL. IN: 


“Od | DISJRIBUTE Quarterly Business Plans. 


: if BL rea class. mn me 
i 1.60: OVER THE WHOLE : BUSENESS” PLAN WI wiTH +0u | FIRST, ‘AND THEN YOU - =e 
* ca WART WORKING ON IT. . PLEASE DON'T: WORK. ON THE BUSINESS. PLAN ILE 


eee dina © WE" RE: GONG * THROUGH IT, THIS FIRST TINE: THE FIRST ITEMS DEAL WITH: 
NUMBER OF EMPLOYEES. vou PLANNED TO HAVE’ IN. YOUR BUSINESS; YOU CAN” 
og ‘CHANGE vi NOMBER: ‘WHEN you FILL: out: 1H " , PLANS, r#vou WANT: -UNDER-~ 


i: 
z 


: - “ACTIVES f “aio: THE TYPE ‘AND “ AMOUNT: OE pa storys 
“QUARTER .1", ; _ REMEMBER. THAT THIS’ AD TISINGAND. 
ONE Q RTER. . IN. “SEGTIONS;}8 THROUGH. : 
~ FROM ¥ UR ORIGINAL PLAN, FOR OPERATIN j 
: ants 


FROM AND, WHA “slip Lten iti: ARE ‘CHAN 

TO YOUR® “ORIGINAL "BUSINESS. ba 
PUAN “REMEMBER THAT THESE pa 

_ SHANE “FROM THE MAY THE Ogee OWN 


oe 


une the. ieee are Laeinat on. their Giatteely Bgsiness Plans; “you should. oo 
be available to answer questions. As. soon as players finish theirplan, ee 
they: should turn it in ito you. “TE “you are not. needed ‘PPansver questions;—you. 


a % - . can begin#reading over ‘the plans#that have -been ee ‘in before the end of 
aa '.the period. The actual scoring should be done outside of class befone the — 
» ee next period, owever. 3. Tae, : oc ae vie: oi 


be he 


_ Filing, out - “the é quarterly ‘Demand Potential ‘Scorestieets’ ‘and Sales and 1 eiense 
es 2, -. Reportss. outside. of class for. Quarter 1 wilt give you a chance ‘to. become a 

' sed. to the procedures and to practice them in an’ unhurried way. This is: im- 
portant, since scdting. ‘for: the- rest’ of. the | uarters will have to be done 
"during: ‘class’ periods. _ The following: procedure should | be foT Tom in ene 
‘the Quarterly Business Plan: ores aaa ae ’ 


al 


“Add Total: ‘honde, tp ors Ter Dema 


~~ ve 4 on ef 


, 3. Enter the’ ubtotal on Line’ hy 1 they Demand Potential si: for the - next, 
| quarter. ee : : eo : ; 


if ‘ out the Advert igingggnd Prowiotion section of: the Quarteply 0 Demand: ives 
* eee) Scoresheet and add’ RE Effects n | OP to the ‘Subtotal to: get oe “ 
the, uarterty Demand Potential. S 


os F * a Sea 
£@ b ‘Check to see if the ‘business has. the vit” He or Ne required: 
_ : far that level ‘of: sales. . If the busines$ ‘i Ny yes than 
’ i required, sales, will be at the highest ie ) OW ‘ ‘nye of 
. | einp loyees it has. ge 2G : 
In _ . 
= -e-—checkto-see-if-anytiring ts tobe ease a : din = 
a Sales this huarter. Age } 
| Bo fon. wn, : ree 
se : a Complete a quarterly Sales and Expense Report , i ge eee ake ae 
id eee a? ‘Qua: | ef 
ca. FATT in. ‘Business Name., Owners/Managers sh "5 gfe Nhe or f. 
ee Gro in, : 
Sy be FATT ate ag Sales, Cost. of Sales, and” Sy ee | 
, ee FATT in Seasonal, of One-Time Sales, cost of Sy ys | “Set Margi” 
a ' any es co oe \. 
ee ide th che. quarterty 
5 ; Se The | 4s 
. a ‘ hs : iASty, * yygurance hast 
~ * abeen’ added ; i hould baisubtracted re 1 SUN of tod Nant? has. been * 
dropped. wt ‘type of délivery has S44 oe hy another, - 
wi a Sh f an practed :« 
a the. Jgnount? Fisted “for the type. being. rope? dd ewe ‘uperae 


| Peleg ThE ing. a 
from the amount listed forthe t! b ing: t SR JETS ee ge Oe 
at pe be IP Res ar Ext ‘fue 
- figure shoulé”then besadd ‘to: ‘the . Quarter” ‘6 vy! vee wnses ee 
. 7 Asa positive number and: ubtracted hid iar Nyy" ol ai a 


- ExampTe: Lf, the newspaper, a from os iy es 


: - ae 


a ee. Bisee a check C 7 
: ae ; “ih 1 aa 
ec, ‘Demand Potential “entitled. it ‘te a: higher J - sr Ee 0 
*number. of. employees did or if. an additional. x ne a 


_ quired aty the. next. .Jevel. of: ‘sales. amare oe 
les: possible with the ‘pus iness' : 
> (Note: A. business "may add ily.” 4a) Kf 


VE Sg As eee nee oy, nd 
; ; 4 +, , sen a Pik! ‘ 
. PN bates ar 4 
. . 7 . a 
ft Cgdt aee aun 8 : 
. ’ 
' 


De ha PP Ge awe ae ted y Pane ng ee the ‘game gectan will. ‘be managing. the time. Try 
f° 5 ty to & cof tha ae time Vimits” ‘for the. various activities; if you . | 
a 9, some ee May not. be: able’ to finish their. Quarterly Busi- ._ 


aS a sb. ‘of 
a os “Ss pqprs a -end -theperiodiy ci Five: minitesbete ore: thpvend. of: ‘the: 


Pe: te Is ers. : ; 
\. ve = tote et ae pe. is ee ee ak to stop. warking” ‘andstart “cleaning - 
ee oe “ihe i nie ay fot Fines! Stied, @ these. --QuarterJy Business Plans, a 
; . “s ae t Bui Af: pogsible... Have, oe > players: , ee 


a ats eco 
on veroves “ard ‘nn hen in roe they leave, 
s rn 


“i. “The duncan 


: ' Pe | 0 . see a : 
OM Pg 
oe 2 * # ane en ; 3 heat tes ee 


d 
Hopefi ty. athis.will be a’ stomp matter 


, wr tic. . se Bae ase’ ; 
avithoet Mise we : not, t there will ‘Probably: not | 4 much tithe “in class. 


: mate 
Dp: “them. but: the. PI ayers should hive the gimary. 
F8SpggstbiTity foi fi mg. AN correcting the ir‘ errors. de 


te Aaeseatart ips ged 


“sae 


oy 


‘ane Session 


ton. of Profit and Loss St t 


a “Foil auarter: i, Year q 


20, int huites. 


ara] 


4. 


en la envelope fe. eac eka prepared a 


Year 1, 


for member buses : nye 


” Classroom Set-up , e & ; ; 
¢ : . : : : 


aT ; 
-/\.’ Furniture. Same as Period | ae 3 ea a 
: / é : : sd arr 


- 2. Chalkboard. The Order of Play (page 7) that was on the chalkboard for = 


Period: 1 should be put on the evatapoare aoa: 


fo. 


. 3. . Playing. Materials. Arrange. the playing matenials to be.used by the 


‘and one. Profit and Loss Statement. The Quarterly Demand Potential 
Scoreshéets, Sales Charts, Admi‘nistra‘tor's Key, and TEACHER S: ‘MANUAL 


paper, and paper clips should -be handled as they were for Period 1. 


dh class, sapepelip the Sales and Expense Report, Summary of Events, 
“and Quarterly Business Plan for Quarter 1, Year 1, for each business — 


to that business’ manila eIelOpee: 


2 


Q 


Distributin: Play in Mateeiats PN ie 24 


At the. beginning. of class, distribute the manila envelopes, “with the sales’ 


and Expense Reports, Summaries of Events, and ‘Quarterly. Business Plans 


"for Quarter 1. Remember to distribute Information from Trade’ Associations 
* and Chamber of Commerce with the Summaries of Events only to those busi- 


players in the order . in which they will be given out: manila envelopes | 


‘should be arranged on ‘the Administrator’ s desk. The pencilé, scratch 


S27, TELL ‘the class © 


> I: HAVE DISTRIBUTED YOUR MANILA ENVELOPES, ALONG WITH THE: "SALES AND. 


EXPENSE REPORTS", "SUMMARIES OF EVENTS", AND. "QUARTERLY BUSINESS PLANS | rs 


FOR QUARTER: T".*. ARE. THERE ANY. QUESTIONS? 


a 


“ a ' io . . ; . ; . | & yf 
iasier esti] : es . 4 : f 


__Nesses ‘that are. members. Ba Se eh ee toa ee er selogueiagses 
Administering the-Game — - ak a _— 
At the beginning of the session: _ “y re ee ie 


2 : ca we re et et en 


: Leon . Pee ules, pa pi cae gg as BE pe eS SE 
ee eee ny er en ne armen : > = oars SS 


fe ‘ge ane NOW READY ‘TO FILL OUT THE “PROFIT AND Loss STATEMENT" FOR ~ 


ae “QUARTER 1. I WILL GIVE EACH BUSINESS A-"PROFIT AND LOSS. STATEMENT"; — = 
GO AHEAD ‘AND. FILL_IN "BUSINESS "NAME", OWNERS/MANAGERS", YEAR #, AND_ 
‘ = QUARTER i * i = 
8 —— 4 


wee DISTRIBUTE Profit and Loss Statements and Profit and Loss Statement Aid. - 


ae 
s 


72> ote : ; fs . Ps 


. Ae be 3 COMPLETE Profit and Loss Statements. TELL.the class. °° | - 
| USE THE "PROFIT AND LOSS STATEMENT ‘AID" 10 HELP YOU COMPEETE YOUR . 
“" < oP aL ‘STAFEMENT.  %% nae 7 


«IF YOU HAVE usr, #5 


‘ a 


AT WELL HELP YOU. LATER ON IF. YOU PAPERCL IP TOGETHER ALL (OF <THE. MA- 

. TERIALS RELATING. ONLY: TO. "QUARTER. 1": THAT WOULD BE YOUR "QUARTERLY 
BUSINESS: PLAN", "SALES AND EXPENSE REPORT" , “SUMMARY OF. EVENTS", AND 
"PROFIT: AND Loss STATEMENT! .. TPéuse’ while player's get these materials 
ane 1 : oe oP ARN eg a a 

. / et er : s 2 ; 
KEEP FHE YEARLY MATERIALS” TOGETHER ALSO: THAT WOULD BE THE "BALANCE 
SHEET AS OF TRANSFER OF OWNERSHIP" ;- THE “EXPENSE WORKSHEET" , AND ane 
"EXPENSE INFORMATION "SHEET", [Pause. ] YOU MAY-ALSO WANT: TO ‘CLIP! 
- TOGETHER. THE MATERIALS FROM: THE STARTING lai OF THE GAME. _ [Pauses]. 


. 
N \ 
RF Lr , 
Se ‘ i. . 
‘ Loe 
« . 


4. “INTRODUCE First t Meet fng of Brentwood Werchants Association 4 


: AS YOU KNOW, IN, THIS GAME ALL OF YOU "ARE MEMBERS | OF THE BRENTWOOD" 
; MERCHANTS' *ASSOCIATION. DURING THE GAME, THIS ASSOCIATION sear : 
MEET FOUR TIMES. THE FIRST MEETING WILL BE HELD TODAY. a WILL: - 
“NOW GIVE EACH BUSINESS A COPY OF THE AGENDA FOR THE FIRST MEETING a - - 
OF THE BRENTWOOD MERCHANTS ' ASSOCIATION. - GO AHEAD. Bag READ THE - REPORT 


4 ° os 
e. 


_ WHEN YOU GET IT. o & 


@ ‘ 7 j a | : Yee 3 
ERIC he: , P : . * oe : . : oe 7 2 ’ . : ° : = 
1A Text Provided by ENC Get : : an se Lo « ; ‘ at 


: 7 : jouw Ms a + io v 


fe : , ; 
a an ee te en en 


SRE ome . or 


@ 5. DISTRIBUTE agenda and.allow time for players to read it. 


vo. 


- oF ee TELL theclass ..° . 
I SHOULD EXPLAIN TO YoU THAT THERE ARE A TOTAL, OF 50 MEMBERS OF “THE 

es BRENTWOOD: MERCHANTS ' ASSOCIATION. ONLY © OF “THEM ARE: REPRESENTED: 
dN THE GAME:. YOU, CAN ASSUME THAT WHATEVER VER YOU DECIDE TO .DO IN THE. - : 

* MEETINGS, THE OTHER MEMBERS OF. THE ASSOCIATION WILL. G0 ‘ALONG WITH. rae 

i ee oe _ EMEMBER B ' EN YOUR ASSOCIATION DECIDES T0 SPEND MONEY ON. ANYTHING. _ a 
) i “ “THE COST W U BE DIVIDED AMONG 50 MEMBERS, RATHER THAN ____filinber. of , 

: ijn your group]. a oe ee oe ec 


o 


- businesses 

THE FIRST re ON THE aie OF A CHAIRPERSON. THE CHAIR o jate tS 
PERSON: WILL. HAVE” THE-RESPONSIBIL ITY" OF CONDUCTING THE MEETINGS OF THE . a 

. ORGANIZATION AND “MAKING A BRIEF REPORT. ON THE ACTIVITIES OF EACH MEETING. 

ARE THERE ANY. ‘NOMINATIONS. FOR THE OFFICE OF CHATRPERSON? ; 
@ a ane . [Conduct: a brief’ election - pony cha frperson;. “and “then .turn ‘the meeting, 
: over to the chairperson: - Give the Chairperson’ S, Report to: the Chair- 

person and. explain’ to: him or: her. how. “use. it. ‘He/she will Fill out. 

oes the. colurin labeled “Contribution. Promi spd"; “YOu: will: fill. ‘out. ‘the. aes 

we th th, - en june “Actual Contribution", during 4 ee auarter. a project ‘is carried out. ]. ae 


* = 4 on should leave. the | running. of. ‘the ‘Merichants'. Association neetings entirely’ 
. up’ to the. Chairperson. Do. not. make: suggestions. or give. the ‘students advice, 
: during the meetings. You -should. intérvene only. af ‘the players: have sertously._ 


samisiotetpretid, information. on: the. “iSsues, to. be disciissed: ‘or. ws: the. Chairs er ere 7 


-@ ae i “the. players at the. end of 20 minutes coe they. have’ only five: more | 


- minutes left for Treir meeting. At the’ end of. 20. minutes, stop the meeting v4 


oe and. get ,the_Chairpérson's. Report_from-the- Chairperson. Using: the- chart—on 
ate Gee a - the’ “chalkboard, fill in the project(s) ‘scheduled, the cost per business, | . 


8 : “petition drive;. it would be. “Quarter ca _Year "3 for. a and: ‘shop. it 
> an 7 a) Z ;: 
ie at would be Poreny quarter". - ae 


‘os RT TELL the class ; a ari | : ; ; 
oe ote ok THIS “CHART WILL" REMIND’ You. OF THE EXPENSE OF» THE COMMUNITY. PROJECTS : 
"++ .YOU" HAVE PLANNED AND THE QUARTER IN: WHICH THE EXPENSE SHOULD BE’ PAID. 


oo FOR 'T THE APPROPRIATE aes UNDER "MERCHANTS! ASSOCIATION PROJECT" «+ 


: A 7! a : Ste t 

sa 8S oF 3 ‘ ; s rs ; - 
aca coe is Paar ra : < e : fi . 7 a . es 
Sys Ow my s . 


project is carried’ out, fill. in the éolumn: labeled "Actual, Contributions" 


sea -the quarter. in. which, the cost; should be paid. (For the street’ Lighting» 


“THESE. -EXPENSES SHOULD: BE LISTED .ON YOUR "PROEIT AND LOSS STATEMENT" . os 


. Keep the Chairperson’ S. Report handy for use ‘in: determining whether or not _ 
“4. communi ty projects are “successful. Dur‘ing the, quarter in which a community... 


SS = "from the: quarterly’ Business: Plans and .add. up the contiributions. -Then use eee 


‘ 2 


a ote 7 the ‘Administrator’ Ss Key to detertiine if. the’ project’, is: successful and -how-. 
oy | “many. points: each: business should receive: “for. it, (Note: You will have to : 
. wait? to add: up ‘the: ‘Demand Potential | Scores and- figare. sales until all. 
‘busjness ptans have been “submitted.: You. won! t know ifs ‘a project. is. ‘success-__ 
s 7 “fy unt i1 you, ve received all the plans. Ne ~ 
: eee, Pees ; : a gt : 7 . oo 


‘ _ When you « do the’ scoring of, ‘the business plans on the. Quarterly senand: ; 

; “Potential Scoresheet for. Quarter, 2 and. the. remaining: quarters ‘yp the game, 
: ae “ee eyeu may have to enter points fox: - community participation or seasonat 

e "22 “communi ty activities. Use: “the (Admifiis trator’ s-Key to determine ‘number and 


- me 2) of” units ‘on the Cooperative Advertising Aine’ and multiply by 50 to find’ 
“." “effect'on QP Do- nbtegive addition “points 1 for the type of advertise-. - 
= os ment used.” \ & oes % ; a ° , 


a 


, 


. . : ; : . : ‘ , ° ‘igs 
a : ‘ . < he 4 : cn 
; . Poe. * . ; ei 


"type of points to add: “For Coo rative Advertising, simply, enter the number... 


tw 
¥ 


ek OS * 7 8 


: . 
ay : ee * - = 
eo teeter ne aes ee eee enn at are ot meen 


@ a so Managing ‘the Gaine Session ~~ — : Par. i ee, oii 


” Try to complete the Profit and Loss Statement ‘for’ quarter. i: in | the: ‘time 
oO S allotted for it; otherwise, there will: not. te time for. Players: to hold 
2e3 ">the Merchants' Association. Meet ing during this. period. Five thinutes — 


‘ / 
-before.the end of the period, tell the players. that, ‘it is: time: to: stop 


working and start cleaning up. ‘Have them put all of their, materials 
~~ s'into their envelopes. 


Collect the ‘envelopes ‘before the players leave. 


.. : - « 
‘ . , . ™ 
. 


Before the iat class period, check the Profit. and Loss Statenefts. for 7 
3 “Quarter 1 ard correct any” errors. ‘ ee a 


\ 


prepafations Required: for Period 31 


Noes 


Checklist: 


THE DAY BEFORE THE GAME SESSION: 


é 


a Re-read section of. TEACHER'S ‘MANUAL a 


Chec Profit. and Loss Statements fon 
. Quarter 1 and correct any erfors. 


dealing bat pee 2 and: 3, 


THE DAY OF THE cane ‘SESSION: 


____ Put. order of Play on chalkboard. - 


_ Arrange classroom furniture. 


____‘Arrange. playing ‘materials. 


me oe 


Lot, 


@ ae oe : - . Period 3: ‘The Ninth Game Session 


© wie ths ‘Teaching-Ldarning Activities 


es 3 ‘ ‘ iy = 2 ae 4 
i vos . ’ w 


a 3 ae Play of” quarter Zs Year ‘t 


. 2. ed of quarter 3, Year | 


ar ae - ; es j 


Time Required) ee | 
“Ve _ Classroom administrative matters (rol -taking, etc. ) 7 6b minutes, . | 


ey Play of Quarter 2, Year 1, : ee : _ 20 minutes 


»3. Play of Quarter 3, Year 1: 2 oe oe 20 minutes 


ae . \* t 4% - sae 2 
4e Clean-up a ‘collection, of f playing materials: a 5 minutes of fase 


S. 
™ 


| _ oo Ta ade ae - . . soe : | cee , a, . is 2 . _ - 


Materials Required on - 
ae ee “Manila envelope for each business used-in- previous periods * Y 
- : : dip 


i oe : 2. Two quarterly pisinded ve for each pena a ae = adie, 
7... 36 Two Sales and ‘Expense Reports -for each business - te a 


: Se oe RO sc ceet dl re Oe ee ee ee eae 
ee © ~The Summaries of Baia for or Quarters2 and 3s Year 1; for each business” 


te . . = . Fox 
5. Inforisa’ ton from Trade Associations ane Chanber ‘of Comerce for 


poarters 2: and Mo Year ts for. wenber bus inesses. eaty 


6. Two Profit and joss Statements forseuch business by 7a . 


@ + 7, Items 7-14 from Period 1 (page 77) mere 


a “Classroom Set- ci : 


95 


nog Be ae aes Oe ate twee erence ne Fone 


£ 


13 FuRNi eure: Same’ as: previous periods. 


it 


\ 


i 
1 


- 3, Playing ‘Materials. All of the playing materials to te used by ‘the 


“Distributing Playing Materials . _ 
At the beginning ‘of the period, distribute the manila envelopes and one 
, Quarterly Business tens and Profit and Loss Statements. 


2. Chalkboard. —Same-as-Period 2 
, ak: 


Jo 
wt 


players wilt be Given out at the beginning of the period: manila en-_ 
velopes, Quarterly Business Plans, and Profit and Loss Statements.. The 
Administrator's. materials and the pencils »-Scratch paper, and papercl ips 
should be handled as they were for previous, periods. 


v 


diy oe ae = ; . / 


: \ 


; Adminis tering the Game : a rs | * : 
. ‘Begin: the session by saying: - & | 


. ‘dV. TELL’ ‘the class 


»°¢ 


I HAVE DISTRIBUTED “Your MANILA ENVELOPES AND HAVE GIVEN EACH BUSINESS 
Two “QUARTERLY BUSINESS PLANS" AND- TWO “PROFIT AND LOSS STATEMENTS". 
TODAY WE: ARE GOING TO PLAY. "QUARTERS 2 AND 3 ‘OF YEAR 1". YOU CAN GO 
os NOW: AND ‘BEGIN WORK ON YOUR "QUARTERLY. BUSINESS. PLAN": FOR “QUARTER 
. FOLLOW THE "ORDER OF PLAY" ON THE CHALKBOARD AND. GO. RIGHT THROUGH 
aur 2", WHEN’ YOU HAVE FINISHED. YOUR "PROFIT AND: LOSS STATEMENT” _ 


| FOR "QUARTER.2",. GO AHEAD AND ‘START. “QUARTER 3". YOU WILL: HAVE: UNTIL - 


THE. END OF. THE PERIOD TO FINISH “QUARTERS, 2 AND 3". - 


: 9 a. e 
ERIC |. 32 


2. ASK the students’ if, they have any questions. 


woe 


a 
Bp 


104° 


96 . 


2 , ‘ : 4 : 
soa a eres ee ia ee te ee Pr ee ae eaten pe Si aaa 3 enc 5 ei" dati tie Gibbins tiae aioe 
". 


_ When: the players give you their Quarterly Business Plans; score them 
immediately, following the same procedures you used on, the. Business..Plans 
for Quarter 1. Do not let the players see the Quarterly Demand Potential 
Scoresheet._Return_the Business Plans_as_sodon_as you finish. scoring them; 
do not wait until all have been scored, . While players are. waiting for 
their. Business: Plans to be returned, they can begin to fill: in their... 
Profi Band Loss Statements. Remembér to give “players: their. Sales and 
Expense Report, Summary of Events, - and Information: from Trade ‘Associations 
and Chamber of’ Commerce (if they are’ members’) whén you return: their 
Quarterly Business Plans oy as 


| . sth hp ee > | 5 
.’ Managing the Game Session i a, | : 4 = 
7 Since the players will be working! at’ ‘their: own ‘speed during this period} i 

' . they will probably not. al] finish the quarters ‘ the same time. You ~ \. . 

Should keep watch on the*time and tell any businesses that do not finish og 

Ls a Quarter 2 in the 20 minutes allotted to it. that. their time is half. up. * ae 

@ — Five minutes before the end of ‘the: -period; tell the players that it is ; \ 1 

an . time to ‘stop\working 2 and start cleaning up. Have: them paperclip their ma- ve 

terials for” each quarter together, » put all of the materials into their en- . ,\ 

* “"*". velopes, and hand them in before t ey ‘leave. Before the next ‘class period, 
—~ check the Profit and Loss sib for Quarters 2 and 3 and correct any | ‘ 

errors. = . “ / - «<a is ‘ us a ede ee, eo ‘ 


« : — 
“4 . : 


Potential Problems and Suggested Solutions ooo. a sat 


_ Players finishing alta the end of tye. pertod should do ol else for ‘a 
~ = ~ the rest of the period. : pees . 


<a | en ee 
~ Players ‘not finishing by’ tne sd of the period ‘should come ‘in outside ‘of : T 


4. class to Finish Quarter 3. If the majority. of the class has“ not- finished - 


by he end of the period, continue Quarter 3. ‘during. Period. 4. : 


a 


Preparations Requir red for Period 4 


E DAY BEFORE THE ° GAME SESSION: 
- cis Re peng cection of TEACHER!S MANUAL 
dealing with Period 4. 
‘| ___ Check Profit and Loss Statements. for 
~~ Quarters 2 and 3 and correct: any errors. 
j THE DAY OF THE GAME SESSTON: 
: Put Order’ of Play on ‘chalkboard. 
’ Put Conmuni ty Projects: chart’ on chalk- 
- es - board. 
— «a : - 
ogee * Aprange.e1ads toon furniture. | 
Arrange playing materials. 
e:. 
9 # . a ; = 
“3 . i ~_. 
. ¢ a “ vo . te 
a 
% es ey 
Fn, Tg - 
oe ee "406. 
ERIC: | 


S eee am a5 4 a os : on ote os ee piel. ek Be eaben a tes BED 4 ee ee ao 
. ot “ "+ Period 4: The Tenth: Game Session - : c 
” ‘4 . . : . ve ‘ . - ‘ a on . . ete v 


Teactiing Learning Activities ms + 


‘Il. Meét ing. ‘#2 of Brentwood Merchants! Association Pe aw 


it 
' 


2. Play of f quarter 4, Year 1 a <r os ae 2 6B 
- Time Required ae : ge es (Bh. So a ; re 
fg oO ae : > : WO : eda “ 
_ Classroom administrative matters (rot1- -takings étc. a _ S minutes ° 
"Meeting #2 of Brentwood Merchants: Association: a he 3 20 minutes’ ” -_ 


1: 
2. 

3 ‘pay of Quarter 4,, Year. 1: a. - i = . 20 minutes” 
4 


‘Clean-up and collection of playing materials:. a ae % 5 minutes ae ee 


o ‘. 2 ee it : 
: . a err : N 


| me TOTAL: 50 minutes"); 


wet 
x ‘ 3 ae | 
, 
= ° %, 
4 ra 
“4 
v ° fe Oo 
‘ anh vy 
: 


Materials Required - - 
de Pca ‘ : eit 
Te Information for. Chaftperson, * Meet ing #2, Brentwood Merchants" “Assotfatton Pa) 8, 


“Manila envelope for Suck business used tm previous periods eae eae 


v ‘ : ae » ’ 


One. Quarterly Business: Plan for edch business a! a ee a ee, 


Ine Sales and” Expense. Report for each busingss a - sce : raed 


Summary of Events for ‘Quarter 4, Year ce < For each business; * Rs a oe 


. nformation from Trade: ‘Associations id Chamber of ConitieFce- for Quarter 
4, Year 1, for member businesses only - *s : a aK te, oS og a 


7. One Profit and Loss; “Statement” for “each ‘business ay ik iia tee Poe 


% 2 - - t a : = : oie § “y : 

8. ‘One Chairperson’ s Pot aaa : 
_ 9. Items 7-14 from Period A page W an ae oe eee ee ee a 
‘ Sy ° a s % iN a : Ff . ; aie : . i ; 

‘ : oh. : : 

: . - ; = BS / ay dk oo. Ls . | : . = ; 
Od J - 5 . 
3 Z 3e ‘~ : . :. 


“@R . 


oe eid ea areas atest ne ee eee spp ee ‘ 2 ee ‘ Set tee ew ae tee, : Be : mo . 
@ . -. . * Classroom Set-0p,- oe i. os > ¢- = wae ae 
“1, Furniture. Same as. previous periods. . . a i | 
pe OE 4 2, ‘Chalkboard. , Same as: previous. periods. In addition, the Chart used 
, » during Period 2 to remind Players of Community Projects scheduled. 
~ a “should be ‘on the ‘chalkboard. : 


2 ee. ae 3. Playing Materials. Arrange. the playing matérials tb be: used’ by ‘the | 
- 2 nd players -in the order. in which they. will be given out: manila envelope, : 
a SS Business Plan, Profit dnd. Loss Statement, Informat fon. for 
7 Chairperson and Chairperson S- Report. Arrange the materials used. by 
tle. Administrator and the pencils, scratch Papers and Paper. clips the 
_ Same way as ‘for previous periodss, a gt. ee re ae 


ae -‘vistetpdting Playing Materials 9 ; a ae 
a “At the. -beginning of the period, ‘give the Information for Chairperson and . 

: chairperson’ s Report,- Meeting #2, to the Chairperson of the Merchants' : 
r oF % ' Association. ‘After the meeting, distribute the’ manila envelopes, ‘the 
Quarterly. B Business bale. and ‘the Profit and” Loss: Statements. 


y oe ; : : yj i . . oe om 

’ . ~ r ry . 
ae a . . : a ’ : . 
co : : . 7 é . ge a 


- Administering the Game 
Begin the. session ‘by. saying: 


: ae 2 eine 5 oe Do “TELL the-class aera hee Pes rn : fa a i a 


tal aa 2" THE FIRST HALF. OF THE PERIOD TODAY WILL BE DEVOTED To, ee SECOND Heer 
: | OF ‘THE MERCHANTS' ASSOCIATION. DURING THE SECOND HALF YOU WILL PLAY. 
THROUGH "QUARTER 4 OF YEAR 1". YOU WILL HAVE 20. MINUTES TO. CONDUCT... 


Ub ee Senta ona rt ae 


pipe #2. 60 ae sigh AND START. 


‘ , . ‘a 
: . ee 
* y 
: : . : Bt 
ol ‘ . Foy 


peas the hid rperson ‘start the Nerchants' Association meeting 2 at this s point. 2. 
'°¥ . w‘You'should teTl,the Chairperson before ‘the meeting if the projects et 
oe bys the Nerchants' Association since’ the. last meeting succeeded;: he/she. Neue le 

poe should anndunce.. the results. ‘of the projects at. the begtnning.. of. ‘the meet ng. ce 


= After 20 ) minutes, stop “the E meeting, distribute. the Suarterly Business’ 
. “Plans, and Profit and Loss Statements “and tel]. the. players to play through 


-* Quarter 4. 
_¢an start working on their Year-End Worksheets. gpd Balance. Sheets. 


oe 


Any players who finish Quarter. 4 before the end of the period * 


‘These sheets should be- g ven to them: when -they. have finished ele Profit 


a oe Loss Statement for; Quarter 4, 
. 7 es * | Five minutes before the end of the period, have the players Put their: .— i 
aes mater tall, An: ntheir envelopes: and mand them in. 2. “3 \ 
eee ‘Renate to: add. any ‘commun’ ty projects plane at, ‘the: fourth Merchants" : ~ 
MS Association meeting to. ‘the-chart. = mee oho gt ew “ 
- es i Before the next game sesiidp, check the Profit ant Loss. Statenents for. ‘ 
aa ag. OO Quarter 4,amh correct any errors. . | a a _: 
- See : a 
: Es 
-s 4 
2. . : AA 
Ae a 7 
ne ’ .7 é 
. a : 
a | ; 
* * 
- 7 
- oe # : : , 
eboncnernans tas note cet ee ntone Soret tn carer eset Rae SS amor aay earn Se Se eet “= - ‘ _ 
a . gi. 
Or aw 
cil we « Ee - & 7 
o ar 7 ri wih a " yi * = : * 7 
‘ Be a. .109+ ’ 
& c a 
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Checklist: Preparations Required for in 5 
THE DAY. ‘BEFORE THE. GAME SESSION: 


___.. Re- read section of TEACHER'S MANUAL 
~ dealing with Period 4. 


=. Check Profit-and Loss’ Statements for . 
~ Quarter 4 and correct any errors. | 
| 


ry) 


THE DAY OF THE GAME ‘SESSION: 
: ___ Put. Order of Play on: ‘the chalkboard. 


avvanee classroom furniture. 


_-Arrange playing materials, ~~ . 


Wit: 


‘9 


“410 7 | - oe - 


; t ) x2 "3 | “Period 5: The Eleventh Game session. oe ae 
s : : ; ee ‘- ; - . & ; : ° : . : i a 
Teacting-Learming A Activities ht oe é et 2... ig 


1 neraaucing year-end Balahce Sheet and scoring 


ae 


as cy _ 1. ‘Classroom adininistrative.s {tters (roll-te 


; % - : | : .— ie : erik = . : - mage 
‘~ 2. Play of Quarter ‘1, Year 2 ee a.” 
ie yaw ghee A ge” Tan 
- 5 mifuteg « 


me ad . . . + 
pee ee ; Lids 


«introducing year-end: B int and scoring: - 20 minutes 2 


s. Pla of auartet 1, yh bs ee -. 20 minates 


, "Gan upan ai ection of materials: Sminutes °° 


* e. : Fi : wa node : &. efi : , - ee ey 
Cry ae . . as . een . Pf : . ; : oy 


Pte! [: “Total: . 50 minutes 3. 


a. ' Materials Redutted : a : erg: 4 2, oe “ ie ce ae 


“Sie * Manila envelope for’ each business, used in Previous. periods: 


2 -tne*fear-end Worksheet For each business a. — Es i 3 _ ee be 
— - ; ; 3: One Year-end Workshéet ‘Aid ‘for each business. 3 < ee al . 
PN oe -4.'/one Balance Sheet for each business. a on me a ak E 

| . 5h. One Balance Sheet Aid for each: business | - i 7 ; | 7 
" .. , One Scoresheet for each business 7 f ghee 'p ae. 


ye One Quarterly Bus iness Plan for’ each pies 


; f LL © 10. alnformation from Trade Associatiois and chambée of Commerce for Quarter. 
@ —_— al Year 2, for rienber bist nesses only -. 


er 


feo ™ - a 3 
7 { a) ok ee ; ; a be ic , ‘ 
rr: rr re ee ee a a - 
ee fa a ye tag ee 
@ te es ae One Profit and Loss Statement for each’ business) fe 
gl. ‘Items -7-17 from Period 1,.page’ 77 a: : o 
ies OSes ae ee 
* Glassroom Set-u up . et 
a) ee oe ‘Furniture. Same as previous periods. a 
a chatktoaea, Same as Period 26 * 


3, Playing Materials. Arrange jhe, playing inaterials to be. used by the 
: players in. the order in which they will be: given. out: manila envelopes. 
Year-End Worksheets, Balance Sheets, ‘and Scoresheets ; © ‘Quarterly Busi 
ness Plans. and Profit and’ “Loss, Statements. The Administrator: $ materials : 
~and the pencils, scratch paper, and: paper clips “should be arranged as 
“4 they were for (Previous periods. You may want to keep extra pecan ce ‘ = 
ae Bus iness Plans And Profit and Loss ‘Statements handy, in case" ‘some of: ‘a 
‘the busing ses start on Quarter. 2 during this period. 


i 


-. Distributing Playing Materials | ate eee 


/ 
- At the beginning: of the period: dtstributegtie manila envelopes, the ‘Year- a 


3 (end: Worksheets, ie Balance Sheets, andthe  Scoresheets. 
Go, 2h gfe a ' - 
iz i a ; 
_.. Administering the Game ©. , 
; “Begin the’ session by saying: a a ra * ae 3 i 
TELL the class 3 ne —- er 5. 
ee ge . j 
ee --T HAVE GIVEN EACH BUSINESS ITS MANILA’ ENVELOPE, A "YEAR-END WORKSHEET® doy 
-* | \ "BALANCE SHEET", AND: A "SCORESHEET". THE FIRST THING WEWILL DO". 


THIS. ‘PERIOD IS TO COMPLETE*A YEAR-END "BALANCE SHEET" AND CALCULATE 
Hse ~ RETURN-ONTNVESTHENF-AND-SCORING-FOR-"YEAR-T"=——THEN-WE WILL ‘ESI ie cn 


PLAY OF "YEAR.2", . : EE, 7] 
@ 7 oe came Year-end Worksheet Aids. 
112. , 


Bl 2 ee ee 


ue as + er) : 
’ . Pgs 
x. sue “ 
Pe : oh ae BS ° 
249 j ~ Pe ae’ @ 
spas a : 
eres + 3 ie . 
nes : ee 
a ~ 
s ir 2 


7 “BEF KYOU CAN: ‘COMPLETEg A "LANCE st SHEET". YOu WILL. HAVE 10 iL out i . oe 
on - “YEAR: END WORKSHEET". ? FIND ‘THAT. ‘WORKSHEET; YOUR "BALANCE SHEET . ae: 
: oy, ‘OF: ‘TRANSFER OF OWNERSHIP", YOUR. EXPENSE. WORKSHEET", AND. ALL ‘FOUR 5 

fe "PROFIT AND. LOSS ‘STATEMENTS". FOR: "YEAR-1". USE THE . "YEAR END 


© WORKSHEET AID" ‘TO COMPLETE THE woresneeT, 7 < 2 oe oe i. ) 
: Z : as me ot adi oa cae P . ae aa : £ ‘ 4 ; Bias oe " 
DISTRIBUTE. oioees Sheet Aids...) ge oe 
a . wo . as e : Pe ; ° ee ones ; if = : “hy | : 
Fe the class” i 4 a an . ie eee a vs ' es 4 
z “NOW. YOU ARE READY’ T0°C PLETE YOUR"BALANCE SHEET". USE THE"YEAR-~ 
= END: ‘BALANCE ‘SHEET AID" 7 “RELP. YOU COMPLETE. mE BALANCE SHEET. © \ 
a Ge Pd Pa eae Ae . De 6G “ ae . 
Work with any bilsinesses having ‘trouble unti] all balance, shdets: balance. 
Lt: some are having a great ‘deal of: trouble,. check the Owners’ Ss Equity | 
“Section | to make sure: it is correct, and tell the players to correct the. . 
oa trouble outside: of class. ete bE we. “hy & Se _ Oe a 
ae i a ae OF : . - ae . ae : e . as mn & fae . 
os ; - ee fo ee a Oe ee ee 
6. TELL ‘the.class a ae er ye . 
a _ NOW YOU ARE READY TO FILL OUT A SCORESHEET -AND SEE HOW YOU HAVE DONE 
- ‘AT ‘RUNNING YOUR BUSINESS. FOR "YEAR 1". FIND YOUR "SCORESHEET" AND” 
FILL IN THE INFORMATION AT THE TOP. -[Pause. ]. “FILL IN "TOTAL » ‘OWNER’ S- 
- EQUITY" AND - GOODWILL" FROM YOUR "BALANCE SHEET" AND SUBTRACT 0 GET F - 
= "TANGIBLE OWNER’S EQUITY". [Pause.] GET THE FIGURE FOR "NET PROFIT’ = ° 
yO ; OR LOSS" FROM YOUR/"BALANCE SHEET" AND ™ FIGURE. YOUR RETURN: ON INVEST-_~ 
, MENT OR "ROI" FOR: NYEAR. 1", THEN USE. THE "ROI CHART" TO FIND. OUT _ 
HOW MANY POINTS TO ADD TO OR SUBTRACT’ FROM YOUR "STARTING SCORE". e 
' = [Pause. } THE ‘SCALE IN THE LOWER RIGHT- HAND - CORNER OF THE SCORESHEET . * 
“ae a GIVES YOU SOME IDEA OF HOW.GOOD YOUR sitceaiesatal LONG TERM PROFIT : 
— ‘PROSPECTS ARE AT THIS POINT-— a ae ; > 
. oP . ; 
eo 3 ; 
. - 


ERIC. gw oe, SRR ERB we” 


Ce ee 
e@ ARE SOE TINE. TORE OUR MATERIALS. Kee OUR SCRESHET 

ae + "AND BALANCE SHEETS WHERE YOU CAN FIND THEM EASILY: YOU WILL BE, USING 
THEM AGAIN LATER IN THE GAME. cen Pee Oe ee 


\ ’ anor! Me 
: oot ; 


ar, | a ee TR a ee a 
4, Tallow, time for plajers: to organize op uigey: i 


74 YOu" CAN i START "YEAR. 2° OF YOUR OPERATION. OF: your BUSINESS.” aos : 
S WILL GIVE EACH/ BUSINESS. A "QUARTERLY ‘BUSINESS PLAN'" AND "PROFIT“AND 

- LOSS STATEMENT". — GO AHEAD AND. BEGIN. “QUARTER, 1 OF YEAR 2".. YOU. WILL < ee 
“HAVE UNTIL’ THE END. OF THE. PERIOD TO FINISH: QUART R11". IF. YOU FINISH ° = 
- BEFORE: THE END. OF “THE BERIOD, You CAN START ON! J UARTER = Pe: 


» ; 2 ‘ é 5 
7 . : . acu eos, 
‘ 


7.'- DISTRIBUTE Quarterly Business Plans and et and Loss’ Statements, Cea ce | 


7 s ef Managing the Gane Sessfon’ x a 3 - e i a _* a ’ 7 A : 
@ 7 au Once again, you will ‘have * tecpwep a. close watch on time. —— to. finish - a ee 

, ’ the year-end ‘Balance:Sheet and: scoring. in, the. ‘twenty: minutes allotted; if | 
it takes ‘longer, businesses may not be able. to finish. ‘Quprter 1 by. the end. “4 Pe 
: 7 “of the period. © if. most of -the group: has. not finished. Quarter I Pr the. end ° . 


of the periods, let: ‘them continue work on it. t: during athe 6. 7 a —_ a : - 


‘ Par 


re Five minutes: before the end of the ‘pertod, tel ‘the students. ‘that ‘it. is . 
en "time to. stop ‘work and start. cleaning up.’ Have them organize*their naterials,. - 
a put them in ‘their envelopes, and. hand, thei vig before they” Teave. Moy 
_ a 7 : 7 2 gS . se" ts ) : a woe is : 

. ‘Before the next ‘elas period, check ‘the, Scoresheets and Profit and Loss i : 
- Statements for Quarter 1 and ‘correct any” errors: a te “nk, 3 Het as 


” ear - ee 


yt: oe 
ey 


4. 
> Se 
aye aa 
Rp 
‘ep ‘ 
cs Ne 
at 
a) 


, 
te. 

. \ 

an 

. a 
4. 

Xu 
\ 
ws 


= J a. doa 3 Checklist: Preparations Required for Period 6 = : 


i 


THE DAY. BEFORE THE GAME SESSION: 


_:__ Re-read section of TEACHER’ 5 MANUAL i 
P dealing with Pertod 6. = _ 
. ; / _ Check Scoresheets and Profit and ‘Loss * © 
7 : Statements ‘for Quarter 1 and correct oo 
, any errors.» : . ; + 
THE DAY oF THE GAME SESSION: ae 
put Order ‘of Play on chal kboard: oe a 
ae is S : 
Add Community Projects from third ae aoe 
d .__ meeting to the: chart. . >. : 
Pat ie +. aa ” 
= - Arrange’ classroom furniture. i. | ee, R. — 
= “sapvange playing matérials. j . a 
ees j [ 7 - : 
- Par ot , ‘s 
ee § : ? : f : 5 + 
7 : . ; ‘| : A f . & # 
- 5 a yee > | : 
pa : - ° ‘ ; oa : . 
: < on ‘ ° we ; : @ J : 
: . / : v | 
t “ e 
; / 
: 
. # e ° 
SS ; : ’ . 


; Doe : Pe 3) . 2 ae . a ; fs = ; : 7 . ; 
‘ “ / . . fe at a : ane a5 : we efx: 


«Period 6: 7 Twelfth Game Session” | a 


-*“Teaghing-Learning Activities ae oe a’ ‘ ae ge S 
- oe foe Meeting #3, Brentwood Herchalts! Association 4 ae a 


2. Play of Quarter 2; Year 2\° 7, ae ge tee : 3 ee “4 7 | - 


7” 


Time Required 


He | 1: Classroom adninistrative natters ‘ro1istaking, ete.) 


: Be “Weeting 8, Brentniod Merchants’ “Associa! ip 


"4s, Clean-up .and coligteion of materia (a “5 minutes. . 


2 60. minutes ee 


’ 


’ Mater al S Requi red. 


es 7 ue envelope for ‘each business used in Previous periods ~ ae — 
Be 2 2. - One Quarterly busines fas een = HE 


oo oe _ One sales and: Expense ‘Report for each business’. 
<* ene a Events For Quarter 2, Year 2, for each business _ ‘ — 

5. -Trfernagion: thom: Trade ‘Aecociatton ‘ana chamber gf Comerce for 
Quarter, 25. Year 2, for member businesses. only | : a ; 


= eee eee tates —— ~ = rae vente tpein le Sag ey as ae aki an ee 


: 6. One profit a and ‘Loss ‘Statement forreach business . of - *. . 


. ta mn 7 


De 
! 


©: = 7. Items 8-15 from Period Us oes Se “ao. -_ 


a. ‘a 


| 8 ‘Inform thon for Chatrgrson, Meeting 4 B ee 
_ | Me ae eo a t oo ¥ - “116 se 
ee Siege eo, 


= seers WT EL HAVES =UNTELE= “THE-END- OF “THE- PEREOD-T0- icine H-QUARTER- = senses Seo 
- You will handle the, scoring of the quarterly Business Plans the sanie way 
~as during previous periods. | 7. 


Q : 
ERIC . 


e ips Z : 
es Ctassroom Set- up = - 
a Furni ur - Same as previous periods, 
u 2. .Chatk ard. r Same: as pre yous: periods. Z Conmunity Projects from. 
“the tiird Merch nts’ Association meeting Io the chart. The° playground 
oe equi ent ¥4 be paid for during an A 2," Year 23" "the Fourth of | 
me 1 ‘duly ce bration ‘during Quarter 3, Yearji2. °° os ; 
3. Fiaying Materials. All of the playing fpateriats to be used by iy 
ue players will be given out: together at -the beginning: ‘of. the perio 
a manila envelopes, Quarterly. Business Pans, and Profit: and: Loss | 
at ‘Statements. ” The Administrator’ 's materials. and ‘théliBelicils, scratch. 
«ee paper, and. ‘paper clips: should be arranged as they were ‘for previous. 
‘periods. | a a . £3 i an 2x ag. 
a ane ee ope : ae a Ths cymes te a 


Be king Bus ness Plans: and Profit and Loss Statements. ea 


Begin: the ‘session Phy. saying 


ty TELL the class. i . Et He 
: TE PeRIO0 1 TODAY wit BE DEVOTED 10 THE THIRD « 


at 4 
paki OF THE MERCHANTS’ ASSOCIATION... DURING THE ‘SECOND HALF. YOU. 
Aaa WL PLAY THROUGH QUARTER 2, OF YEAR 2. | “adh 


2 


. The chairperson. should conduct the € meeting. “Have him/her close the 
meeting, aoa 20 manne ae tae . "8 


2. TELL the class af 22 ve, see eo, Fo See 


STATEMENT" , AND YOU CAN BEGIN WORKING ON. QUARTER 2, YEAR 2. YOU. 


T-WILL NOW GIVE YOU A "QUARTERLY BUSINESS PLAN" ‘AND "PROFIT ‘AND Loss 


eS 


~ 109° 


Managing t the. Game Session - . eee a. 
keep watch: on the time and’ sake sure that no businesses Tag very far 

- behind. Five minutes before the end: of ‘the period, “have the players: stop. 
~Lwork, put their. materials ‘in their envelopes, and hand them in, as during 
Sure yous periods. : ; 


a 


. : ne wth = 
Before the. next class period, ‘check - the Profit and Loss Statenents for 
’ Quarter 2 and correct yany , errors.” 8 


- Potential Problems and Su ested. Solutions - 
- Players Finishin before’ the end of the eriod may 90. alt and start 


“Quarter 3. Ley ar: a 


a | 
Tae 
nie! 


Las oe 
age 
' joa 


, ee he a es Pa 
. players: not fini hing by the end of. the, period should come in outside Of re 


class to finish Quarter 2. If the: majority of. the class,has not finished . 
by oe end of the ‘period, continue. al 2. during Period Vie. Se ge. CE “Aes 


ig a oe oS on age 


caer? : iz; . i ass 
) : : + 3 7 : 
: ais fi " ‘ 4 ai 
. a . : 2 \ tas 7 . 2 
to E - . Pi a F a r - ‘ © % 
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> Checklist: Preparations Required for Period. 7 
THE DAY BEFORE THE GAME SESSION 


Re-read section of TEACHER' S MANUAL - . 
dealing with Period Te. ; 
_ Check. Profit and Loss: ‘Statements for 
Quarter 2; ‘er 25 and’ correct any: 
errors. 


THE DAY OF THE, GANE SESSION ge 


_____ Put Order of Play: on chalkboard. 


1 Add Communi ty Projects from, the 
~ fourth meeting | to the: chart. 


Arrange clagprocn furniture. 
ae 


eed fa Te a 


a f 2 F ee bat? a ie gfe 2 Boe “ga oa as! 


-@ _ a/ 7 es Period 7:2 The Thirteenth Game’ Session «°" 
| : "Teaching -Learnin “abtivsies a gs diy 2 ne = 7 
\ Pay of Quarter 3, Year. 2 -7 oe oa . 


. Meeting #4; “te Netchants! Association 


Pe Egor ses . ay 


tea 
2. 


oo 


y a a ie 


eg en Oy, Oe ae Ce se TOTALS 60 minutes 


7. “Manila envelope for each business used in ‘previous: periods 


2. One goartiy, ucions fen for each me 
3. One Sales and a Report for each business is : : x ee 
: A Samary of Events for Quarter 3,..Yeah-2," for each business ” a 
iat eee? eS i 52 Tiiformation hoe Trade: ie Chamber of “Commerce for Quarter 
= 8, ‘Year 2, for member bus Theses’ only a os 


gobo! 


e. Class oom adninistrative matters s (ron- “taking, « etc. )e ei . 5 minutes eee 
- 2 Play o f\quarter 3, Year 2: ee ee ee 
“Meeting #4, Brentwood Merchants’ ‘Assodiation Ios 20 minutes. ma 


, ’ . . 
° 
. : . . r 
e 


4. Clean-up and collection’ of materials: i os f ib minutes ooo 


a oe te “ae BEF and [oss Statenent for each business — 
@ : T= Information, for: Chairperson, Meeting #4. ts te x ® a oe : 
‘8. Items 7-14 from Period 1,,page 7% 


ee materials in, free eiems a and hand. them in. 
2 ; j 


Before ‘the next game session, check. Profit and Loss Statements. for i ers 


‘ ; Wa: Pet ee ee ak ee We 
2 . : . gece cee see PL * Ni . af 28 
a — : o * ca 3 “ Sees > Fag a 


- ee . BOR ls ; ee y se 
Classroom Set- =p : . wf 
1. Furniture. Same as ‘previous periods: E cae ae nies , = 7 


2. Chalkboard. » Same as previous periods. “Add Community Projects from oe : 
“the. fourth. Merchants’ Association. meeting: to the chart. The Fourth of: 
duly celebration would be paid for duping: Quarter 3, “Year 2. i, fe 


ae Playing Materials: AN “of the playing materials to be | used by the 


as ‘players will be’ given out at the beginning of the. period. /Materdals” 7 
_used: by ‘the ‘Administrator and the pencils, scratch.-pape Ai d paper 
clips should be- arranged the. same way. as for previous periods. a eS 


* 


bistributing Playing Materials 2 ea ee 
“Ae he beginning of ‘the perio, distribute the manila enveropet, 


uarterly, 
ess. Plans; - and. Profig. and Logs Statenents: ea: nen 


1. TELL the’ class 


DURING THE FIRST HALF OF THE: PERIOD ‘TODAY’ vou, WILL! PLAY THROUGH: quant 
‘3 OF YEAR os THE SECOND HALF WILL BE DEVOTED . 10. THE uy MEETING OF 
__THEPMERCHANTS * ASSOCIATION. ; : 


Five ites before the end of: ahead: have. the players pu thes 
2 Ss 


t 2S re fe UE 


3 and correct any errors. caer , ~~ - 
| a” 7 , 7 
: — 
“Ge Son 
vel 
* —<—<—= = = SSE catia 
co 
fs 
/ 
. ot ~ a 
nad 


fa fy 


=. 421 a oe 


cee ae ee ee 


boy. ¢ ', 
; : wee 
. , ‘ 
‘ tes ‘ 
' : 
Re Su 
’ ’ 
am . eee 
ey, 
2 ae : 
~ . nue 
. et or 
eee ee an . 
@ 7 
' 
iy: 


y. he 


ie DAY QEFORE THE GAME SESSION: = io 


ope : — Check Profit. and Loss Statements: for 


THE. DAY “OF THE GAME SESSION: ; 


| heck ist 


Preparations Required for Period: 8. 


a yc, Re-read: section of TEACHER'S MANUAL 
“> dealing with Period 8... eo 


~ Quarter’ 3 and correct: any. errors. 


es Put: Order of Play on chalkboard. : 


_ Arrange classrcom furniture. 


_ Arrange playing « materials. SS 


.. 
. t § 
- > 
# : 
we 8 c 
' os 
4 me - 
; 
C+, 
- 
a 
a at 
x R,. ? ‘ 
2 - 


ee 3 


ae 


’ 
4 


; ‘Period: Bs The Fourteenth Gane_Session.. 23 
ae 
4 
ee . 
: Anat’ bd 8 
ar ae — 3 ngs x > 


Time Required id 


- Me _ Classroom strated matters (rovietaking, etc. ‘yr . 
2. Play of fuarter 4, Year ml  , > 20 minutes ss 
"1343. Completion: of Year-end Balance Sheet and scoring: _ 20 minutes. 
tie Clean-up and collection of materials: ee . 5 minutes ” 


TOTAL: “50° minutes. © 


: a : . as athe ; 

. Materials Reguired ‘ Be at : ag gees hog, SSS 

‘hy : , : ual , : : : a. aoe 
Noe ‘ 


cance Manila envelope | for ; each business used. in. previous. Per tads ee i ee Me 


° 


or, ie One Quarterly Business Plan for each busi ness a Fs 7 : 


: ‘ “ 


3. “One, Sales and Expense Report for eabh business 
3 ie *ib : ; ba - . oe 4 , ; 
G. A’? - A . _ ; 
4, ‘The; Surmary of. Events for’ Quarter 4, Year 2, for eath business 2° 2 


Information from Trade. Aseoclation and Chamber of Commerce’ for Quarter e 
4, Year 2 for member businesses only. a 


Ae . . a. 
One Profi t. and age Statement for each business 
o ; ‘ 


« . . @ 


gore * iy . 2 ae: 
ry : Fe ; 
bee ; tine z Ff : 
~ * va cue y 
: ae ah. , ; 
; ee ee , 
aan : - 


@ vo 7. Me > Year-End Worksheet for each | business on Ps eae 


ee 


8. One Balance ne for each business oF 


‘ - : : / 9° . . 
9... Items 7-14 from Period 1, page 77 7 
4 cs 3 ° is . \ | 
, Classroom Set-u ee See Ae ee a a a 
aoe, ae ey Same as previous hed | : ac ee 
De Chalkboard. pe as Period 2 . . 


as “Playing Materials. ‘Arrange the aytngs ‘naterials to. be used ty: ‘the. ae 
: alae in the one in which they will, be givensout: manila envelopes 


: =, Year-End Worksheet and. Balance ‘Sheet. “The. hii s Gators Ss. materials. ; 
| and the pencils, scratch. papers and, paper, clips: should be. -arranged as — 
a for previous periods: ~ aoe ee a 


Lt tee ‘ 

ee t 

_ Pere ee 
. cr a : 


~ pistribiting Prayiiig faterials | | , eee: 
-AtNthe beginning of the period, ‘distribute ‘the ania envelopes and quar . cee 
ferly, Bis ines PI ans ‘and: Profit: and : Lois: ‘Statements. ae 


it tans ofS. ea ipaaercies Aa eee eee 


wit “Administering the: Gane” ie mene 


~ Begin the session by. saying: oe hans : 


1, TELL the” ‘class eg ee ee A Oe Ee 
| TobAY WE WILL WE: PLAYING "QUARTER 4 OF. YEAR. 2" OF YOUR’ ‘OPERATION. OF eres 
» YOUR BUSINESSES. THEN YOU WILL 20-A FINAL: BALANCE’ SHEET: ‘AND FIGURE. & 
oe OM YOUR FINAL SCORE. “#1 WAVE GIVEN EACH BUSINESS ITS:MANIEA ENVELOPE ‘AND. ae 
a a ona A "QUARTERLY . BUSINESS PLAN" AND: "PROFIT AND: POSS STATEMENT” YOU. wilt, oS 
HAVE 20 MINUTES 10 ‘FINISH "QUARTER a", , fl 


ve ee ees . 26. F ¥ 7 : P 
at a. a ate ie 4. “ OH - = io Megs Soe : 
@ “a of the us nesses should’ ‘finish Quarter-4.within 20 winutess LE igome’ 


—have nots: “have: -one-nenber“of-the-business -Fihish Quarter 4-white the: other- a 

-. works on ‘the year-end: balance sheet. aeee os the ‘businesses have = Be 
finished Quarter 4, or at the end of f 20-mj } 

7 continue by oun a 


_ : 


"ITI NOW TIME T0 START ‘woRK ON YOUR "BALANCE SHEET ‘AS OFTHE ENDOF 
: 4. “YEAR 2". I WILL NOW GIVE EACH BUSSNESS ‘A "YEARSEND WORKSHEET" AND A * | 
a oe "BALANCE SHEET". ~ PLEASE D NOT START TOSWORK YET. a. oO. a 
i ee me : | : Be . 
. 2. DISTRIBUTE sheets. 9s | - 4 | 
\ 


ig Tei the. class 


Hy "8" TARE OUT YOUR “BALANCE SHEET" AND "YEAR-END WORKSHEET” -R. "YEAR 1" AND 
2 79-7 YOUR "PROFIT AND LOSS STATEMENTS" FOR "YEAR 2". > [ause. FIRST YOU 
: @ 2 SP WILE FILE OUT YOUR’ “YEAR-END WORKSHEET". FILL IN THE INFORMATION. AT © 7 
“THE: FOP OF THE PAGE. ; .[PAuse.]. NOW ADD UP “TOTAL DEPRECIATION TO 
Pegi, “a DATES let FROM YEAR 2” WILL BE THE SAME AMOUNT AS "DEPRE- 
| "CIATION FROM YEAR 1". -[Pause.]. ADD UP THE LOAN PAYMENTS ON EACH OF 
YOUR LOANS AND FIGURE THE CURRENT AMOUNT OWED. [Payse.] ADD UP iN 


& 
é ‘ 
\. 


_ * "UNPAID SALARIES" FOR THE YEAR AND ADD ANY FROM THE PREVIOUS YEAR 
GET “UNPAID SALARIES -T0--DATE": ~[Pause: l= ‘FINALLY; FTGURE~ YOUR JINET-->- * 
PROFIT OR ee ‘FOR YEAR", (pause. } 


: auf. : : 
ad ek cede att Mgt eet ceeded fee te 


wet eta Er let ee eet ee enet : eat lave “MR Zee d carne eed 


“NOW YOU ARE READY TO FILL “OUT YOUR ue SHEET". FILL IN YOUR” = 
| "BUSINESS NAME" AND'"AS OF END OF YEAR 2". [Pause.] . UNDER "CURRENT ee 
ASSETS", "CASH" WILL BE YOUR "NEW CASH,ON HAND" FROM "QUARTER’4", 
"YEAR 2". -[Pause. ] "INVENTORY", "SUPPLIES", "FIXED ASSETS", AND | 
"GOODWILL" WILL’BE: THE SAME AS’ AT THE END OF "YEAR 1". "DEPRECIATION . 
TO DATE" WILE. COME FROM YOUR "YEAR-END WORKSHEET". ~GO AHEAD AND ADD ; 
N+ Up THE "ASSETS" -SIDE,. [Pause.] FILL IN THE FIGURES IN THE "LIABILI- 
Test; Secruon FROM YOUR “YEAR-END WORKSHEET", -AND ADD. TO GET “TOTAL 


* fogs a “ee Wy a 
% were F 6 cp . . 
: Mn 
ae 3 A ee ee ° os : oe - ' 
. 7 . . at ‘ io ae 8 7 & ra - ae po Stasi hoe Pp ences ana ae cas wee menace tales ee nee tice ae 


. ri f 
@° ./. | 
if rppictrtes.—tpause.J_ Owner's EQUITY.10 DATE" WILL_BE THE FLGURE 2 


“7. + yoU'GOT FOR “TOTAL: OWNER'S EQUITY". AT THE END OF "YEAR 1". [Pause.]. 

ee te ENTER "NET PROFIT OR LOSS’FOR THE YEAR" FROM THE "YEAR-END WORKSHEET", 
aa | os AND ADD UP THE "LIABILITIES AND ‘OWNER'S equity" s SIDE OF THE "BALANCE a 
__ SHEET". [Pause 1 ie eae Saye, Ge an eee 


aie a ar) re iene 4 fe 
= ee | Scoring the Game and Determining t the Wir nner . | oo i j 


a _ When everyone has finished filling out the balance sheet, continue: 


oo 4, ae 
‘ ELL ‘the class’ o | oe 
a - KE-OUT YOUR “SCORESHEET ‘NOW, -AND FIGURE YOUR Pass FOR "YEAR 2" AND 
ns me YOUR" FINAL SCORE, So of ten bn %s 


/ 


: | 


. : While the players are figuring, their final scores, list the names of the 
.@ Ge businesSes on the chalkbgard. When everyone has finished have them report. 
* 7 their scores to you and list them on the. board. ~The winner is “the business 


with the. highest final score. ee 
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rah DAY EFORE ‘THE GAME SESSION: 


Preparations Requgfed f for- Period 9 


fo nr 


Re-heid eeetiGi of “ee S MANUAL 
Le with’ Period 


72a “Cheek. Scoresheets ani Profit ‘and Loss || 


‘Statements for Quarter 4, aid 25 
ae rect ers ca ae 
ie * Sal : a: _ 
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aise 
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kt 


a ; - a oe 8 
ha Period 9: The Post-game Discussion 2 a | 
ry ie F : ee. 


ee OY a : : = ~ ‘ . 
? . p 


ie -Teaching-arning Activities "og ee, | Ee a 


mo ae AE a é b an se : ; . 
Sant . ’ . on , ar i ag] 


— lg  “piseusston OF BSB 2 cc a ce 


ie 
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t _ 7 ne = ‘5 
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Tine Required Ps 7 - a A re ne hn 


1. Classroom administrative matters (ra: “takings etc. ): 5 minutes. * 


tay 2 nti and. discussing sBs6: Zt i: * - 40 minutes. 
oes Clean-up and collection of. F playing matei _5 minutes | 


50 minutes 


See . ‘Materials Required © a ™~ i | 
oe Pe. Te Manila | envelope for each bustiiess used in previous’ el eas - 


2. _ Completed Starting Denand Potential: Scoresheets _ “5 ee 


3. Competed Quarterly Demand. potential Scoresheets 
| — : : [ep ep ‘t- | 
- Classroom Set-u up ee 
1. Furniture. fs as. s previous periods. 6 


2. Playing Materiais.. Paperetip the Scoreshests to ‘the. outside of. rhe 
im manila envelopes. ; 


= Pa Cee 
: hes mere fy 
oe en oe a 
‘Discussing the Gane. : = ” 
“| _ , : = 
ae DISTRIBUTE the nani ia envelopes. woe 


| o 


_ ASK the. following, questions... Encourage" players. to. talk about. that. eee, = eee 
exvertences, and problems with specific businesses. a Se 
. ‘ \. és a 


“(Long range chance oF staying in n buftness and € making a profit de | viet 


. b. WHAT FACTORS MAKE. THE BIGGEST. DIFFERENCE’ IN DETERMINING BUSINESS _ 
a ne SUCCESS IN THE GAME? “ARE. THESE. SAME FACTORS. “THE. MOsT ‘IMPORTANT 
—s - IN DETERMINING BUSINESS SUCCESS * IN THE REAL WORLD? . | : 
; fo i” - ; -  C. wa FACTORS D0 you THINK. INFLUENCED. YOUR. SALES? ‘Mae sure they’. 
| 7. iy vas _ realize that ‘thetr sales were: influenced by. their advertising 2 ie 
@ a a and ‘promction, ‘product line, services and sales. polietes, | oe ne ‘et 
gm. a suppliers. and community participation. a. a ae eee ee 
m ak he = ; 7 igh 7 es at genase i “ — : : | ‘ 
tat 2 Sw: : ae Y, 7 

eh - e 3 “DISTRIBUTE the Starting Demand Potential _Scoresheets and Quarterly 

ee _ Demand Potential Scoresheets to the players. . 

- : ae TELL the class ee en ce I 


metomieg pens «es SF HAVE GIVEN” YOU “THE DEMAND” POTENTIAL” SCORESHEETS" "FOR" YOUR™ un Buses aoa 
y Ae | "DEMAND ‘POTENTIAL WAS USED THROUGHOUT THIS GAME. TO DETER-. ee 
roi MINE YOUR LEVEL. OF SALES; IT WAS A MEASURE OF, THE DEMAND YOU ‘WERE 
‘ a ABLE TO CREATE FOR YOUR PRODUCTS-OR SERVICES. LOOK AT THE "STARTING 
_ DEMAND POTENTIAL SCORESHEET" FOR ‘YOUR BUSINESS.. INITIALLY, YOUR’ 
ee LONG ‘TERM DEMAND POTENTIAL: WAS DETERMINED 'BY :TWO. THINGS: . THE RATING 
ci." YOU" RECEIVED ON YOUR "MARKETING PLAN" AND -THE QUALITY: OF PRODUCTS 
- "YOU COULD GET FROM THE SUPPLIER YOU CHOSE.. THE POFNTS-YOU RECEIVED 
>, QN THIS: SHEET FOR YOUR ‘SUPPLIER WERE §ASED ONLY ONLY ON .QUALITY; THEY ‘DO 
&. eat NOT ‘orcare HOW “APPROPRIATE: OR: INAPPROPRIATE, EACH SUPPLIER WAS. 


“ 


ay 2-3 eAy ; : Lb: 
a. : . ce ‘ Po egy Py ' of on 
. : : . a * see ee f . . a 
ra es ; it . jee pe 
eg She ee ; ow 
3 laa Lake 121 H mu wi 


sa ‘ ; . : Ss fe _ sar 3 ae 
4 : . eee ee ae : : : , ‘ a 
Po . : tage ‘ . a ii + . sO, 

. 7 . ie ree 1 era ey 


7 "YOUR LONG TERM DENAND ) POTENTIAL. ‘WAS’ THEN. TRANSFERRED 10 THE "QUARTERLY" 


_ _ SCORESHEET". ON, THE BACK OF THIS SCORESHEET:POINTS WERE ADDED OR =, 
3, + SUBTRACTED AS. A RESULT OF PERMANENT CHANGES: ‘you MADE IN: SUPPLFERS, | 
| +. SERVICES AND SALES POLICIES, AND PRODUCT/SERVICE LINE. SOME TYPES, = 
ones neers OF, COMMUNITY. PARTICIPATION-ALSO.HAD.A.PERMANENT. EFFECT.ON-YOUR 2.20 -- 31 
DEMAND POTENTIAL. ON THE FRONT OF THE”SHEET\POINTS WERE ADDED -EACH : 
~ QUARTER FOR ADVERTISING, PROMOTION, AND SEASONAL COMMUNITY ACTIVITIES. -_ 
TAKE A FEW MOMENTS NOW TO LOOK OVER THE SCORESHEETS. " 
: ‘ re 
[ATlow. time for Seis to examine -the sheets.” as 
eT ay eye ee Ge ee we on ag 
5. ASK the Following questions: 7 a ‘ a | rrr. 3 
oa. “DID YOU REALIZE WHAT. FACTORS. WERE AFFECTING YOUR: SALES?” Do You , ar 
ree 7 THINK A REAL BUSINESSPERSON IS ABLE TO TELL EXACTLY. WHAT FACTORS. coe 
@ = ARE AFFECTING HIS/HER SALES?2; a ee; 
b. WHAT EFFECT DID COMMUNITY. PARTICIPATION HAVE-ON. YOUR BUSINESS? i 


| WHAT EFFECT DID IT-HAVE oN’ ‘THE COMMUNITY? WHAT: EFFECTS DOES 17 as 
HAVE IN THE REAL, .woRLO?” fa : | eee, PY ee, 


_HOW..DID..YOU. DECIDE. WHICH. 1 ORGANIZATIONS. TO: JOIN? IF YOU. PLAYED”. 02. gah 

THE GAME“AGAIN, WOULD YOU JOIN THE’ SAME ONES? WHAT WERE THE ue 
ADVANTAGES IN: THE GAME OF BELONGING TO:.THE CHAMBER OF. COMMERCE? ae id ee 
~esaneT OTHE. TRADE. ASSOCIATION? -WHAT ARE THE. ADVANTAGES. IN. REAL LIFE?... 


~~ . e- 


Of a dy WHAT: FACTORS INFLUENCED THE AMOUNT: OF PROFIT you MADE? WHAT WERE ‘ oe ee 
_ “YOU ABLE TO 00 TO. INFLUENCE YOUR PROFIT? WERE. YOU ABLE TO MAKE A can 


_ HIGHER ener THAN THE PREVIOUS OWNER DID? i. . A 2 5 
: x < : al = 
7 e. HOW DID YOUR. BUSINESS. PLANS INFLUENCE THE SUCCESS OF YOUR BUSINESS? 
i ‘DID YOU CHANGE ‘ANY OF YOUR” ORIGINAL DECISIONS DURING THE GAME? 
ont a a a 
BS = ; fa - P ; 130 | i ee 


“W220, 


.P° °° °#, WHAT MADE: THE MOST DIFFERENCE IN DETERMINING BUSINESS. SUCCESS i. re 
¢ nf” * CIN THEGAME? WHAT MAKES THE MOST DIFFERENCE IN DETERMINING 6 WHETHER. 
iP OR-NOT AREAL BUSINESS SUCCEEDS? : 


au ee r ‘ ge a 


“ig? . 


al 


| . ge ay ID YOU: LEARN FROM PLAYING SBSG 2 ABOUT STARTING. AND RUNNING © 
a re ee. able St ee a: 


. Gottecting the one tn ie! . was 
: ae = At the end:of the period, Whave the’ , players put ‘their. materials in ‘their. 
= envelopes: and turn them in.. Some’ of the materials may be useful to you - 
oe in evaluating players performance i in the game. 


a 
the 3 
> $f. s - ; . 
? ws : So 
x eee, j 
” ete, . 
; “4 A. “ q ; 
a j ae 
se ewes ae we at tove: eaeer g ee Te ee oe - Po Naa ecto Bees SoS ee i cae Seacrest uepiee 
8 - ' ;* 


” 


ey @ ae ; 3 Evaluating the Players’ Performance in the Game 


een Players! performance-in _the_gane_should-not_be-evaluated- solety-on\ the 
basis of their ‘scores. * Small di fferences between businesses in. number of 
points earned fre not especially: significant. Some of the variation in 
a ~ scores may be due to differences -amorig, businesses , rather than to di ffer-_ 7 
—————~enees—among-players-—The-trend- ote player's- score: “may be- more. Amportant- = et 
"than the actual amount of the. ‘score. ‘If-a player: started, the: Running seg- . 
ment of the game with alow: ‘score and was able to raise it during the. 
Running segment, he/she would be- doing better than a player who started | 
with a ‘high: score and lost points during’ the ‘Running segment. You should. 
a also ‘look for. improvement during Year ie over Year 13 the ROI ‘for Year 2: 
eH ae should probably. be mer | than the ROI Forstear, Te *- _— 


‘Another Soisidavation in evaluating, players’ ar toimuhes ‘in the game, is oof 

_ whether they appear to have lea ae how to. fill out a. balance sheet. and | 
profit and loss statement: . This/ can be determined by: observation in class . * og 
and by examination of th sheets completed by’. the player. ae 


o ee a The most important’ ‘consideration in evaluating players’ performance is. 
| i a probably the degree to which th y have achieved the educational objectives 
cae of: the game. The: post- game discussion’ will. bé a helpful ‘tool in deter- 
mining whether the players have" achieved. these objectives... Even a player 
: _ who has .made ‘many - mistakes: may meee and be’ able to express: the.. concepts | Le 
soeseeeepet- «ieee ChE: gane -is-Antended. < -demonstrate:. wile en etee eee a nee ae eee aoe re 
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Role Profile #1 
“You are-a restaurant 1 manager. 
You’ have worked at the same. 
"———"restaurant for five years; 
before t that: you worked at 
.two other restaurants... All. 
of your experience has been 
in waiting on tables and... 
_, mManaging;. you know. nothing 
-. about cooking. You have’. 


been earning $10, 000. a year 


as manager. You now have: - 
“$10;000 saved up and: wafit, 
= —t6 go into the restauranit® 
-'business for yourself s:a¥ou 
are looking for a. part er 
‘Your mother is willtag: to. 
. loan you $5,000 to. help you 
“ ay started. wet! 


: _ cae - 


“Role Profile #4 


‘You have- been the ¢ owner of 
sh ‘past businesses: a dry 
cleaner—and—a-hardware_ Store. . 
Voir seTd "your's share of the 
-' eleaner: to your partner a — 
month. ago -because you did 
Iesuervan dN Ot. agree..on--how-. the--business-- 
~’- shouldbe ‘rui@®: You now have 
. ° $8,000 to: invest: in a new 
~-- business opportunity and 
- would like to remain in the . 
dry “cleaning” business.: You . 
_are looking-for a new partner. 
. You have been earning $6,000 
 @ year as owner of.the dry. 
cleaner. -K friend ‘is oo 


<h 
wept OAL a a 


~ to loan you $2. Bn to: get: 
_ Stated.” 


Role Protiteste, eee 


'. | as bakery:manager. 


_ | $105 000° to pace you. ees started, 


‘| your grandfather.,:. 


sob. 


i: : 


ale aR Bae 


You have managed’ ‘the: bakery, for. 
a chain of. ‘grocery; stores for 
ten year's. Before that :you 
worked .ds_ a’ baker’ and super- 
visor in. two' retail bakeries. 


41.Your. uncle recently ‘left you 


$150,000, and ‘you would.-like 

to. become. the owner ‘and thanager 
of:your own:bakery. You are ~ 
‘looking for: a. partner | to.go .° 
into business with: ‘you. You ® 
have’ been earning. $10, 000 a year’ 
nother :.’ 
uncle is ‘willing io loan: you" 


Role Profile #5. °> = 


You. have:.a college degree in 
journalism and: have worked on 


several_smal].. town_.newspaperss 
-fover the last ten. years.. 


You 
are now a feature writer for a 
‘great metropolitan. newspaper. 
‘Your-1ifelong-dream~is*to* -be~the~ 
owner and. editor ‘of a newspaper. 


You haveginherited $60; 000. from” a 
Vtfice supply and stationery: 


which you: 
want to invest in a. paper. 
are Yooking for a partner, | . 
Your brother is wilding ‘to. loan: 
you $5,000. “You are making 

$8, 000, a year. in your Peeant 


You 


_ |} Role Prafite 8 


‘| time. workers; 
_in savings and have’ been. 

4 thinking: about opening: ‘your. 
-business. 


“Tf loral ‘designer. 


| You have worked . as’ a ‘floral. 
designer for the last 15. 


-years; during this ‘time ‘you. 


have helped : the: owner ‘of the 


| flower shop with the orderin 


art 
6 0 


and ‘have supervised two 
You have - 


own shop} you are. looking fo 
a partner with whom to go: in 
You have been : 

earning $8,000 a year as. 
Your. unclé 

is willing: to -loan: you ae 05 
ne te you get’ started. 


Role Profile #6 


You. are manager of: ae sales 
department of a. “large office 
supply..wholesaler..--You-have- 
held this job for five years; 


{before that, you worked. in. 


various ‘low-level jobs. with: t 


‘same: “company.*“You" have"$20;C 


ey dup, and you would:like 
it to go into the: wholesa 


business for yourself. “Right 


-{Now: you are Jooking: for ‘some- 


one to. invest. fin it with -you: 
You are making $9,000°a year . 
at your present. job. A. frien 


‘fis willing to loan you: ree 
to pele? bi at Started. 


ee 


| _-sBsG 


Starting a Business. ~ 


® Role profile 4" in 


“have worked in-a smal] 
‘European-style pastry shop 
and: cafe aS pastry chef. 


2 


- You also have experience as. - 
a general chef. in two large 
“restaurants.. You have been’ 


" earning. $8,000 a year at - 


; -. the pastry shop. You have - 


saved up $5,000 which’ you. 
“could invest, in a bus (0858s: 


Role Profile #10 ~~ 


You’ are the manager of a 


comercial printing company... 
Before you were promoted to 


_ - this job three years ago, — 
‘co, > you-were a foreman for the 
“* same company for two years 


oh “Rave $5,000 which you 
: could invest in a business. 


You have been earning $8,000 
=: Es year. ‘in..your.. present dobs—al 


- "For the saat four years you 


a printer for five years..| business. 0 savings geek Sale-warehouses .<-Your-are+-<< 


Facsinjles of Role Profile Cards page 2 : a ce 


+ 


Role. profile #9 


Role Profile #8 


‘You have: worked. “in small. 
- manufacturing plants. singe: yl 
graduated from high schoo!:: af 
yeafs “ago. Right now..you. ari 
the’ foreman in-a: ‘smail. crate: 
'|onstruction’ company... You fi 
| $10,000 a year. ‘Your hobby is J liad: special, training ‘in pro=. 
_| raising plants, and, you have: 4 raion cone ‘for all: 
.| built Your. own small greenhouse. , 
‘You have been’ piling plants on. 
a small scale for. the last ‘two - 
_| years. You have $5,000 to 9°01 Id° 
invest in a business. o =") to. use: to. go’ into’ business. 
“1 You have been’ earning: $9, 060 
-—, a year: in your present job. : 


You, are a buyer in. men's clothes 
for’ a large department store. 

You have had training in abe 
fashion ‘merchandising and have - 
worked in tw& smaller. clothing. 
stores. You have been making 


af Role Profile ma ten Profile Ae 


. 


You are the manager. of ‘a 
'sma.1- wholesale: hardware: ware 
house. You.have had: spacial: 
training in wholesale stock: 
oe control, plus eight years. © 
experience’ working in whole-" 


You. are the manager of ‘the j}. 

| repair department. ina large ose 
4 department. store. “You have... «. 
{. just. completed:an evening class 
in'smal] business management | 
and want very much. to‘go into - 


have $5,000 in savings 
.Jyou are willing to inveSt 
a cede You have t 


‘making $8, 000 per year in you 
. | Present job.. You have: $5,000 
. "1 saved up which ou could inve 
ne ba f Flncitan le pea aia 


$ ee oO 
aN i, sie eae F 
a = a BSE: 2 ae, ao 
: Pas alte 7 Starting. a Business -—s 7 a oe Yaga - 
Facsinites_of Role Playing card “page - po eS 8d ee 
1 Ee es : Lo ss 
OA todd. eat ‘oe a a ee 


Role Profile: nz be Role Profile #14 
ae You have $2, 000 to ‘invest in |. 
oF ‘a business. You have-had° | 

‘training in business. manage-, 
~ ment and:are now: ‘working. as/ 
wt manager. of the caméra. | 

. department’ ofa large depart- 

ment:store: You: don't want:.. 

Rests your: present..job,. ~ . 

but would like.to be: involved 

dn the running of the ™. | 

business. You don't espe- a 
is Clafy want. a salary,* but 

you" would rete “to share. ; 

. in the re a See 


a eee 


You have- $2, 000 to invest in’ a. 
‘business. You have taken: night 
. Classes. in business: and: are 
now managing a chain-grocery .@ 
‘store.. You don't want to. quit. 
your ‘present :job.and would: riot 
expect: a;,salary: from. the ; busi-" 
~aness you. invested in.:..But, 
you would like’ to:help:make: the 
decisions involved in-running ‘ 
it, and you. Would like to share 
in’ whatever Prous | there were. 


Fee ae . : j ol ra 


: “pe . , 


fb Rote | profile nr 


- You. have $2, 000. to invest:, in: a 
business. You: took a course in’ 
sma] business management .in__. 

whigh: school; and now work for the}: 
‘state, government... ‘You don!t.. 
want _to'quit: your job,- but: you... 
would like tobe involved :in: 


Role profile #16 


- You have $2, 000. to ‘inbgst ‘in 
“a business. You have’ eral 
- «  ing'in business management 

. and now:work for a “community 
| development group. You. don't } 
oes want: to ‘quit*your job, and 

. you don't need. a salary from. 
_reeesthe- business. Ot 

* You want to help.make the - 
decisions involved: eet 
Mt and share ue aha ever . 


_being':paid a*salary by the 


. ‘Receive - sd a share of. the = 
Sproles whe 


AR aL EO 


‘| business ‘management courses 


"4 youdon! 


> make’ ‘the decisions involved. 


Role’ Profile, fe 


a business. 


Uinvest-in—. --|--running-a-business:---Rather-than-+--be-involved—in-running- 
at sma11-.business. 
business, you: are willing to’ 


4 


Role Profile ns Perak 


“You have $2. 000" ‘to invest: in: 
a. business.. You took ic 


inc 11égés and. now. teach. high 

‘sch@ml..<You don't-want too 
“quit. ‘yourpresent Job, : and. 
ixpect:.a salary. 
fromthe’ business ‘you inves: 
dn. You would: like -to help 


“Gn running. it, and you: would: 
Vike: to, Share in the profit 


You ‘have ‘$2, 000. to’ ‘invest al 

You. have. 
training. insbusiness manage 
‘Ment. and.-now. work: ‘in a. large 
shod: factory. a.manager..’. 
- You don't: want ‘to: quit your. 
job, but you would :like to. 


“Rather‘than. - 
being: ‘paid a. Salary, you ;. 
_ ate willing: to: receive o ye 
“ar ‘share’ ‘of the: Leiria 


« Starting a Busin 


SB6.20 0 ge 
ess é os ; 


eee, 


tae 


"Business 
Profile 


 ~--yv-g Brentwood Nei ghbew:'-printed-across: te. 


‘IL, ‘Neighborhood Characteristics 


_° type of off 


Name of ‘Business: Brentwood. Neighbor 


al Physical Condition =. 22k ‘ 


: The Brentwood Neighbor: is obated on the ground floor of an office‘. 
_ building which’ fs about 10° years old. The Nei hbor.occupies half." 
_ of. the ground: floor;- the other half -is occupied: by a travel: agency,#'. © 


: . 
: : as . . so : . 
* oD ae 
: : ve? ms 
. j “go F a Ne ge cas cada Pie Sa, eo 2 
é : co 0 ie ge eR a oO oy oa 
\ oo. : 


The office is modern, ‘spacious, and pleasant. It is-dividéd into... 


three large rooms; one at the front is the customer area, with seve 


ray 


comfortable couches and chairs across the front, plants in the window, =» 


and a long.counter and: two secretary's desks across fhe ‘back... The. . 


-”. middi¢@ section is a large office area, With twelve desks; bookshelves, 


* supply cabinets, and a large worktable all crowded,in.. There is no ..- . 


ope argv epare: ipgthts' room, and only a narrow walkway is left along sin a 


. one wall’ betwéen 


the newspaper's Presses, tables for doing layout; work, .and other: : 
_ ! r i the’ equipment. 5 
Part of the basement ofthe building is used. for storage of 


equipment. There seems to:be. enough room:for a] of. 


«and files-of, back issues of the Paper. © 


The newspaper's presses and other equipment are in‘go 


he customer area and the press room atthe back... ~ 
: » At-the front: of this section, a smal] cubicle is partitioned off for . 
_ , the editor/publisher's office. It contains a desk, two chairs, and 

- atbookcase. The back section holds the press:-room, which contains °° 


ee ee 
od. condition and — 


materials”. * 


less than five years old: Thé€owners explain that when they bought. — = a 


the paper, they replaced all .of the. old equipment... °°. 


"The officé-has a large window: across the front, with the words: 


“ @ ten-year’ lease. . . 


4 


~ (See ‘attached maps for bus routes and crime rates-) ~ 


Thé site on‘Wliich the Brentwood Neighbor is located is zoned for this 

eB, and-there ‘are no plans for change... ET Bay 

Signs projecting more than 12: inches from diy side of the, building are. 
prohibited on. Adams between Stevens Lane, and Park Avenue. . - : 

en ee ee 

The buigdings: on Adains between Stevens Lane and Park Avenue are al]. | 

years old. The shops in the area all offer high quality =.” 


ts 
- ant 


“> about: 
‘. ‘merchandise at medium to high prices. - 


i. Oni _ 


So eres kn esate a arene Tooe ee Ce setae 


ert ottzuspees 3 oe eh ed att baie reiveity elias cite entzlatte oo. ke eaetat Net Mite ty 
Sai ft eqainctt sate 2 cat es Ge Pe cet RNAS oo Sone Sa : ent 
ab LT EU et ed fit tgs ean vate ‘yaks ~ 


ae 


“". Rent for the office is’ $500 a month; there are five years remaining on °. ee 
a ay 7 ? ; . ree a 5 : 


Ni 


ae. 


a *< Brentwood Neighbor page 2 


TEL. Owtter's Analysis and Plans a“ # 
: Ms. Vogel and Ms. Patrick, the owner/editors of’the Brentwood of ae 
+. Neighbor, tell you: a rk; ee aor oa. 
Mise They bought the paper five years ago froma man’ who had edited and 
published. it for fifteen years. He had been the founder of the =~. 
aa ‘paper; it has been called the Brentwood Neighbor ever since it was: 


‘They moved the paper to. ts’ present location and bought ‘all new = 
equipment. when they took it. over, 2H 


Pe Be ia : They are tired of handling:al1 ‘the details of work onthe paper'and. 
eyo putting in such Tong hours. “They think’ they would Tike to get jobs). = 


~ , on a large metropol itan daily. ae ie 4 
_ They plan to pay‘the Neighbor's current and -Tong-term abilities oe 
I beaione for a buyer to assume: 0 


themselves; there will ar 
- ‘Their asking price of $110,000. jiicludes the value of the paper's) 
fixed assets and suppljes, plus goodwill. =. © mo 


The West ‘Side Shopper has been in business for three years; they. 
-*. feel it “has hurt t eir advertising business and ‘circulation. et aie 


IV. Product: and-Service Line. “0° ee ae. hha 


ane : oy A... Industry-wide € a ee oe eee ee 

ol _ % Most weekTy comnunity newspapers .do ‘commercial printing on,the == 
- _ Side to keep ‘their presses -busy during the part. of the week’ when a 
os -% . the newspaper is. not being printed. (it-4s"dmportant not ‘to do’. : : 
ns _ $o much. commercial printing that the printing of the newspaper 
. ee is interfered with, however.) They may also sell office supplies . 

eS /, and equipment as a-sideline, especially. if there are no office *”. «, 
ms . supply stores nearby... eet te ates a: Se 


Successful community newspapers generally concentrate on. local 

, News and issues, especially personal..and organizational .news. 
., Both display and classified advertising generally have 4 local 
“emphasis, with community, merchants and residents. doing most of. — 

- the advertising. The lo€al slant in.adyertising is‘one of.the — . 
Puce ye community weekly's main advantages over the metropolitan daily, 
eo! ‘whith must feature advertising forthe entire area. The‘same 
"4°... holds true, for local news. . ye ey _ 


_ Most community newspapers get about 50% of their income from dis- 
play advertising, about 10% from classified advertising, about aie | 

| _ + 10% from circulation, about 25% from commercial printing, about 5% ames 

e . i from miscellaneous sources. St a. oe tA, 

<2 Ss Sifos't community newspapers run. about 60%:advertising to 40% news; * 

ne, 3 aan) ‘with a- lower. percentage of advertising, the cost of printing the 

ra ; | paper remains the same, but the ‘amount of income it brings in drops. | ° 


The Neighbor concentrates ‘on communi ty news: and isSues, ‘but 


The N Neighbor's S cliient rata circulation aes 
go to subse abere about 1 sont: are sold 
_ businesses. Re 


~. The Brentwood Nei hbo bor» oe ‘published » peekive in a tabloid format ‘ = 
mine Wenn 16"); it. is usually. 20 “pages long: . ae 


Jobs are piled up, and-often the printing: of ‘the: paper has: to wait 


_ explain ‘that they sal er. Customer's * ‘printing is: more important 
,. “than their own, ea ce. a i 


. ie ad affecting” the community: street: wepatr HO oT ke 7, 


“Most of the Néighbor's = advertising comes from: the Brentwood seas 


_ solicit advertising, but depends on. old spegular advertisers and 
- ‘long- term advertising contracts, - - 


_ Ms. Vogel. 


- "Brentwood-Neighbor page’ 3 “ 


Te oe 3 
Paid circulation: should be about 30% of: ‘the community S: , a ee 
Population, for a successful NESPAREN:: aoe F og 


5, 000. 4 009 of those Sal 
hea alg Wats 


The: Neighbor does a great deal of. commercial: ad 9: ! 
printing currently accounts: for: about “40%. of: he"paper'‘ s"-income.” 


until a-commercial job is completed..' Ms. Vogel ‘and.Ms. Patrick 


‘the eo 


to.use. the: mpersonal style. of the-metropolitan: dailies. . 
don't want. it:€6" turn: into ‘a. neighborhood: ‘scandal: ‘sheet: 
Ms. Patrick; "so:we limit. the amount. of space’.we give: to, ‘local 
organizations to-half a page. every: ‘tworweeks , and” we use the:othe 
half.:of that page for. personal: news.’ ‘Otherwise, we" try to: ‘treat: 
matters’ of more. general. community concern; Tike: ‘school ‘board. 


explains’ 


that.’ 


although; some attempts have been made lately to convince down-’ 
town: department stores to advert i gi “The staff. does not generally 


- The Nei hbor: currently runs” about) 40% ‘advertising. and 60%: 1 ews: 
“People. don’ t like a asa with: ‘too much pas explains 


The Nei shbor Aineentiy ener 35% of its: dncome. from display 
“advertising, about 10% from classified advertising, abput 1 sel 


3 from circulation, and. about 40% from commercial printing.: 


v. sales, Policies 


AL 


TC manity 1 newspapers are distributed either ona paid ‘gubserii tion 


Industry-wide . 


basis or free of charge. Especfally in areas where there are” free. 
shopping papers, a paid ‘subscription basis usually causes readers a 
to: hold the paper in er regard and take it eon 2, toe 


- a 
- 
= 


eee 
ae 


) oe _ 2° = 
ERIC aa. 


after their Subscriptions ‘run out but before baud have bane for = 


—, Payment for printing jobs may be required when they are Picked 
et UP». or’ bilis may be sefit. 


Bi 


"Subscription rates are about 9¢ per copy: - 


- ‘Subscriptions are “sold on a on a prepa att t basis only. ' 


— . : : . . qos . eg vy. ‘ - 4 
7 oe . te ale F > : 


oe CALS s, , 
, | Brentwood Neighbor page 4 


e. 
Communi ty newspapers can. be distributed by daceiaie: sent 
through the mail, sold: on néwsstandsiand in. places: of business» 
Carriers can also patna ‘collection of payments for subscriptions 
“and can be used to solitit for new subscriptions. Carriers  § . 
general ly receive a 10% ‘commission on each paper they sell. 


_ Postage costs are about 1/2¢. per copy for a 20-page paper, plus : 


the cost of postage for sending out: subscription renewal- notices en 
and bills, about 20¢ per subscriber per year. 


Newspapers are usually sold on a- prepaid. Sibseription basis, . esis8 
- although current subscribers may. be:sent a few issues of the paper 
*srenewals.. . : -. 


ie I 


Delivery service, iis often offered for printing fobs. 


Neighbor: > 


The Brentwood Nei hbor is etributad ona. paid subgertption basis, ; 
by carriers, and si also sold on newsstands and in local. places’. 
of business. Single copies on the newsstand sell ‘for 10¢ ge 


AP ee pe ey ae ee eet 


“The N Net ghbor does not offer: delivery service for printing jobs. a 


- Printing Jobs” may be paid for when ‘they are picked UP» but credit | 


is also extended if requested.: 


‘Advertising may be paid for when the ad is ‘placed, or a bill can‘ 


. “be. sent. ie ne 
_ Ravertising ; ae ae 
‘Industry-wide: .. . a 


oe munity newspapers do ‘most of their own advertising; a display 


inthe paper with a subscription order blank is often used. 


pe may also be. distributed in ‘the neighborhood or stuffed: 


into a-sample copy of the paper. Other, media’are used to a lesser 
‘extent. Special promotional campaigns or news paper-sponsored a 
community. events: af other means. of advertising that are often used’. 
Total cost of all dvertising (including that in your own paper): 
“should be about (84-42 of your yearly’ ‘net, sales. . 


(Note: ‘its aves you will pay yourself for ti 
va do if your own paper, and forall flyer’ you print 
for yourself.) ' 
ae i . 
139 po Poe foe 


‘VII. 


—- 


_* Brentwood Neighbor ‘page 5 


Neighbor en 
The Nefghbor does. not now advertise in its own pages on a regular vs 
‘basis. A display ad with subscription blank is run on the last _ ee 

page once a:month, "if there's room"--which there usually isn't. © 


-The.paper sponsored a community pet show about a year-ago, but has 


run .no_ other promotional: events since. | _ 


” The Neighbor. advertises. its printing ‘services by direct mail to ‘ 
,. ‘businesses. ;.- oe e.: ee CT ak te mie 
‘Legal Organizaffon ‘ | | 
AL -Industry-wide ee, 


.. before. thé owners are ‘paid a salary. Corporations are more 
. expensive to start and require more legal advice; however, owners 


its Toan payments. Se 


Insurance all expire next week. ; 


- The group. heait 


Newspapers may ‘be operated as single proprietorships, partnerships, - 
‘or corporatfons.. Single proprietorships and: partnerships are 


easief-and cheaper’ to start and require less legal advice. However, : 
proprietors or partners are’;personally responsible for al] debts of © 
the business; and-loan payments owed by the. business must be ‘paid 


Sse 


are not personally respons{lé for the company's debts and can pay .- 
themselves a salary even if the business is not able to meet all of — © 


a 5 : é a Bo. " : ae S74 a : ; 
. Be Neighbor — West ae eee a” ars 
aoe “_ ae Go! eg) Sot ey 
= The Bren tivood Ne Tghbor Ts currently operated as a partnership. 
VIII.” Insarance / ia oe ae 7 o - . 
» re ee Cte : - ae 
A.  Industry-wide = : & ee : ce 


Most newspapersiicarry fire, liability, and automobile insurance. 
(Fire insurance usually also includes insurance against other © 
physical risks to the business.) Even if the paper does not own. - 
any-cars or trucks,..it may be held responsible for damage in an e 
accident involving a:,private car being used for newspaper business. .- “> 
In addition, crime- insurance, glass insurance, group life and, : he? 
health insurance may be purchased. Glass: insurance. is. usually 


almost as expensive as. the cost of: replacing the gldss. q 
a rr re ee) ee 
 # 


The. Brentwood Neighbor's current. fire, liability, and automobile : 


, 


Tt would cost you" $751 r year to continue the Nei hbor's present ” - 
insurance, coverage--$400 fer fire insurance, $200 for liability, a 


and $150 for automopile. 


nsurance currently held by the Neighbor costs 5g 
of the payroll annually; it will. expire. as soon: as. payment stops. 


a - \ 


= 


es eo =. - ee ates page 6 
iz T€ would cost $100 per year for ring insurance and $250. per fe = 


year for as ass insurance. 


oe ” of the payroll. 
. TK ~ Personnel es 


A. Industry-wide - 
mo * Community newspapers should do dency net sales of about $15,900 
"per full-time employees( $7, 500 per part-time employee) , aad 
including owners. © Payroll, -including owners’ ee should: 


" a mn be about 35%: of yearly net: sales. 


Generally. about v4 of: the total manhours should be spent in eal 
‘the print inggp! ant; a newspaper with a lot of commercial printing - 
business wil probably ete more. We of the: total manhours 
should be secretarial. 


. A paper the size of. the Neighbor usually requi res. one ‘full mé . 
+ _-* "ad salesperson. Telephone orders for meyertising can: be ha Ved : 
| by the secretarial staff. ere 2 GER | 


a se “AN > 
_B.° Neighbor i, | E 


@ me . >. There are presently (13 full- time: employees and 10 er a 

a, * ° m7 employees , plus Ms. Vogel. and Ms. Patrick. (Carriers are not 

ee eee ~_, _,. _._ included in this. figure.) _ Seven of. the full-time employees and’. 

“<a - * - four the part-time employees work in the printing plant. Four | 

“7 of the full-time employees. are secretaries, one is.a writer, and one” 

! isa lay-out artist: Three of the part- -time employees are: writers, 2 

one is a writer-photographer, one is in _charge of advertising,’ and 
-one-is a maintenance person/ janitor. 


The N Neighbor's Printing plant employees belong to a union. if 7 | = e 
a. “Financial ‘Records (Attached) 7 . 3 z “ 
. y - 
2 : : ; % 
» re g is 


RC iS. eee Se Oe 


: P ges 


a 


a. 


"Net sais (includes all et 
: sources of aricome) ¥ 


“Cost of Sales a) 
Gross bal 


= “Percentage 


«a EXPENSES. | 
gq Owners’ Salaries Lope 


oS. Employees" Mages: - 


ee Del vagy (carriers Seg a o00 es 


Nee fade sO ¢ fet 


-*Year just ended 


Si 
Tasee Licenses al 


= Depreciation: 


Fixtures & Equipment 


"Telephone * 

"Insurance ~ 

* Legal & Accounting: Fees 
Ubilities 

. Bad Debts. 


Supplies. ’ Equipment, 


Interest 
TOTAL EXPENSES 
_ NET PROFIT 


a. 
oe me 


NO 


hee 5 + 600 


& — 
% ‘ . 
3 
+ : 


un * 


BR ec ee ar 
BRENTWOOD NEGHBDR Tors po 


_ “Yearly Profit-and-Loss Statements for. the tact Three Years. 


Year 1, Year: 2 ; Year 3*°. a 


: an 
67,500 “693000 70,500 

“her, 500° * $161,000" ‘$164,500 — 

og 208 — oe 


| $225,000 | 28, 000 | 
att 


Sema #48 afte se pecan yicce tm tbe te 


“12,000 
“708,000. 
- 1,900." ; 
6,000. ” 


at 


12,000 
1085000. 
1,900 


| os a 6,00" 7 


ae 12,000 oe 
108 ,000:;, i 


| a 3,000 . - 


6,000 # 
6005 Ns) 600 > 
6, 750 

> 1,000 
"2,000 
1,100 
1,100 


ae 
1,100 
| -Y,100 i 
= 3,100 3,100" 3,100 
- $152,450 $152,650 $152,650. 


$ 5,050:  § 6,350 ~ $11,850: 


ee : Ba GB peas a 


BRENTWOOD: NEIGHBOR, 


Current Balance Sheet 


oe wes, 3 vt assets i ‘Liabilities and Ovmer's Equity 


Le enn eee _—— ee -— - — 
Current oe ue oe Current . ae er 


eo Cash $17,500 Accounts. Payable 


“ bnventory” ots Z 2,400 | Other | . 
" Sapplies, i a 1,000 | __ Subtotal ce UP a 


- Subtotal oO 4, 900] MR og 
ae os ae Long-Term is 


. ae Fixed | fe a : “S Equipinant! Loans 
ef “Fixtures & Mach ery $120,000 . 

| a _ Less. Beprectétion 1530 _"=30,000_ 

oh vf . Sutitotal - 8 $ 99,0002] 

Z at 7 - sen te af oe 


Bank Loans. "i 


Subtotal 7 


igor ax he ee By Oe oe Nears s. Protit 


fo My ee eee Woe e ea ak bs “Subtotal 
. = - P * a tS ° . “6 4 | 7 ep, — : . | - te : 
TOTAL ASSETS = $104,900 | TOTAL LIABILITIES 2 
Wed a oe ee es ‘AND OWNER'S EQUITY”. $104,900 ~ a 


ee a ee 


| Current * 


Fixtures & Machinery $90,000 


ry a2 Ge ca a 
. Assets Included in the Sale ~ 


$ 


whe 


Supplies 1,000” |. 


‘Subtotal | “7 + $3,400 |" 


5 


Fixed. 


* 


_ TOTAL $93,400. 


- Business . 


: “* ~ Profile | 
4 t | 
Ln% a ~ 


I. 8 Physical Condition - 


#@ .Flora/s Flowers is located in a small, well-kept building. about 10 years - 
_¥ ’olds / The sign across the front is cheerful’ and clearly visible. There  . 
i jis a/large front. display window containing mostly potted plants anda 
fh - sigr advertising-terrarium materials. ch a ee 
4 Insjide, the store is“cheerful; neat, and well-organized. Shelves in 
yone section of the store hold small potted plants, while refrigerated 
: ‘y display cases along one wall contain a large selection of cut fléwers.. . re 
| A/counter across the. back of the store-holds: the cash register, catalogs. _—s_ 


of floral arrangements, and space for wrapping puréhases.." . . 
The workroom is° located in the back half: of. the store and is partially : 
, | Wisible from the front. section. There -is one large work table, ‘shelves 
../ for supplies, a large Sink, and another -refrigerated case. There. is: 
;/ also quite a lot of empty space. -~ - tiga ee gee ae a 


ar atte. oth 


are Regret 5g ees 
ore-owns—a-pane]_truck-for_deliveries;_it's.-in-good-condition, 
3/4 There is space in the alley behind the store for the delivery truck to. 
ye rk. : . on re aa ie eae 
se Flor pays a rent of $300 a month. There, is one year -left on a two- ~ 
+ year. leaSe.- ; ee eee 


_ 


ie Neighborhood Characteristics 


(See attached maps for bus routes and crime rates. ) 


a 


. 

t ute Fy 4 7 : ; : . ; ts, 

i The site on which Flora's Flowers is located is zoned for retail business, 

% and.no ‘change is contemplated. Ee. oh oe 

4 ae - # 2 oe . ; : Be : 

t There are no restrictions as to size or location of signs on buildings in: | 
~ the vicinity of Flora's Flowers. 7 age 4 eee 


_ The shops in the 4200 and 4300 blocks of Main Street offer high quality, 
*, high-priced merchandise. The stores in the 4400 block are all good quality, 
' medium price stores.., , ee ser 


Pa 


ae ae ~.. Flora's Flowers ; page 2° 


i 


a _ III. Owner 8 Analysis and Plans 7 a: . = oe = - i a 
_ ‘The owner of Flora’ s Flowers, Mr. Flora, tells: you thats 


He na operated Flora' Ss. Flowers. for, five years. "It's s “always beer” a 
me good little business.’. I drove an older florist up the street. out of | 
A Oe RUS Mess: when 1 first opened, " he’ Says proudly. 

' He wants to sell so he can: retire and move to™ Florida. "at! Ss Henny m 
he ‘Says. "That's what that other florist down the Street said when 
he quit. Of course, in his case, he had. no. choice. TT forced him. out ee 


Fe 
: -of business~-he couldn’ t stand the competition. " 


His asking price of $15, 000 includes the value of the stores ae 
plus $2,000 roe good will. | is 


- «Hee plans to nay all of the current aid Tong- tien liabilities of. ‘the 
~ “business; none of them would be transferred to the buyer. re 


oleh 


. "Product: and: Service Line a 2 


Ap Industry-wide Se wie” tS ee > ee 


Flower shops .can’ concentrate, on ) different types of business. ‘Sond 
shops specialize in cut flowers of smal] potted plants,.. seTling 
mostly to walk-in customers. Others emphasize floral arrangements 
*. for special occasions, such.as weddings, parties,*and-funerals. 
iUnusua)-or_individual- ‘ized designs-may-be-a_specialty._Gift-frust 
wea may be a specialty or may not. be. offered at all<: A. large ae 
sélection of vases, pots,: ceramic Figures, and artificial flowers is 


Cr, 


offered: by some Shops. ae a an 


The ‘age and. family status of niet dcnts ‘affects. the type. of business’” 
‘ me . @ flower shop does; younger people-use_more flowers for entertaining): 
r x. while older people Place more hospital and funeral orders. 


Floral arrangements still account for about ie oF total florists’ 
Sales in- the Calverton area. 


- 4 “Sales of potted: plants, eee smal] ones, have tripled 4 in the 
we Me Se last Five years: a 


B. Flora's 


Mr. Flora tells yOue 
~~, 3 
He tries to concentrate on cut flowers and smal] potted plants now. a 
He believes that people are. less interested in flower arrangements 
, than they used to be. "Besides, my best floral designer quit two years 
_» ago to open her own shop in her home town. I haven't had a good aes sanep 
@ . a ee since then, and I'm too old to do much of that now myself." 


“My cut flowers are absolutely top quality. Sure: my prices are high, 
ale for what people get from. mes ns re wel] wor: 7 it. a _— 


eae Ee i p a 


oa a es Flora's Flowers page 3 


He doesn't offer fruit baskets any more, "I used. to, but. they.were 
Rp fetes _ too much of a‘bother. People used to ask for them, but they don't 
aaels any more. I guess they get them from that florist over on Park | 
~~ Avenue.. I've never been in his store, but he-must sell fruit «.  °» 
baskets.",,- .- : s o. 2 ot 
“SW... Sales Policies © = , 
{ 


A. ..Industry-wide “) «wera: io = _ Fe ae 


'. Flower shops generally offer store credit and may also accept major 
'. Credit cards. Membership in a nationwide floral wire service helps 
4*to increase sales. _ Delivery service is a must. - os , 
‘eo - :. “National and bank credit cards usually charge about.:5%:-on credit. . - 
a ; as card sales for their services. Credit card sales usually: account 
for 10%-15% of a florist's sales. ., : es 


Y 


tore credit,; but does not accept credit cards. 


sale,of the sto 


-o . the membership could — ae 
@ 4 - be transferred with: the: see te” eS a ae 


- He-is a member of a flora] wire service, and 


~ VI. Advertising — . 
AIM ustry-wide ~~ ——— 


- Most flowery shops spend 3%-42 of their gross’an sales.on advertising. 


B. .Flora's © 


Mr. Flora tells you: a, ES aece 7 2 


He doesn't advertise in the newspapers. "I don't want people calling 


*-  ° Jn orders from all-over town. It makes for too much delivery work." 
ae ; - His advertising consists mostly of occasional flyers? eee 4 


“VIL.. Legal Organization 
AL Industry-wide 


-Florist's shops may be operated as single proprietorships, partner- * . 
ships, or corporations. Single proprietorship’ and partnerships are..." 
easier. and cheaper to start and require less legal advice. However; 
preprietors or partners are personally responsible:for all debts of — 

a = the business, and loan payments owed by: the business must be paid 

& 7. ~~. before the owners are paid a salary. Corporations are more expensive 

ec: to start and require more legal advice; however, owners are not per- 

oe a a sonally responsible for the company's: debts and.can pay themselve¢ a 
. + salary even if the business is not able‘to meet_all of its loan payments. 


| 
1 
a 


ng s : | ne es 
“Se 1 eal : as ayes 
“ “- Flora's Flowers page 4. 
‘oN m 2 3 
z ) 
SS inaustiysinide ie 


Most. florists carry fire, liability; ‘afi’ Gutomodile” insurance. 
re . (Fire ‘insurance usually also. includes - insurance against other - . 
< “>. physical»risks: to the business.) In addition, crime -insurance, : * 


Rie ' glass thsurance,.group life and health insurance may be purchased. — 
aS - .. Glass insurance 4s usually almost as expensive. as. the cost ot, 
ae replacing ug glass: ie 
4 . oh 
Be Flora’ s . ag | 
Ge gate 8 cae The insurance é agent tells, you that: 


a Flora’ s° Flowers’ ‘current fire, HabiTity, autonobite, glass: and 
Soe crime insurance expire next, week. >. . 


It would cost you. $850 per year’ to. Sie Flora’ S. current” we 
insurance coverage--$150 for fire. insurance, $150: for Vabinity, ao 
$200 for: automobile, $250. for glass and ‘$100 for. crime. : 


Oe Tie i Group health insurance coverage is aval lable to businesses with” 

2 es three or more employees: (including owner-managers ) at a cost of:.. a 
fe ee ee ee en ee 5 avatTapte for 
e so about oF of the. payroll. re ee ae 


ca Bee: 


t a” 3 TX. “Personnel. a ee. 


Mr. Flora currently aes one Employees a floral designer and <atesuonan.: 


"I'm afraid I’ can't recommend her work, though. She's been. working for oats 
me for three months, and.I keep honing she’ W get better, so far she ws 
* hasn't." 


Xe Finaia) ecards (Attached) 
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ERIC >" 


‘a 
“Re 


7 “Year. : ee ae are 


Net Sales sas, 000’ $52,000. 
| Z 23 000 ee So ee 


‘Cost of Slaes 


"Gross “Margin , as eon cr, 26,000” * 2 ened: OE eda 
a or Ske oe ee 


“Expenses: an tS ag ae Se oh met NG fer ule, 
Owner s Salary _ $6,000... $6,000.” 
~ Eriployees': Wages 7 6,000; = 6,000 
es Ce. Pho aa he Se aah 
Rent 
Advertising PET 000 eh Ee ee, 
“Taxes & Licenses © 450. ce. 450 
Depreciation: : Fixtures iy. ve Sts 
& Equipment B00. 800 
" “Telephone & Telegraph = 6007 650 xy BO 
“Insurance - B50. " 850 850 
ae Legal & Accounting Fees 1,000. ‘ * 1,000 = “ 1,000. 
‘Utilities © 1,000 ) | 
Bad Debts © ABO TO 2002 ve 
“+. Supplies ce a gh BA - 500 . - oe 500 Bee - “500: ap 
Interest 2} 7 TOO — 1 i as 


" FOTAL EXPENSES” 7 "$23,450" we 23,600 Los $82, 850” | 
NET PROFIT- > es 2, 0580 $4,000 | $1,150. 


*Year just ‘ended: 


=a fo 149. oe 


: _ ~ 
ERIC 


* Current | Pr. ee oe: Current . 


Supplies 800 ge, Subtotal 


oe Fixed 50000 fn " Eavipment uoans” 


63° oS ae -FLORA' S FLOWERS» ee ae 1 


Current Balance Sheet - as ae he a! 
. *. Assets» ge — _ Liabilittes and Owner's Equity. |. 


eT eee oe Pere eee ter ere ee ee 
Cash $2,500-* P| Accounts: Payable: <=" $2,000. 


‘Subtotal ie $8,000 ee 


Trick ae os : : 11,000 J fe. 2° Bank Loans 


4 


urate & ie. co --6,000. 000° a: Bes ‘Subtotals 3 


* Less Dapreciation : $10,000 - 7 Ces ae. 

| : an al ee - capital ate ce , 

Subtotal = ee ee 
sg a ore i Owner:’ Ss Investment *65950.-” 


i a an: ne a 4 BS Year! s Profit oe -aasoe 


‘Subtotal | 2 7,500 


“TOTAL LiaBILitfes “eo o | 


» TOTAL ASSETS — -» $15,000 We oa. OWNER: S uae $15, 000° 


: . ——— ee 
; “. N 
i = lays 4°. 
ae : 
ee >i * ees 
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SST FLORA'S FLOWERS 
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Assets’ Included in the Sale 


og 
~~» Current 


-Thventory..  ~ eh ghs 


~ Supplies: 


4 


e 2 Subtotal 


< 


os Cr. 
Fixed °° 


eG en he 
ie 8 “ Furniture & Fixtures’: "7,000. 
@ ~~ © subtotaa © 10,000" 


a a coe a 


te. 


ee ea 
- erm. sti ee aes 


be TOTAR $8,500. . pw 


. Me ‘ : - : y ‘ 7 
e@ ; - Starting a Business , . _ - ot, Profile 


BR 


", ,Name of Business; ‘Fraser's ‘Wholesale Stationery oe _ i rg 


+ 1 Physical Condi tion: . : 
~ Fraser's: Wholesale Stationery is sieckeel ina large, well- “kept a - e ? 
= 4 _ building’ about 30: years old. Three-quarters of the building is. eran | 
a a warehouse space; the. .remaining one-quarter contains offices and eos . 
a a a customer service area with count gg, and chairs. oe ete 
on "Fraser's owns a delivery truck about five. year's old;-it's in good 9° rae 
a ere . condition. There is a small parking lot with space for the truck = 2% 
Ne oe and employees’ cars. The firm also owns a small north id use" es 
ee toe e 2 AN fhe Warehouse. ae ee fa? 3 A 
ed eta 4 ails on: the: but Iding is $600 a months there’ are Five years renaining a 
- wee 7 y : 
Pe 4 <th characteristics - 
a hee * ie t wi 
oe oe see étached ‘maps for bus routes and: ‘ering rates. ) 
2. Ss ce. of? © a e “Site on which Fraser’ s As ‘located is #ned for wholesale ‘business + ee Peat 
a a and no change is planned: a oe a 


z There are aestrictons as % size, or location of signs on: m but dings ; 
e in the area, . a a 
‘ “An urban rerevall project. is cnetae: consi dered. for: Main, Street. hetvech 3 wil 
“Smith “Street and the freeway. If approved, the buildings on the south | 


~'*" >. side of Main Street in those blocks. would. be demolished and a new 
| project built in their place. . ee 
ee ‘The stores on Main Street between Smith Street and the fraeiay: ail 1 Took 


' very run down. West off! Smith Street, the appearance of ene stores 


~ improves dramatically. | di ae oe : ; as Ss 
Biscay -~ Owner's Analysis and Pits’ 7 4 eae : : ae a” =, a me 2 me ba 
MP Fraser, the owner, tells. you: ee woh : ee 4 a oe 
rv, 


He ‘started Fraser’ s twenty years ago ‘aiid has operated it ever: since. 
‘He is satisfied: with the business it has done, although he says. ‘it. 
@ a ie _hasn' t lived: up ‘to. his expectations the last few years. & 


| “He 4s selling because he has an offer from ; a fetend ha wants to go 
et - int another business with him. a ‘ees s 


ERIC i. os ae ate ee 152 : tern - pe 


Ne * ue 64 hg oe gk ee ae 
on 2% : . Fraser's Wholesale Stationery page 2 : 


gf. F oe 7 . ae . ¢ ‘ ' e 


His asking price of $50,000 includes the value of the: firm s assets. 


~ plus $5,000~ for goodwi tT. : 
: "He plans to-pay all of the current “and jlong-temm liabilities of the 
gay. Ng business; be of vi would be transferred to the buyer. : 


1V. Product and Service sic ; he 
. * | : _ Sade - F 4 
A. Industry-wide a | ae rr 
Wholesale stationery companid| se11 both to” retail stationery stores 
and to general businesses. © They- provide a complete line Of personal © 
and business stationery and office supplies to general. businésses«. -» 
ogee: :Somé wholesalers concentrate off retail stationers, others on general 
ae business, while others selt equally to both. Smal wholesalers 
: work most with small, retail-stationers and smal] business concerns. , 
iB. _ Fraser's Se: | ae . { 
43+... Mr. Fraser tells you: a 


a es He ‘sells ‘to; both retail stationety’ stores and merear Gucinaeee (ig ae 
t. 4 a? “I dofi't care whosbuys;, from me, as long as they can pay for what — a 

they buy." He ‘isn’ t:sure what pércentage of his business comes’ 

ee From each Source. “What differe ence does it make?" he asks. ko 


8 age cpris hinsel on offering. a quality line of products. "Some... 
ior : hes esaler$.just buy whatever is pie at the moment ‘and.sell - — . a 
*.' . athat to’ their customers. Not tag | When-I find a quality predicts: 0 le, ee 
I stick with,it. My cus tomers "Box ange can depend sie the stuff. : wr 
: they buy fron me. . har 


. 
en 


ea 


We Sales Policies. 


- 9: 


, A. Industry-wi de 


- Wholesale statjoners generally offer delivery service, either free 
or for. a smal 1. charge. Some specialize in Tapid delivery. ees: 
7 in ier re i Pod Peete eutee t > ee, 
“Wholesale” stationer's’ seus extend “ha days' credit to customers, 
- a... + often with a discount for early payment. Quarterly discounts are 
a a also frequently offered. \- ‘, 
"BL. Fraser! s e. . : Og Ee az @ le - or 
Fraser’ s offers ‘free cele. service, with no parents: enphasts 
*® on speed. ee *. ; 


. Fraser's extends credit to customers for 30 ‘days , with: no di ecauat: : po. ae 
'.. for early payment amd no quantity discounts. \ But. if customers — OS ae 
a don"t pay after 30° days, I don't. bother them too much. -I figure. ae 
‘-~_. ~ df they've got the money, they'}1 pay up eventually, ‘and if they sw 
@. : .. |. don't, they, won't. I don't offer quantity discounts” ‘because. none 
a ae > of my rustones buy that much. me : ao PEs tes 


» ot 


“2 - of Fraser's Wholesale Stationery | page 3 : 


VI. naverttsing — : 
. A. Industry-wide 


ne . Most wholesale stationers ‘spend about 1% of their gross annual 
| sales on advertising and promotion. - a gore s 


a - B. Fraser! s << : * ee eG ee 

Mr. Fraser Says he- doesn’ t advertisesat all, because “wholesalers. 
‘don't have to advertise. We're not. trying to sell to the general — 
' public." He feels sending out promotional materials is "a ‘waste 


of time; money and paper’. : =e just throw them nay ‘anyway. 2 


VII. “Legal, Organization a ‘ ag ae te a 
A. ‘Industry-wide . go ; oe wits _- = i. oe pe 
S pe a aes ; Wholesale: stationers may be spent as single proprietoyships ,” 

i ; z»  ~, partnerships, or corporations.. Single proprietorships. and. part— “ Sees 
‘Nerships, are easier.and cheaper’ to start:.and require: less legal. 
advice. .However, proprietors or partners are personally. respon-— 
sible for alJ:.debts of the business ,..and loan-payments..owed by’ the" 

ee ‘business must. be paid before the owners: are paid a salary. Corpora- ‘ 
-@ , _ 4 tions are more expensive to.start and require more legal advice; 7 

anes . J .+  * “however, owners are. not personally. responsible ‘for’ ‘the company's * 
: . debts and can pay themselves a salary even. if the: Pub ines? is not 
: 2 ' :. able -to meet ou of its loan’ payeents: ~s es 


+ 


a mek See on 
_. +... * Fraser's Wholesale | Stationery ‘is currently operated asa single ~ a. 
a oo proprietorship. 7 qagee Rete. ee a a 2 
VIII. “Insurance: es, er wer ee ee ee 


-B. Fraser’ s~ 


ae yi te ; oe . . cae 
ee es ce A. industry-wide co a a OO ss an 
_ | “Most wholesale stationers* carry: y Hires ability, ‘and autonobite - re 
insurance. (Fire ames also includes insurance - a it 

g 


a oe minder 3 10 cide tue! aerate are ts Gikey sal) avert! 


oF oe - + against other physical risks \to the busjness . ). In addition, crime.’ 2 2S a 
nl ., insurance, glass insurance, grgup life ‘and health insurance Be 1a 
, ate pe , ‘May be purchased. Glass in#irance is usually almost. as expens i ver 
e _. aS -the cost, of rep! ein the. gla S$. es am . ewe 


=. Fraser" oS 4 aw 


The insurance agent tells. you. ‘that: 


Fraser’ s current fire,’ Viability, rie ae 2 
expire! next week, F | ada . a 

It would cost: you $1, 000 ¢ r year to contine ‘the current coverage-- 
_~$400 for fire, $200 for J fability, aes for crime, and: $200 4 for: 


. es SautONOB He -_— 


;: oS = zm oe Ss moh 4 
7 ee OP ae Fraser's Wiolesate SESCLONE EY. page 4 


‘Group health insurance coverage is available to hosinezene with: 
three—or. -more employees~-(ineluding-owner-manager)—at—a~ cost-of 
ae, _ about 5% of the payroll. Group: life insurance is available for 
So about 3% of ,the payroll. . -: . 


IX. Personnel oe yg Be 
a Industry-wide™ 
* ‘ynolesale stationery companies should do at least $25, 000 seuniy: - 4 


_ _ Net Sales, for each full-time employee’ ($12,500 for each park 
+ . “time employee), including owners." : 


ae “B; Fraser’ s A Oy en: : “% _ 4 
a a ; > 
Mr. Fraser currently hae six c full-time ‘Suiloyees: a secretary, a i Oe 
* salesperson, three warehouse workers and pne driver who also a: 
és helps to pack up orders. . HF 
X. Financial jiecords (Attached) - ae a a 
oe _ fe 
@ | ® 
Re | ; 
om : aS 
% yw? - +, : “i 
\  & be a : 
may “ state on 4 - Ot : corsa ~ io ne : 
“. we 7 7 = 
_ ~ F 6 / . ee » 
; -_ o 2 . 4 P 
7 e : . . : ‘NS en 
* Pe. e ae 
’ cS -* x : ae 
te * 
. ‘ , e 


. be ., 7 .. = a i Sk a eae 
6: | | ._ FRASER'S WHOLESALE STATIONERY Ae +82) oh Ol es, 


se . : “bs ee ee 


x. a “early Profit- -and- Loss Statements for the Last Three? veure® m 


8 : . . ‘ he s te ‘ : ( ; , . ‘ 
"9 : ard te % Year 2°" | Year.3*- 

: : . . 5 Sia er ar ‘ ri " 

Net Sales NS $190,000 - _ $192,000 oe $193, 000. ois 

OTe, cost of Sales ae 129,200. . 130,600. 131 "300. | 
" sa a a a mre 

. Gross Margin : 60,800 Midd a of, 61.,800- Brey 


cS 


EXPENSES: . 


s 
e. 
r 


ae b - dvner's s ‘Salary ee tae a 6,000" re ts r 
fn ae ‘ eat ae 976. whic ood 

~ Employees ‘Wagés ~ a ehrece cee 
er “A »500: ares 
oe = “y6,0007 ae 


sy oe , te ‘ae Pay 
A Fer ets 


sane ~&. hice. 


.. js Degrects sini at ae 


¥ 58, 350" 
os 2,980 


: Na es 
Na Parr ate 
/ "Head Cust ended. 


1 


‘Current 


~ Cash. 


- Inventory 
"supplies 
Subtotal 


Fixed 
Truck: . 
“Forklift, 


Furniture & Fixtures 


a 


. Less De re jati n .%. 
eprec ae g 


* subtotal 


“TOTAL ASSETS: 


_ Assets 


FRASER! S-WHOLESALE-STAT-IONERY. 


a 


= $ 4,300 


26,000 


500." |. 
Ghee obo 


Lo ea AI Seo Ney CEES PEO te oe 


a - “ OWNER'S: eIULTY ; 


Current Balance Sheet +. 


Liabilities: and. Owner's Equity 


-/ Current | 
*$ 15,800 | 
2,800 


- Accounts Payable 
Other 
| ‘Subtotal, 


%. Long-Term A 
Equipment Loans 
Bank: Loaris ” 


“Subtotal 


Sea 


cog heapita,- 


Owner’ S. Investnents $8, 


35,550 
al 
- 38,500- 


"Year! 'S ‘Profit. oo 
- Subtital” 


tase aa te 


+. TOTAL LIABILETIES Py 7 6 te Bs aes 
$45,800 


Stet eed Gap OE AON HRI tae arc 7 ARSE RE a atta at DIME eo ce tA 
sO ERah ee ‘ 


Assets. Included in the Sale .. 


Ohi “= 


Current , . ‘None 
Inventory | 7 $26 ,000 
22 Subtotal” 26,800 
Fixed | | 
Pe tpuck 7 3,000 


Forklift 0,000 


_ } 2 Furniture & Fixtures “* | 7,000 


@ .. Subtotat 15,000 


"TOTAL 


. $41, 500 | 


Pree] 
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Starting a ‘Business a Pro file 
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. 1Nane of, Business: "Fred's. Bakery 


arn i Physical Condition . . . a 
pe - nh 2 Fred's Bakery is located in a 40 year-old buitding, witch appears: to. 
we _ ae ,: have been remodeled inside within the last 15 years. 

of oo, F ~The building ‘contains a group of three offices, an employee lounge, ° 

and the bakery itself. The equipment is “mostly, about ten years. old, 

tg some « appears: older. It all seems to be in good woreing 

order . Latte og He 4 * 


There is a _ loading dock at; the rear: “of the building, and a fe 
parking lot with space for the company ' s ‘trucks. and employees *: “cars. 


| & 
@ . --. Theré*is a billboard on the roof of the: but tding which is visible from “ 
m4 ra * , both directions on. hatin: ‘Street. a . oe 


Te. Neighborhood Characteristics, 
| (See attached maps _ for bus routes: and crime rates. _ 


The. site on which Fred's Bakery is located is ce se a small manu- 
me ‘facturing concern. No changes are. contemp] ated in. the near future. 


An urban renewal ‘project. is being approved for. Main Street between. 
Smith Street abd the freeway.'. If approved, the’buildings on the south 
Side of Main Street in those blocks would be demolished and a new. - © ie 
_«. Pproject..built...in. their. Pplace......The.. .bakery..is... not.:included. in. the. urban... nis ae 
"renewal. plan. . eee og ee ae 


’ The owner of the bar: and. gril] says a lot of the men ‘ane work in the: 
‘ bakery patronize his place. Several.of. them: were laid off. last year, ae 
. . -- ‘and since then the. others have worried: ‘about os ing their Jobs. or the bas 
ce 4s “place closing down completely. . a! ' 


- -The ‘stores on ‘Meine Street between ‘Smith Steect: wid ie aay all look. 
_ very run- -down. . West of Smith Street; ‘the appearance of: the: stores 


a) 


. improves dramatically. "ak ee 


wo ee 111, Owner’ Ss: Analysis and Plans — 
@ a ae <a The owner of Fred' s Bakery. Mr. Abruzzi, tells you that: 


«He inherited the business from his. father. 10 years ago; his father had » 
started. ages the: SS before that. He a and his: brother are now m Parenerss 


7 


en +. = ei ' Fred's Bakery page 2 
\. a 


a ‘a co 6 ak to we? * 4 ce 
He doesn't. unde#stand why people don't buy his white bread instead of the - - 


national_brands;_he feels it is so_much better_that_it_is_well_worth the 


25¢ more per loaf it costs. He thinks people should be more loyal to 
Jocat: firms than they appear to be. 


He took over the business to please his father, “hid has. now died. Before. 


_, taking.over the baker, he worked as a security guard. He now thinks he — 
7 would like to open a private investigation service. a 


| His asking price of $280, 000 includes the . firm' S assets, plus: ‘$67, 500. 


goodwil}.. It does not include the furniture in Mr.. ‘Abruzzi's office, 


~which his. father brought: when he started. the company. He feels a senti- 


none would be-transferred “to the buyer. 


or past. 


~mental attachment to it and- would like to take. it with him to: ‘his new — 


enterprise. 


He and his brother own the. buitding: in: ‘which the ‘iste, is located. 


They would keep the“ building: and lease, “it, to you for $800 a month. 


He’ plans ‘to pay alb of the bakery’ s eirrent “and Tong- term ay VeN Geer 


we 


. His: brother plans to open a bakery in another: state’ “about 1500 miles 
" away’ aS soon as. mney are able to eel ne. neers 


SRR SE ig 
. 


% 
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A . Product ‘and Service ‘Line .@ : 2 re ae 


A. Industry-wide : 

Wholesale bakeries can concentrate on various. “types of business. 

“Many small bakeries specialize in unusual types of bread, rolls, or 
other baked goods, rather than offering standard white bread, Local 
or ethnic specialties may, be offéred, depending on the malneks ~ 


Many wholesale bakeries operate a small retail store from which they 
sell: day-old baked goods at bargain prices. Depending on the COMMURSEY » 
this can. be one means of controlling. dale over-protiction. — 


Most wholesale bakeries have their own trucks to make deliveries to _ 
~ their. ‘customers. siete dine ote Le pon dg nctiueaperesnntiih Er cuattnia ek Meat daclle ug iince cathe 


. The: general. trend in the business~is toward fewer and larger bakeries ~~ 
_ fer producing white sandwich bread an her standard bakery products; .. . 
more: peer chains now have their own bakeries than; was formerly — 

*'However, restaurants: have their own bakeries than. in the 


Ten years ago, specialty breads accounted for only 5% of total sales 
' industry-wide: today they account for nearly 25% of total sales: The 
‘number. of restaurants. serving specialty -breads has increased 200% in 
the la#é. five years, 


: * Fred's Bakery ‘page 3° 

wa ‘Fred's ee Ae 
oy a ate 
Ar. Abruzzi tells you: : = i 


o& 


Lge 


He specializes in plain white bread, although he. has | started: to ake 7 
_ hot dog and hamburger ‘buns the last two years. "This is a plain, | 
basic operation, igpe says. "No SNS: for me." _ a 


The company owns five. delivery trucks and provides delivery service 
- on an every-other-day basis to grocery stores and restaurants. 


He sells mainly to independent grocery stores and restaurants, with 


much of his business currently coming from three large, expensive 
restaurants downtown and a Chain of specialty sandwich shops. "They 
like our bread -because it's high quality, and.I give them a good deal." 
: Many of the grocery stores who "had bought from him for years have 

-  -recently closed; two large stores’ were bought by chains and stopped. 
jorgering, apis bread. 


Me. “Sales Policies . ' 4 


Mr. Abruzzi does not advertis fisively because he feels the. 
company is well enough establishe at everyone already knows about. 
it.: "We! re like a he: ays, "a mousenetd word. " 


A. Industry-wide 7 7 
. Most wholesale bakeries extend credit to their mre “Some ‘allow 
“~~. * discounts: for early payment, white . others offer ao discounts. 
_.. _ St{IT others allow gta whee of discounts. 
B. Fred's es : 
% Mr. Abruzzi currently extends credit to his. cus tomers, ‘with venie of 
_ . Net’30 Days (that is, bills must be-paid in: full within 30 days). 
He also offers. a: quantity discount; only two’ of the large réstaurants 
usually onter enough to quavity for it. —_ 2 thes 
VI. “havertising ane ae he eo ee 3 a 
— A.’ Industry-wide ee ae ea. - 2 ae | ee " 
--Wost bi bakeries spend 3 3%-4% of their: gross annual sales on’ r-advertising ch 
eB Fred's ae io oo = de & S ’ 


is VII. 


al 


os 
oP 


- Legal Organtzation be ope a se . a ae 


: cose AS —_ 


‘Fred ‘Bakery “page. 4 } 


ce ey et 


K. 


. . iiplesela bakeries maybe” obbrated as saipoie probrietoshipay 
partnerships, or corporations. Single proprietorships and | 


? 


orgie s 


, Fred's Bakery. is currently operated: as a partnership, with Mr. 


a Indus try-wide < Zs ee 


partnerships are easier and cheaper to start and. require less 


~ legal advice.” However, proprietors or partners are personally 


responsible for ‘all debts of the-business, and.loan payments owed 


-.. by. the business’ must be. paid before the owners are paid a salary. 


Corporations are more expensive to start:and require- more’ legal 
advice; however, owners .are not personally responsible’ for the - 


. company's debts and can-pay: themselves a salaryseven if-the - ik | 
~ business” ‘is ‘not able’ ‘to. meet” avy of its.” Hoan. Pa nents. - ” 


Abruzzi and his ‘brother. as co-owners. x. _ 
“oo. aa _ is ot 


Ir 


Industry-wide © 


Wiis FA Wee 


Most wholesale. bakeries carry five, ‘Viability, ‘a sutonobite.- 


| reptacing the: grass. 


7s Fred’ S os “- Oe” 5 


7 Fred's Bakery’ s “curteér 
_ insurance all Sole next. week. peewee 


Serene health: insurance. Coverage . is available to. busin pss with ‘three - 


- 
? 
s 
aS ee 
a: 


“ance® “Coverage--$2500- ‘for fire insurance, - $200 “‘foret 


e.-may: be. purchased. 
Glass insurance is. eeagted minaret as =xpe 


; ft 4 a ee 
~~ dnsurance. (Fire® insurance usually -also: includes. insurance apie 


: other physical ‘risks. to the business. ) -Insiaddition, ‘crime. insurance, 
"glass insurance, group life and health in 


TMi insurance agent tet yoo that: | . Ps = a pe ae 


efire, Mabititys autonobi8, 9 and crime, 


It. would cost. you: $4800. per. ye to continue Fred! 
ability, : lel 


for. automobile. insurance, and $600 ‘for: crime ‘insurance: ~~" 


or more employees (including " owner-managers ) at .a cost of about 5% 


of the payroll. - sre are insurance. 1853 ‘available for about on of 
- the® Pe > : le MS Dp oe oe 


3 om 


Ss. vesent. -insur- ee 


“aMBosiaghhors hey 


‘ IX. Persontiel 


“Fred's Bakery ~page 5. 


industry-wide 


“3 


Wholesale -bakeries. shoutd do at least, $23, 000 in ‘yearly net. sales 


_per full- time empiayes ($11 500. per pare time employee), including | 


* owners. Se OS ect 
5 * B. Fred's , — : ee - ier ck te exe i on, 


| oe bakery currently hasa32 employes: 20 bakers: 2 acl deere ae ae 
0 : 


4 drivers, 2 secretaries, 1 bodkkeeper, :1 inventory/supp] iés manager, - 


° ‘1 janitor, and 1. maintenance per'son. They had to let 3. bakers and: J 
baie driver go” Tast™ year. ~The’ bakers” ‘are: Mnoniaey: — es 
ee x Equipment and Fixtures a | 
+ 3 Ke “Industry-wi de". es ea = a a oe Se 


Standard bakery saliipeent “tan Be ica to produce: altnost: any ‘type of 


bread and rolls with only minor modifications, mostly in type of pans 


used. The cost of. converting ‘a.smalT bakery - from one type of product. 


> “to another averages. $1000. “Cakes, pastries, and pies require more 
extensive changes, since different. mixing machines. and sometimes: gh 
different ovens are ‘required. ~The cost for. converting a- ‘bread-only 


_ bakery to a ‘cake, Pastry, and, pie bakery averages about $5000. 7, 
ee B.” Fred's iad aaa od es a ae a 
4 , New « office furniture hin cost, ‘$2000. ees a Ne 
. xls Financial Records. (netachedl i ee oe oe. ae 


neal 


FRED'S, BAKERY se watt | 
—. : ‘early profiteand-toss-Statenents~ for the-tast Thiree ‘Years — nr 


~3 


‘ 2 et re Ee ka Year - —_ Year: eae. Year a 

| Net’ Sales. 7 - - 2, $885,000 - $080, 000 - : "$800,000 oe 
‘, _, Cost of Sales 875,250 “572,000. 520,000 
* Grosg Margin. 308,750" oo 308,000 > ~ to a 
ge ies ae? a ce cre | 


Expenses: : is a aa -& Uaige. * " e ; Sr eer 
Owners’ Salaries, a, _ $12,000 —. $¥,000. $12,000. 
. *\ - aa es ees 


| ‘Employees Wages oe “216,000 216,000" ~~ 392,000 

” e Delivery . a we “10,000 4 c. 10,000 © . ccc 
tee _ Advertising —" aoe 1,250: i : 1,250 els 50°" : 
‘Taxes & Licenses’ ———S—=*10,00:, 10,000 ee “ 
Depreciation & Repairs: 13,000 800 12,000. SG 
_ Telephone So a0 2500 2,500 a 


* 


‘Insurance, | eC as a: 4,800" _ J 848005... 


be we : “Legal & Accounting Fees, 8 1150 . 8,150) oS 5150. 
- | Bad bebis 8005 3,600 : 


iP otek? GME A te Maa tor) Pat SmUAiRER an genet gt yr aemr cata ented oh 


oe “Supplies. & Equipnest -,13,000° ‘ 13,0008 2. 
i eae “Interest oe en a er ae a eee 
| “* a “TOTAL "EXPENSES | 28s $300,950 . _ $300, ges “$273, 450 


tear re 


° ’ . ‘ a . " . . . Ph 
ve ‘ : , - , : #5 . ~ ue ra : . * ae . 
et * ‘eo? a caer ie : . a Ms ow” ae 2 7 ec Vee 
u % : . f . * ryt ea Oiler oa 3 a 
foe ta amt : a axe : . ‘ i » 2% aren “at : : sees 
ie a ‘ a ‘ : Se anal eed om . a a hat : 


ee a Be | 
DA ee 


a _ aa = a a FRED’ $"BARERY 


2 yates re en ie fgg BN “Current. Batance Sheet - 
eee ef, ee eS 


eo. ae oe = fs 
wie eee tig te eb ee we enn tine 
a -* Assets — 


: Current, 
$29,000 | 
asia | 
“10 “10,000 | 
$4,009 


Accounts Payable 
. ee Inventory. ~ - Other Soe 
Saag Supplies m4 : _ Subtotal, a 


_-Subtotat 


Long-Tern oe 
~”+-754,000 Bank tidkas eee 
_ 16,000° Capital ore 
“ 25,000 af Owner S. ‘Investment 
300,000" * 


_ Fiked* oe on 
wea eo Autlaing, ; - ; 
ees “Land ae - 
| Tricks: , : 
oes tps ms Fixtures & Machinery . 
a |. _2150,000. Subtotal 7 

266,000 | 
$320,000" 


we ae Less. Depreiciation. 
“ ae seh ag Subtotal a. * a 
- TOTAL LIABILITIES 


ToroL: ASSETS AND: GunER’ S: EQUITY 


¢ cs ” '. 
“ 


- Liabilities and Owner’ '$ Equity 
© $20,000 
“20,000 2=« 


“310,000 


263,450" 


Year's Profit : ee 


$320,060 


40,000 


, 6,550 
‘270,000 


“FRED'S BAKERY . 


> ‘ 
7 *$ - , : z . soa 
* . : H 1° ‘ . ‘ a, 
an 3 . Ss 2 a 4 . 
: : i é « om > Ae . 
in an es ws ; a = ae - SD be on eahics gual ace . reat 
: ‘ ~ 2 - ne ee a eee fl ene 


Assets Included in the Sale __- Liabilities Included in. the Sale: 


—_— 


,» »* Current 


_ | None _¢ 
$15,000 | 


Inventory 


: -- § 25,000 7 a < 
“ Fixed 3 . ie  e aa 
Trucks is’ 7 50 - oe 
a “iii y- ag ode 
Fixtures & Machinery. 7 a 
oe -’ (not including Mr. . ae a 
[ .  Abruzzi's- furniture) _180 5000 : 
R 2 oo _ Subtotal : a = J , 197,500 : Z s i. 
TOTAL : “ "$222,500 “ a. yey 


a 
a ‘ 
aoe 
a 
i 
a 4 
” 
a ra 
t hd 
n 
- + c 
. 
« 


. aa go 
. oa hoe i 
a ss ; oe a woo 
SBSG 2 | . eRe a SR Business - , 
Starting a Business 7 a - 7 Profile. 
2 . 4 7 . = ere “ee : 2 . 
‘ # . a. 
i se. : 
"Name of Business: Petersonis Restaurant 8 os Eg tte a tee ae 
rar a Physica] Condition | , ~ Be eo Ge . - os ae oe a 


Peterssh's ‘Restaurant is- located. in a bui Iiing abéut 20 years: old. 
It has a simple sign across -the front and cafe. curtains. An. the 
large ene window. - a ae Se eg 
There are 6 bosths, which seat 4-each, along one wall, aiid 12 square. 
‘tables which will seat four and can be arranged in: vyrious. ways to 


sap gr | accomodate larger parties. Paper placemats are used on the: ‘tables 
ah Os ' jn. place of tablecloths.’ The cashier's counter is Tocated by the —- 
a _ front doors it includes a small display case come al imi ted . 
Selection: of candy and: gums. . my 
<< The kitchen is located at the back of the ‘biitding, It is an 7 


fully equipped, and very ‘cleans 


@ " . The walls of the dining room are. painted a neutral color.” There i is - 
te “-a’small lamp. on the wall over each booth “and two or three large . 
pictures hanging on the-walls. There is a coat rack by the entrance.,;: 
- The dining room has a Vinol eum floor; the entire room is ‘kept. unusua Fly 


“clean. 


| Mrs. Peterson pays. $400 a month rent on the building; there. are five years . 
‘ left: on a ten-year .léase. The landlord will pay for structural re-— 
_ wOdeling-afid: painting of thé building. - 


| II. , Neighborhood Characteristics . ca 
(See attached maps for bus’ routes and crime rates. =. 


io a a Athe site on which:, Peterson's Restaurant is: located is zoned for’ retail 
ce business. No chafiges are contemplated in-the nearg future. . Signs 
; projecting more than 10 inches from ‘any. Side of the: building are pro- 
te hibited on Washington between Stevens Lane and Park Avenue. . 


The. shops. in’ the 4200 block af Washington all offer high quality ; 
merchandise at high prices. The department store at Washington and Center \ 


. is the most. expensive in town.- The shops in the 4200 block of Main Street 

i. ae are also high quality and high-priced. The movie theater at the corner 

re of Main ang center shows first-run movies .at top prices. ; 
wo is Big “i = Ming : 23 ky a . if 
 ) 7 Il. Owner ' S Analysis. and Plans. be BSS 4 . » ag ¢ 


2 a oes Mrs. Peterson, the owner Peterson's Restaurant, tells you: 


bil @ . oe ; Ae J . 4 : bd : ‘ 4 % 7 
2 * . one : _ fogs .¢ é 
ERC dg ger 


pete hestaurant page 2 


ie: . 7 : : ° . 4 : Pre sae So Sass 
Be : ; ; ; ; oe . iu ies An a) 
i . oy ae 3 a i 7 ; Ms : 

oe een . : . ato . . . ed A : eee ae ‘ ' 


res 


ae | 
She wants to sell so she can go back to college. “She” aut after: two 
years and has, always wanted . to finish. 


0' Reilly" s,..the restaurant. down. the street, opened two years ago. She 
doesn't understand. why they do so jmuch business, since they offer the 

“same things she ‘does and she's: been there longer . She doesn't feel ¢ ‘ 
Blackwell's, thé restaurant across the street, is veel a competitor. 
"They're a different kind of-place," she says. ; 


. She's ‘operated the restaurant: for four years, but she: took it over fr 
o - a man who had run it for over 30 years,’ and she's changed it very) Ee 
96, te 2 little. Since then. "rT Figure the old reputation ought to be ew@ugh."" “'g. 


ae She. feels. one reason 0" Reilly: s bas gotten. some of her old customers 
» is novelty. However, she's conf dent that will soon wear off and 
‘they’ 11 start | “coming back to: Peterson’ Ss. 


. - Her asking price ‘of $20,000 covers what she paid for the pastaurants 
eye es a plus -what she.put into it, plus about $3,000 for its reputation. "You 
= don't get a 40-year tradition for nothing," she points ‘out. . 


She plans - to pay off all of Peterson's debts; there will be no 


PF ee ras * liabilities for the: ‘buyer to assume. 6 | a ot , 
. J UW. : Pia and Service Line — | _ a a ee ee 4 
— AL Industry- wide a 6 ba , - . 


A restaurant must establish a definite image by providing a santiciisr 
type of food, atmosphere, or service. The location heavily influences 
what type of restaurant is appropriate;. it must suit the tastes and. 
‘* needs of the residents: Of ‘the neighborhood: “The number of waiters- or 
waitresses and type of service: ‘provided varies depending o on the wees 
of ‘restaurant. a ; 


Me - “Other: restaurants in the neighborhood may not be competition unless. 
. & they serve the same type of food and depend upon the same clientele. 
A group of several restaurants in the same area may be an advantage, ne 
if they each have ‘something different. to offer. . | + 


BE ek: 


. 3 


The number of foreign restaurants .and restaurants specializing ina . 
particular kind of food has increased five times in the last ten years . 
. in the Calverton metropolitan area. 


B. Peterson’ s 


Mrs. Peterson- offers a “menu of simple, ordinary Anerican food at 
sPeasonanle Brices: sHothina fancy," she-says. "Just a food." 


2 .° re 


4 ‘ . 2 , a 7 : : . 7 E 
3 : - * IR 


ENG. 


re a. eee 

er a -V.- Sales Policies o - 

a Industry-wide . oat | e . ie ) 
Cc 


+ edit card . 


. 


VI: 


VIII. Insurance’ 


2 


ERG ee), 


- B. Peterson's _ a — 


'B. Peterson's ~ 


; ‘Many ‘restaurants accept major credit cards: national 
“companies charge 5%. of the check for their service. Credit card © 


, Sales usually account for about 15-20% of¥a restatirant's sales. 


Peterson's Restaurant page. 3.- 


Bee Peterson's | oe 3° , ee = — 7 . 


Slee: 


_, Mrs. Peterson does: not accept credit cards. | 
Advertising ° . - . iat Se 7 
ae 


_ Most restaurants spend 3-4% of their grossannual sales ‘on. ae 
advertising. a ey Wee ee a 


*Mrs.. Peterson. does most-of her advertising in the metropolitan - 
newspapers. ; <i Ps ty ee Mf. are 


- Legal Organization od ee cm ye ee a oo ee 


Wr 


a a. er en ee 
Restaurants thay be operated as Single proprietorships, partnerships, 
or corporations. Single proprietorships and partnerships,are*easier “ 
and cheaper to start and require less legal. service. However, — 

‘ the business; and loan payments owed"by the business must be paid 
before the owners are paid a salary. - Corporations are more’ ~ 
expensive to start and require more legal advice; however, gwners. . * 
are not personally responsible for.the company's debts and. can pay 
themselves a salary even if the business ‘is not able to meet all of. 

a its loan. payments. ae " ; = 


pe 


Oh 


Peterson's Restaurant is currently operated as a single’ proprietorship. a 


“ee 


A. . Industry-wide — 


_ + Most restaurants carry fire and liability insurance. (Fire insurang 
‘usually also ‘includes insuranceiagainst other physical risks to t 


business.) In addition, crime dnsurance, glass insuragge, group/life, - 


_ and health insurance may be purchased. ‘Glass ‘insurance is usyally 
_ “almost as expensive as the cost of replacing the glass. 
169 


‘ate 


e 


Restaurant page 4 
ie : . ; 


sal -espire, pe 


fe! Group -héalth ‘insurancesis available to bi : 
me gthree employees (including owner-managers). for dbout 5% of the 


- payroll. 2.2. one 


oe ; IX. Personnel : a = - ee a 


“AL Industry-wide 


"Restaurants should do at. least $15,000 in yearly--net sales per 


full-time employee ($7,500 per part-time employee), inchuding a Pa 
owners. a. 7 gee a ita 
@ . B. Peterson's. : a | ar ce ae By 
Mrs. Peterson tells you: — _ . | 
| She currently employs one full-time cook, one. part-time cook's 
~ helper, one. full-time waitress, two part-time waitresses, and 
. one full-time dishwasher. The cook had worked for two other 
- American restaurants before coming to Peterson's; ‘the part-time « . 
; waitresses and, the roeeaaen are all-college students. 
~  -X. — Equipment and Fixtures. ae: 
It costs about $75.00 per seat to remodel a restaurant. This figure | : - 
, includes new furniture, fixtures, signs, and kitchen equipment. 
s : ‘ ‘ ‘ . 1s, . : rane . ee 
XI. - Finantiat’ Records (Attached) - —, _ 
; ah . * 
et ee i ee HS - . 
; ps ‘ . ; 
, a | aa 
® oe al 
e as - , 


nn ; re L700 ae pt 


~~. NET-PROFIT. 


PETERSON'S RESTAURANT . 


u&, 


Cost of Sales* ce 
Gross Margin 


Percentage . 


Year 1 


" Net. sales | es EB 


~ Year 2 
$82,500. 
33,000 
49,500 
60K 


Yearly” Profit- Ean: Loss Statements for me Last Three Years: 


48,000 
“608 


EXPENSES: 
Owner's Salary 
Employees' Wages 
ie, Sek ery 

© Advertising 

‘Taxes & Licenses A = 


“Depreciation: ‘eivtiives and edilip- 
ment 


Telephone 
Insurance = 
\. ct 

Legal. & Accounting, Fees 


‘Utilities 7, 


dhe, 
be 


“Bai “Fees 
ae 


Bad Debts - 


Supplies (including: uniforms, 
menus, etc. 


Interest . Fs . 
TOTAL EXPENSES - Ci 


*Vear just ended. - 


e 


“65000° + 
27,000 


000 \ 
#800 


700 
, 300 
B50 


4 


__150 . 


$48,000 


1,500 


6, 000. 


“ey 


897 000 


4,800 
-¥5000- = 
e800" 


el ae 
300 ety 


3,700 

150 a 
"$47,800 © 
“$200. 


PETERSON'S RESTAURANT 


Liabilities. Included in the Sale: 


- "Assets Included in the Sale: 


7 9 


Current 


= Tnventory ie $5,000 .» 7 
_ * Supplies 8S é 500 
i | 7 ' Subtotal, on 


Furniture. and Fixtures. $9,000 
a eS es * a2 Sa | a Oe ee : 
TOTAL $4,500 
vi oe : mh “oats dea : : Lee . 3 7 - . a : 


me. 


. ! ane, 
a can = 4 
= Assets | j 


Current | 
** Cash fo, de - $3,000 
jiventany _ ; 5 : 
; Supplies | %S = 
Subtotal $8,500 


Fixed’ Ds ge 
Furniture & Fixtures $14,000 


i @ > ‘Less Depreciation -5,000~ 


ne cc. . “Subtotal og 5 000 


. TOTAL ASSETS . $17,500 


ae , KAS 


‘ 


’ 


Capital 


‘Liabilities and Owner's Equity ~ 
s! a rn eae 


* 


Accolints. Payable OS $5,000 
Other” 10H 
“Subtotal - =. «$6,000, 


éong-Term - . A 
Bank Loans. ss 4,000 


4 


. Owner's Investment | _ 7 300 


‘Year's Profit... 


" iy 2 “i 
Subtotal ' $7,500 - - 


TOTAL LIABIIJTIES& | 
" OWNER'S EQUITY __. $17,500 


’ 


‘a 


. 7 8. Business 
SBSG 2 a ar — . jean 
bed Starting a Business ys eee oa, - : . Profile 7 
4. 
_ 


‘Name of Business:, Sparkle Cleaners. - 


I. Physical Condition 


Sparkle Cleaners is located in a large building. about: 35 years-old. 

~The front one-fourth. of. the building. is the:¢ustomer service area. 
There is a long counter running: across the entire store, plus three. 
vor -four chairs opposite the counter for waitinglistomers. The:back .-: . 

-, three-fourths of the building contains the cleaning plant.. Some of |. a 

_- the equipment is quite old;* part of it appears new. Mrs. Engel tells: | 
- you that the new equipment was bought .two years ago;.it is designed-— . 

- especially. @Mandle recently developed fabrics: The rest of.the — 

-__ equipment has been in the cleaning plant-since she opened it 15 years. | 
~—ado. It is all useable,.and none of. it is entirely outdated, although  .. ae 
-part %f the original equipment will probably need to be replaced within 

‘a few years. se. @ an og a ECan Baa PE Se age 


! 


<c 


_ ~, general way;“tnéy have been put up with scotch tape and are curling at. 
the edges. The store is clean but shabby. - oo ee _ 


structural remodeling of the store. 


Un, Neighborhood. Characteristics 


(See attached maps for bus Youtes and crime rates.) 


: The site on which Sparkle Cleaners is located is zoned for an establish- 


ment of its type, and no changes are contemplated. . i 
There are -no*Festrictions on the size or location of signs on buildings 
~on Washington east of Park Avenue. © . oe 
: yeah ed a “= ae, epee te 18 he 
eo i, a 
; g. : A ay 7 ae 


Bie Owner's Analysis and Plans . 


t. .all rather new. : The.officé buildings in that block a 


ie 
i 


ue 


wee 
ee er 


“. 


medium quality..and medium-priced. 


Mrs. Engel, the ower of Sparkle Cleaners, tells you that: - © 


‘She has been operating: Sparkle Cleaners. for 15.years. Her husbaind is: 
_ her partnér in the business, but. he works only part-time, relieving . 


her as manager. He has also worked as a bus driver. - 


. She is getting tired of running.the business. She has lived ‘in’ the 
' neighborhood for 20 years, but now’wants to sell her house and move oe 
*into an apartment.’ Her husband has just retired, and they want ‘to a ee 


“have more time for fishing and traveling. ~ = °°, 


“Jiffy-Clean (the dry cleaner. aor 
year ago. Since then business has gone 


Her asking price of =$17;000 includes 
_ assets and supplies, plus*good-will. 


She plans to pay Sparkle's current and I@p-term liabilities herself; ae 


a 
2 


“agross the street) opened just over two | 
: “down. } ge 8 ee 


the value of the store's Fixed. 


there will, be-none for the buyer to-assume. 
. : > 


IV..-~-Product and Service Line 


A. 


Industry-wide = ee ; a fs. ie ee * 


Some dry cleaners have cleaning facilities right in the. building; 
others send clothes to a central cleaning plant. Many dry cleaners 
have equipment..and sonnel to do alterations or tailoring; often 
clothes needing repairs are mended and missing buttons replaced at - 
the sare time cleaning is done. Many cleaners have trucks and‘ offer . 
pickup and delivery service. Cleaners do not usually extend credit. © 
to customers; clothes must be paid for when they are picked up. One 


_ exception to this rule is cleaners who offer delivery service. Often 


such cleaners bill some of, their delivery customers monthly, rather 
than: each time clothes are delivered. This practice also.eliminates 


the need for drivers to carry cash with them. Cleaners do not ordinarily 


accept credit cards. . 


Many. cleaners offer- people laundry ‘service, either general or fdr - 


shirts only. - SAM) Beach is especially successful in the middle 
eas with many business persons and professionals. ° 


and upper income ° 


r 


; 4! . ; 7 : Z . a 
» 7 . kod 
. Lo odo 
‘ os = tate 7 : ost T Sut 


_ “Sparkle Cleaners ‘page 2 . 


t 


_ B. -Sparkle oe wo ae Ps oe , agk 


a a hw, a KO 7 7. a ee 7 28 
% oe oe o ee Te et a ; Sparkle Cleaners page 3 


ae eae o, 
The: pércentage of self- 


service dry cleaners has risen drastically . 
in the ‘last five-years. ees 2° oe on 


| The perceritage of dry cleaners..offering-alteration and tailoring 
service has been dropping steadily for the last 20-years; however, 


\ a ae ‘Gite og 


. in the last three. years, it. has begun to increase again. 


Mrs. Engel tells you: 


- oe 


, She runs a plain ‘dry. cleaning shop=-no. repair work-or alterations. 


_ : See rn 
All the cleaning is done on the premises: She-generdlly gets” 
clothes back to customers in:4-5 days. 04 . a 


Her prices are higher than ‘Jiffy-Clean'sy about ,the sanie as Leoriardo's. |. 


7 She: owns-a truck and used to provide pickup and delivery. service, but 
her driver-quit two years ago’ and she has. been unable to replace him. 


“. “Anyway, it saves. money on the gas," she says. a et 


Sales Policies vot ae 


7 
. delivery. service, she used’ to bill certain customers monthly. "Only | 
those’ I was really sure would pay their bills," she says’. een 


‘the present time Mrs. Engel ‘does not offer credit. When she offered | . 


Advertising ae. 
A. . Industry-wide Seiya 


Legal Organization 


A. 


: _ pt eG cl 

Most dry cleaners ‘spend 3%-4% of their gross annual sales on 

advertising yearly. go - . . oo 
: 


Most of Mrs. Engel's advertising is done in the metropolitan er. 
newspapers. . . fe a 


e 


Industry-wide i ; 
a 7 ' _¥ 3 2 

Dry cleaners may be operated as Single proprietorships,-partnerships, : 
‘or corporations. ‘Single. proprietorships and partnerships are easier 
and cheaper to start and require less Yegal.advice. However, propri- 
etors or partners are personally responsible for all: debts of. the. — 
business,-and loan: payments owed by the business gust be paid before 
the owners. are paid a salary. Corporations aré more expensive to 


‘ Start and require more legal. advice; however, owners ‘aré not. person-. ~” 


- Payments. eo 


*. ally responsible for, the company's debts and can pay themselves.a 
' Salary-even if the business is riot able.to meet all of its loan... 


AE Po aa i 


ENG" 


, SparkTe Cleapers page 4° 
‘ : : Pt ee. me on a we - 2. * : / ir > 7 . i ’ 
“ Sparkle a » oe : ; mo ae are 


Sparkle Cleariers is Giifrentty ‘Operated as a ‘partnerships, with 


Vs. gel, and her husband as. the co-owners. et 
VIII. Insurance * ae ee _ | ; 
= : See Bae Bae : og a} ae _ ; 
TA. “Industry -wide — s a oon eos 
‘Most dry cleariers carry. fire, Viability,: and aut obile, insurance. ee es 
(Fire insurance usually also includes ‘ins cagile. other’. eet ee ae 
' physical risks to the business.) In addig rime insurance, =. 
: glass: insurance, - group -life and. health -in ice may be purchased. ~ 
em ” Glass insurance: is usually almost’ as ) expens ve as the cost, oF 
‘ replacing | the lade . . : a 
“0 By Sparkle oe ' - 2 
The, ‘insurance agent tells you ‘thats: : 
“Sparkle Cléaner' S- ‘current fire, Viability, ‘and crime insurance " 
expire next week. ee : be ae A a 
it would cost. you $900 | ‘per year to continue ‘the current. coverage -- -- a ae 
$600 for fire ‘insurance, $150. for ability: ‘insurance, and $150. for: 
crime insurance. . ee . 
Sparkle. presen thy has no automobile 1 ingurance. _To'start it up ae a 
‘. would cost $200"per year.. ee eg ee Pe 
‘Group health insurance coverage is “available to 5 bueinpedes with: 
three or more employees (including: owner-managers ). at a cost:of. _. : 
~ about 5% of the payroll. Group. life insurance is available for .-.. =, 
about. 3% of the payroll. oe, te ee ae: 4s a oon 4, 
Glass insurance would cost $250. per “year. : t 
IX. ~ Personne! oo * : | , 
c me. Industry-wide - re ae ?, Ses ee n. | ea : 
= Dry cleaners should do at least $18,000 in yearly. net” Eales per ~ : 
full- -time employee: ($9, oe lal part-time cite de including owners. : 
3 Sparkle | | . gg i 


Current employees. are two pare: time: ‘cleaning equipment. operators. ae 
She thinks both would stay on ‘if the businéss were sold;:: She and 

ther husband manage the shop, work at. the counter, Keep’ the: DOORS. 2 fie 
and. sometimes run the. Eleanitng equipment. | § 


“e 


: Li ae aa os 7 E; i. : a 1 Sparkle. Cleaners ‘page: “§ 


X. Equipment and Fixtures ek 22° 2a . A RRA E ae 
: A. “Industry-wide. . | i. Tw = 


ony. cleaning equipment: ‘has. ‘not Sranaed) sighificantly in the teh 

20 years, with the exception of some new equipment which: Laas been we pt a 

developed to handle. new developed fabrics. ; sary * Satie oe 
i ait wat! i 

The’ cost of installing speciaT. equipment. needed‘ for alterations. ands: : 

tailoring is about $1,000 for most ‘small Gry cleaners. Minimum =: ~ 
oe _'. salary for. full-time -alterations employees. is generally about $6, ,000;:* oe 
Me powever, many .cleaners. do not need a full- eine: Selene 9 Ents: 
Ln . ' department. % Ye 


_ The cost of converting part: ‘of : ‘an ‘existing dry aaa pifant: fo. “¢ 
a self-service operation. is. about. $5, 000 for. most smal. _ flee: 


oe 
Pg le — “The cost. of. instal ingethe ‘equipment: veaded. for: jaundiy: service. is ae 
about. $7,500 for most™siall diy. cleaners. ° ues one Jane title," 
eee A a es emp loyee;' is Liana to run the SquTpgent.. *. aa? 


"Bs, ~ Sparkle SOS pa aa ie ee 2 ne 


4 


eo 2 » The cost of new corn tuie-4 for ‘the i custoner area of the store would. 
@ ee ee BO $5, ,000.. A ges ‘sign would cost acon ce Pi 


5 a : | Xx “Financial Records (Attached) : 


eer 4 


¢ s 


Sean CLEAWERS 


1, 


ee 


‘ a . : ee oar, 3 ‘ 
; a. ; Year 1*:.. se 
os ca, Phe : ey he, 


"Net Sates: oy gt OP, 9$78, 800 
: — 2 


yf 5 


vale | 


+ Ghose ‘margin Ss 


f Sales, 


. ‘Bibensess 
i are baer vie - 
“Owners* Salaries wT 
x: Employees Wages ye 


«$123000 ps 
1, 000 : 
1,000. 
4 200 : 


__ Depreciation: Fixtures: 
8: Equipment. pa 


gab Tes" (hot waenaanny 
ph chemicals, nantes etc: D: 


8 “$38%e 600 : 
‘3 5, 898" 


“yeariy Profits ass Statements. “Tor TepLast_ Taree Years — 
: ok io bie ea 


+ Year 2° 
$52,600." 
_20,514 


“He. 000" 
6; 5000: 


were 


4 200 


“Current 

Accounts rajable, 

_ottier 
‘Subtotal. 


Long-Term 
; Equipment ‘Lops 


“15, 000 te Bank Loans 
-7 7,000 — 7 | , Subtotal. 
13, 000 i ae 
j Capital 


Owner ' ‘S° Anvestnient 


vei 


Year’ Ss ‘Profit - 


4 


” 


“Subtotal 


“TOTAL: ASSETS ee 4 500. eee. OWNERS EQUITY 


woe ® 


Assests Included inthe Sale. |’ ¢,'""Liabilities “included in. the. Sale 


-.° Current’ 


wer . are eo 

‘eo 5 1 ‘ ’ wre oa 
Furniture &:Fixtures 

Hg Le ERE Bo 


“'Subtgta) © 


Y 


Name of Business: Brentwood Neighbor : 


Poe oh Economic Situation = . 7 es aS tee _— 
lege A _ Metropolitan. Areas, wis ia. Sy a 


oe = noel ne “in. the’ ‘patvopcliéan area. is. careentte belay the “‘natfonal © 
Pate galt “ "average. . Jobs in the area-are spread over a vatilety of: ‘privy; te: 

Me NO " . . .goncerns and government agencies; . no .one industry:or tivpe. Poke 
or ere _ ation is. dominant. : ogee ae 


- . The.per capi ta. income. figure ‘for’ the metropolitan rea s si 
- - “above. the: aan average: oe 


= coal Banks: nave aorey - wtapic #6 us" 
a fer few businesses recent ly“have- been: fo 
a % 103: interest per year, 


The: genéral. ie stiuetion. ine Bréntwo 
rate of. businesses in. ci ds. low. 
~ D 


“businesses” have ‘opened. and an 


OF them:has 
on s covered. 


“over SeVera * ‘ 


ng Home 
inesfted-t oho} 


eh sadte sualdye Foe. 
pices cnet 8 


BOLO hopper? barre 

Y bron on®theswest side of: Calvert 
es: ~ consists, entirely: OF ‘advertisements, 
ee 5 it: covers "a ‘fairly: wide’ ‘Section’ 0: 
“ee . “tneludes:advertisemént’s-from#on ly: 
: aie: Kates for*classifi ed..ads are half: 
a: v “Charges, but..the!ads are ‘not: ruh'tn: 
Og oe oe Pee they“ate. Scattered: ‘throughout- Sher qt rarer we OT 
ee » .  adverttsements. They are:.also: not: categ 50 TF: 

ce to look ‘through: them for ‘something: specltne “le ut gh 9 

soe Sin the paper. } The. name, of the: ‘Paper is-t e-W 1 Gide. 


bik student, riewSpaper is published “ ‘on. “the. iter iy cams te is:. Ge ope 8! 

_& distributed free of charge; to all studgnts ai eed anyone else who happens =<” 

~~ to pick one up.on ‘campus, since: tt-As-4 ado A Sho re ae dent: activity ©9099. 
' funds. Most Brentwood: businesses advg ineth ts It concen-" ‘A 
trates on covering campus news . eveES >. W ths not ing tout national - 

or world Hews, but: ceil t wil cover sone event or news 7 _ 


Rideat a Fromit he: community. i ee a ar ae Bg i‘ 
iy “Custorier charkctertsties ae pepe eR 
: (See attached ‘maps ‘for Age ‘4 ey pr rene, and Type. a 
: of pe ng: for. Brentwood. om : es 


~The Neighbor’ s. circulations spread. out 4 er. of Benny, ‘but ‘ he, ve y 
is’ especTalty concentrated in the apartaen nt bi uy ngs: he community, ee 
oe were Sent t0al] ia 


- A-few yearsiago flyers aq sample: topies'° 
<2 -laparteeny iene he the ar are this: pe ted loam 
— spar iEPtones, Dg oe gC fi ree . 


You" “ask: ciistomers ‘in. ‘the supermarket: in the. 4409" OU" 

about the Neighbor. Most have: seen’ it; ab0Ut 1735. 

One woman comments that: it is very hard t° 9€t qqyb: 

“nto the paper. There are many favorablé copie ts 
“given fo Tocal news..and. 7ssues. Several P& OPple 5 
Nik jnational news Should be Late Mind a 


eyo 


sample conmenst 
r: women. ment rt ee theyewould Whee 2 
Galea ne ne * awe | 


“pail e. Several a ay they are 
not ineere roe ne the: people: ae ae 


eH: ee, . = a 
. o, i : « Te 4 
aoe a ‘Business 7 1st i Study ne 
a gt .) te pp , i 
es of Business: Flora‘: ‘S. Flow, 4 2 of 
. bia F a . % a * = ee _ 
= - Economic Situation oe ee he a “ 
Ok oe Area ee ee | as a. 
7 : we & re ‘ a : ah ns 
ee oe oe a mp loyment in. thegljtropolitan: area a2 currently- bellow the’: ait ae 
ei. © rage. Jobs in-the’area are spread out over a v@riety of private ~ °° SS 
ge 4 ee 4 sconeceee and government. agencies; ‘no one industry. or ada of Oj ee ee ae 
che eee is dominant. - Li tg 


. The per cna. ing figure’ ¢ for the iatropo} tan area’ is. slightly: 
above “the nat ional verage. 9 - Vee a 


The-general business’ $ituationdin, the area is 0d yrsales. are: up ine . 
1. categories. of business in the. Vast year. os 
ee . 


wee Le; 


; Loca) banks have: money available. Poir-bus trie oo) . Typical Toans — 
~3,..for new. businesses recently Have | been for’ a ‘perio hoF three peat . 
-". at 10% interest per yeary. ee oe 


: 7 mo) , NY : ‘ . af 


“The populagfon o of Calverton, As about aq, 000 ve gin 


-Bretitwood: ne s 


a, general business Hees Bin » Brentwood is’ abd: “the: ‘tuendver, 
OF businesses in the area: :is low. : Most ‘business@é”ha\ 

“increase in sales and profits. insthe last ear Sauk new. 
bis nesses ave ‘ope 1 and are doin el , 


acultys or staff.” 
live: inithe Bre 


sii ‘is one: cst flor 


a pase I 


a sage Na Oe 
i thé superiarket 3 in “the 4460 biock. of Main Street sells cut flowers: and 
ee Te smal T’ “potted plants at very-low prices. The flowers’ are generally of 
fate Jeg —medium_quality, but they-are kept_in_a jection of ple fond, potting 
-- *  véry fresh.-: The store also stocks ‘a selection of plant. food, potting: 
a : soil, : “small. mastic flower pots, Pay terrg rium suppit 


on | “The hardware store in “the 4490. Hck a Main Stree ‘sells clay and ae A 
4 plastic. ‘flower pots; plant. food cw Suppaigs. -and ‘potting soil 7 ci 
bee od An its house and garden: suppli stion. ; ig 
a ms ae The Scandinaviansihports shop: ‘<. thes eet sells a. number of rather 


seepensitye and. unusual vases , as wel] as’ ‘sm nl but expensive gift items. 


wy 


. The nearest: Targe florist ‘specializing in floral arrangenents is about’ 
J two" miles away. to the east on, , Main, Street. ree: 


a 


uistomer Characteristics 


ik 
Te 


The owner of the wome 's en store: rieikt door’ edie shee’ 

. to buy cut flowers * or her shop from Mr: Flora, ‘but now’ “she gets. them 
at the grocery store ‘across. the street.: -Accorging to: hers ey 

_ Just as fresh there ‘and much: Pas og ; 


™/’ “thecongregation of ‘the churel across 


vgalthy, and the church is often: 
funerals: ;. Flowers are*also ¥} 
#Q@ne Saturday afternoon yousee a’ flo) 


‘aye two large flower arrangements’ by 
Sei iveryman can ‘find:no one. t accept: th Me 
eB i bec 


| md 2 


ee i: Name of. Business: Fraser’ # tbo yesale Stationery: iow oa ’ 


eae ‘1. + Economic: Situation a ee eo a ee ee rn. 
Pee sie ya * es _ "s a pe, 3 eh ths 


ae ms . e 4 vy, - 
a. AL “ Netropof tan Area a re ae, 


ver i 


ce fe “ee - Unemployment it ithe netropélite area ig currently below: the nationgh 
Ss a. a * averages .Jobs in the area. ar ‘spread out. over ‘a variety of private” # 


3 . , concerns and gover’ men’ t agencies ; “ho one: industyy or type of Pepe 
Fe ae ds dominant. a Ps 


he per capita income fi gure for'# : 
Bart the: a vaverage.” : 


"sales and: prof rt 
eee 


oat > “ie: + tae ae ‘ 


“iat ; +, . aa ee “Fraser's 8 wholesale  atiggery Page, 2: 
i ca One of the. stall wholeséle stattonergy ‘Midtown Sons locate me 
"  g Soconns about five miles away. It does most of its business with: small ~ 


stationery stores and businesses in the déwntown area. It offers. free 
: ivery to downtown_customers_within_a_two; amjle radius. -of_its. location, 
me adds.a delivery charge to orders from farther away:: It offers a. fairly 
complete line of office supplies, a somewhat. less complete selection of 
retaplestationery store needs. > f° 

ac: Z  f 


ce : The other two small Statignery $ oleial rs. ‘are located on the..east side 
; of es kverton, about 10-15. “Mi Tes away. “One of them,- Eastside Stationery, ; 
O?TEFe” free city-wide delivery. They: ‘Specialize in serving small. retail - 
a stationery stores,, although they also. sell. office p suppres: to ‘Some. ‘small 
tke = businessks and. erties) pe ae 3 age 
ee ce The other#smal1 wholéséler on “the east cide of togn | is Regal Stationery. 
_ They concentrate their trade on the’ eas® side of town and sell to both 
. retail, stationery stores and other’ businesses in about au) proportion. ve 
. They deliver Free of. charge. fe. 


ne 
The af large bholceale setiesee Calverton Ctaticnaiy At cia. 
‘Brothers Stationery. Both. are.Jocated on. the outskirts ‘of: the downtown’ . 
eo bustams g district. “Calverton Stationery. sells | ‘mainly. to’ “largexbusiness . 
- concerns throughout | the city; they concentrate -on” Getting accounts:from =.) 
large corporations.. Simpson Brothers. support. a-chain: ‘Of - i 
stores; .they are also Galverton: ‘Stationery's ‘main COM et i to 
accounts from large: businesses’; . Both.Calverton. and: Simpson 
offer Substantial quantity. alse and free ahd 


a (see maps . for + Age 4 Fami ly tatus, come “ge of Housing. ) ; 
‘, a me ‘ 7 . Every. | business in the dyentdtta'ar area’ buys “of Fice supplies in ‘some icity. 
; a ce At present, most of the busin esses. in the area buy.2their ; office.supplies~ -. 
. a «bust retail stationery stogesaor the five’ and dime. About: 1/10 of the + 
-buSinesses $n Brentwood::nc “buy office Supp! iest-Pipm a: ae over i . 
_ half of these from Fraseg! a ae . da 


Yai visits ren ood: "businesses: ®. currestly: buy 
_ ATT’ say; they a satisfied w th: the ‘service.and quakity: % sepoeds’ ee 
“ POCO Ney... The. a a ep “frequently. sixenicwhen, eaeiat age rane--asked 


—_ dhoibealons reage E pentioned i Were : fadter d del very: Ser 
_.. attention, interest in trading with: communéty ‘busines 
auality mit pingness: to. sellidn smaller quantity. 


There..is' one retail: stato onery and.:o Ask 2 i store: “ a ae woods 
“located. one corner of. Adams” and: ‘Center... au oe 


iT Rhsthe ir’ prices al i. qual it 
“of delivery.” ‘He.-says it often, takes™a ee as fi 

onder... -He . SgyS. he has. never had any contact’ with: 
‘thought they were just an, i] ny = 


: Of phe. retail stationery: stores on the.west- sidg of town, “about half 
. 3 . are’ * supplied. by. Eastside," ‘afew by Midtown. and™the rest by Calverton 
—_— ane Simpson-Brothers a ——— ; 


Lea ea ; ee se, ft ye ha ec cae: 
ee : . . " x - i ae . “ES ae . 
x ae ae ‘ is 
as  SBSG 2 ‘ ay . ae : Sy Market |: 
oe _— , Starting a Business eo nn ar ne ot Study 
° as ons ‘ : 2 : 2! = ‘ 
te 
o facial “A € 
ae 
; ry 
‘ . rl ee 2 
ons ae t ‘s ~ isa . * 


ae. “Economic Situation. “ey = a. .* 

Re Metropal itan ngea. - oo a oe, | 
See eek Uriemp]oyment ‘in ‘the “net rQpol tay, area is currently | ior he nati n 1: 

average. Jobs inthe area are spread. Out over a Variety of priv 


_— ~ concerns. and teh at pasties, ‘no ope ‘industry or type of ope’ al 
ation ye dominant : 


ce: 2 ie 
aes : a 
1 gh tea 


The per capita incoine figure fop the, ptroporttan a area. is Mighty o 
“above-the_nationa) average. ' 


ro = 


‘The gener biisthes {tuatlon y7-the area is | goods Sales-are. up’ in. 
* all categamres Of } “ t Year 7 Tree EL 


- Boca money § lable for. business” ‘loans. “Typical ae | 


nkszh 
“new: businesses. Fecant LY 
ae year, 


__ The. ppenillavion of * catpert? 


de = been for a f Partod.° of one years, at 102i 


sab 


L 


tion. aod 
The eat piisiness situa n An: : 
rate of business the mire Ww 
an incigase in Saleg’ nd pron ats i 
":, _ businesses: es NP opened 


-Many-peop ei 
either as: readers oa ae st 
and their "employees vive n the Bre! 


neh ous ae ° 
cy el ee aa : « 


“Fred's Bakery page 2” 


- adWBrriséa baked: and the: three: s yagiqna iysadvertised 


akerijes. pyMCe white saridwich bread, hamburger and-hot dog buns, and — -, 
oP 38. ot snack’ cakes Various sorts..-The prices of the nationially-advertised © 
a , a ee are the highest of the; four, but’ al]. four are. edb va medium eas 
—__ Soe mo OF Bae aT the Bavonnl brands, Thernett ycatvertised a vag 
ee ee gional brands. -The.. nati ona. brandsds ec 


00. Sefauisten -and” “+riHatYonal. Magazines,-aS 

Ke podk.section of local newspapers. te ee 
nivertdigg Sorin pevradto, on billboards, and-in the es Te 4q 
ane four Of. these bakerieshave sigs and standards 7 
Vais'which ‘they. provide to stores. eo their 7 re 


oics me ea brea'd only. they + have: been. in. 
oo years ‘and are famous for their pumpérnickél bread:. .They 
ne ey ke “e mainly. to independelt rocery stores and restaurants, : although . 
ee “eae - wo, of jie area's-major. chains also carry Siegfried's ‘pumpernickel. 
* They. rovide Signs. for the. stores ah Say "Yes, we-have: it. 
_ + Siegfried S."". They advertise onlysin®local- newspapers if T eir name: is” 
.a ‘household ‘word to local” -Fesidents » ‘especial ly? atives® of “the. area. 


= oe 


Clark! $ “Produces low: cost, fairly ow qua ity white bréadvonly. 
> dis sofd:in many “area stores, especially +those emphasizing 


Doe 10 Jocal- chain buys’: their. bread. and” sells ‘it under ay 


1 Tote. 


gand:. "Of weds um ali 
P itional and region brand 

f the local. 
id also’ have 


Tg re 
Products are Sold. 
_ on? ‘radio and’ in: th 


oduces: medium quality; medium: cost: whi 
one “and submarine: ‘sandwich: ‘rol 


sy and ‘breakfast: ‘pastry; ae 
epee and ‘a:few-other =. 
cal. nenspapers.. ‘running a 


dit 

in’ ‘the ea. “They 

ERE - but ‘also produce h: 
’ or" Spectatty: breads.. 

we os Week ys pecial ‘Adyertised On 


gh qu uality,” “high priced 
- They. advertise: ‘mostly:in: 
‘the: food ‘pages. 


They’ produc 
'y haeburger and hots g.buns’,. rolls 
a 11; an,;and: Frenichs bread 


2 s ar! f3A a . 7 * * eS 
ae” . - cD oh terme ae a oe 


La 2 a ee a ee. Fred's: takegy ea gee 


The national coe ae 'g and White. cloud all. spss ir Me, 
oe oa ae Shops" where. they. se¥-daysod. baked’ bageng at Tow BBEes Dae on Sa 


UL. ._Custoner ¢ Characteristics 3 ; ai Ee, Hae oe Se Uh a. 


oea® (See attached maps for Age -& Family ‘Status, Average ‘Tntome, and Type. 

. a of Housing for Brentwood. )* ae 

om oi Ma + The manager of. one “Othe: ‘expensive d v@town restaurants tells you that ee 

eo le. ee ga e his firm®has - jought from Fred's for ‘ove 20 years. "We purchase. Fred‘ 2 a 
_.. by@ad because’we feel it is a Supertor'’ roduct. .We are entirely satis 

-They useiito bake nel mages but now me ‘them g 


pe 


fied with it." 


‘the cecond dountoun restaurant’ ‘agrees that Fred' § _pro- fy 

. gh qual ity and feels that they - accurately. reflect his ~ 

fone ; - They: also offer Siegfried's pumpernickel ‘and a 

oe 2 wh Tight. rye jpread:, eh they liking in fron town. 60 miles, away. "We © 

SF Wud: Tike’ tO: ‘sepve*hard: Yo! 's, but have*beef urarle to find a aa 
hich meet our” standards.’ he tells you. ar _ ; a” 


"The: manager of. ‘the third: dowdtoun seataurant’ "YBiarso pleased with Fred' “s 
i, ere bug, “says “More. and.more of our cugto mers seem to. expect ‘unusual 
ch*brea 


ads." We. certainly:-nee White: sandwi d: for. sandwiches, but we *. * 2s 
o need unusual .rotls, muffins ,:.apd: ‘Italian or Frenchibread. We make, 3" ™ 
from a. retail Bie butisomes oe : 


cn . wes : 


our own muffins: and ig most of thet re: 


Mos vi it “two snail ores ‘phtah sell/Fred? 'S” bread. ‘both aré” stnafemwors: at 
a ine: . hood.-s tores , sand. both offer. at. least’ two. other ‘brands of white. bread: Bgl BS 
ye ae ‘either hatiopially oF: ‘regionally“advertised. You notice: that, there are 
ef "ate store: signs of display materials provided for-Fred's. Bread, while 

. “certain customers who always buy Fred’ § Bread; one Says, "Mostly old - 
ladies. who. have. been: buyin og it for “ate " Aevehier of -thege st r s* 
s< , : 


[58 pecial ty bread: 


a nbTTuget zed-Andaandent stops a a ign Bicone 100d | - 
ich’ is one of Fred's:oldest=and: be: gus tomers «. The store cafgves four. = 
ater brands of;bread=-the nationally a ertised-brand;—two_ regional brands, 
afid ‘White ‘Cloud: “The store, manager tells you. ‘that he sells about: 25% 

Jona dvert ised. brand?and 25 25% Fred's, ‘while: ‘the remaining 50%/¢ a a: 
bread sad. off divided: among. the. other. three brands: The-s 

i ae egestegtpied's sand rye, French, ‘andItalian bread. 

a town 60 miles away’ . The. manager Says the bread’ from the: out-of i 

oe ae bakery is often’ stale, but the ey. ‘only‘ deliver ewes: a week , a id he has NO. 

other ‘source. “for these: breads.- ‘ 7 a ay AO ie mate ll ‘ 


= -Thgggrner of: the sandwich hon ‘chain’ saysihe “Tikes Fea’. & 

ren te -yeybread: ‘I buy were that good,..he says, but. it comes “from: out ° 
“tow so I guess;!. shouldn't - really: "complain." ‘You. notice-a- stack= 
- "._. packages ‘of White Ctoud ples sandwich rors in the ‘kitchen’ of‘on 
Ne ff, ‘is: shops.’ a co ee er 


nee: 
ug e 


yy: below. she: n sFicnal 
variety” of:private::. ”. 
or, type: of FPoparat ion. 


a uat es in ‘area a is ood; ‘sales: are up an av’ 
isiness™ in: eG hy 


have wwoney: aval labore: Bistnoss eins. “typical, Io 
recently, have Been, for. a Lace oF boc a at 10% : 


a, ott 


The’ igevieral isin néss. 1 ‘cuaSten. itis + Branithioodis” good The “turnover bate of 
businesses in: the area: is*low..' Most ‘businesses: nate own. an: Increase: 1 
sales: and profits. in the last’ year.:. ‘Several aor 
and: are # doing wells. Fe . 


nn: area’. lena varie are. ge! oad 


variety: oftéccu ations.” nypedple:' area. 
un versity cities ‘as. Studehee wage Yor staf 
ae ee gue tie Vi the Home: 


T 


or.) 


ae ‘ a ‘s “ a * 
A ? “~ ee : 
. ) " s ; e 
oe 7 = . oT 
am es ae a ee 
wee , 4 ae Cee, Petrson': Ss. Restaurant. ‘page 2. 
- . ; ; é . ae n . , . iat. 
’ f.3 4 pd ee ig =e 


You notice that 0' Rett1y’ s 48 full of customers during the: lurch. ‘hour and 


. 
’ 
ore 

+e , 

a* ao 

oo 
. 

7, 

ar-9 oF 

. 

” 
: "oe 
“e 
be 
> 

" 


cf. 


: Its. furnishings: are modern, -in red and black. The menu. is more varied ene 
- thanO'Reilly.'S" and’ slightly more expens ive.. ‘Bt. features the usual “. 


, 


o 


~on Sunday afternoons. ‘It also does: a. fairly brisk business on?Friday, ‘and _. 


- Saturday nights. «The rest of the.week“it does not seem busy. o Reflly! Ss a 
“4 advertises home- made cakes and pies’ ‘for dessert. a 


os _ ra -3 


Blackwell" s-ts less. busy: at ‘Tunch ‘than: O'Retl1y's s but. has « niany more cus-. : 
“tomers. on weekday evenings, -especially Tuesday, ‘ Wednesday, and ‘Thursday, =” 
‘* when: the "All -you-can- eat" specials. are. in effect: “Weekends are also. busy: ~ 
‘for them.. Blackwel-1's- offers. a; -special’ ‘discount plan to residents of ‘ 
‘the building in which it is’ located: They have-a separate room for private - 
parties, which. they - advertise. with: a ‘smal, sign in. ue Tobby of* the Yestau- 
rant and in “the ‘Yel low. pages a : ae oe 


. 0! Red Hy’ s- is Jocated dn an’ old: putiding which has’ been freshly seainted. 
~The’ decor’ is. homey. ad Cheerful with yellow walls, green and: white’. checked” 
-tablecloths’; and fresh: ‘daisies on each table. There is also.a carry-out 
- counter-for sandwiches and- SOUPS). which: is. espectatty busy at lunchtime. .- 
O'Rei Ty. $;Menu offers a. selection of hot and. cold sandwiches, aféw >. © .” 


_ simple main dishes, a differént honiemade soup each day, and homemade - 


_ desserts.” You.eat there and. Find’ ‘the food ne but: very. good and the a 
‘Service, the same: 


porte : i 5 


‘Blackwell! s takes up half ‘of: the First Floor’ of the pee butlding.” 


“Sandwiches ,“.shrimp;, fish, chicken, veal cutlets, several-kinds of steak; ie a 
> porkehops,' roast. beef; : and turkey.- All may, be . ordered - alorfe or as a din-. a 
. Ner with, soup,: salad; -potato, va ‘vegetable, and..dessert. Desserts inc tude 
“commercial ‘bakery’ Ehe aera ‘dnd: ice cream: You eat phere: and. Find the. food, 
Fe al and: the s rice. Satisfactory, sug eg ‘3 
Both” restaurants ‘attract businessmen during , she “day ind fami Hes in the,” ann 
: evenings. and-on weékends.’ A ‘number of: ‘Single pe who NANG: in alee . ea: 
high rise’ Seemyto eat at Blnctvely $ Fegularly. ao 
0! Reilly’ s’ does not accept credit cardss, Blackwet's accepts ici major 
-eredit cards’. Spi as AP Ra, Ze ok a ote ke eee 


_tustoner ‘Characteristics. _ errs ee eet eae 


3 e: : 
ee, pa Oe aon y 


+ (see attached maps for’ Age and Family, Status, “Income, Type of Housing). 


The owner of the élathing boutique-next door says ‘that. she: ‘thinks el 
“at Peterson's -has. ‘heen. down--ever . since O'Reilly's: Restaurant opéned down | 


SoBe street, She eats: lunch at 0' ReiTly' s herself. sometimes: and thinks 1 


oe Se 


er she's always thought’ her old custoner 
; comme _ back: Rye ee ee ae 


“is. a more interesting restaurant: than, Peterson's.: She: takes” bus iness © 

 coneaets to “lunch: at’ ‘Blackwell's,- the. restaurant tn the h. rise. across Re 
-.the street, bécause the atmos phere ‘Asjnicer. "I'ma ‘good riend ‘of Clara-” : 
Peterson's, so ‘of course I eat. there pretty ‘often, too;" she ‘adds’. Dy 


know she's been ‘concerned about. rerio the last couple pt« years 5° but. 
sMwould. ee bined of OsRelTly’s s. and ©) 3.7 
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A vey qi™ 
i . ff . Hee . ' 
~ te . i . i 
ey - ve i 
us fy @ a 
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es Ping de ; Peterson’ Ss ‘Restaurant, Page: Be. 


7. we oe X, re a . Me » ‘ 
The mariage. of Fe women' Ss clothingvstore. tno” doors up the street. says 

‘hee.doesn*t—think—the—netghborhood_needs_three_restaurants._—He_eats 

i. . lunch t the fast food places on Center, and Main because, he say he 

: _-° “doesnt. nave time ig sit-down lunch. me ‘ 

- , oe The: shoe. store manager has. only been ‘working there for Lise: months. 

¢ oe et. He doesn't know Mrs. Peterson and says He has never been in her restau-__ 

2b oe De ~ rant because it/looks, too drab. . He lives tn another part of town and °° 

ge usually brings his Junch from home, so he doesn’ t eat out in the area 
4 much. F, my ’ ‘ 
ea 7 s a | a . ’ 27 : 
oP o ce . » . 4s 
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‘ The dry, cleaner across. a from Sparkle Cleaners, Jiffy- Clean; 
Bie an outlet: for a dry ‘cleanin ig. nat Clothes. are collected. phere: 


ae a Bat ee Eee a poi tie a a ee 


ties 4 “$BSG 2 . | eo ——. He fg & 2 eo “a 
em rae oe -s a otanring a Business. ig Ana Rees Sar a th iy Sern hg Botner te sae 
a) ; . nie e ! 3 iy : . c ; ; 4 
4. : . a 
_ : t 
er . i | irony < ' is 
= : Name of. Business: "Sparkle Cleaners * : 
em. a | aoe Situation ar, 
as r | AL "Metropol itan Area oe 6 2 eo 
oT : - 3 . 
: , Unemployment in the metropolitah area is” cutredtl beloW. the” national 
, a average. Jobs inthe area are spread out over a Wariety of private 
a concerns and’ government. agencies ; no one industry or. type. of ‘operation # 
fb. ecm is dominant. ar 
: . ; ‘ | 
Ms - The per capita income figure’ ‘for ‘the metropolitan area: is: slightly” od 
an above. the ‘national average. %. se = v 
oo - ‘The’ ‘geneial business situation in the area is” goods, “sales are. op in | 
Pig * ae all gategories-of business in the ‘last year. a Me fue 
. “ of = ae . ' 
®@ , “Lydal ‘banks have money ‘available. ‘for business oats. Typical loans a 
“for new business recently have been for a Aaa ‘of three years, 
: e “at 10% interest per year. oe ; Ms * 
4 : . ‘The f population of Calvertén is about-1 000. 000. “f 
B.- Brentwood ; % _ oy 7 ee: / ee 
: os Z / * No . 
The celieral business, situation in Brentwood is good: The turnover z is 
ne te f. bus iness—in_the..area—is—low.....Most_busiinesses -have shown. ..../.. 
- an increase in sales and profits in the last year. Several. new tte 
businesses have opened and are doing well. “4 oo 
ee eee The, population. of. Brentwood. is about 20; ,000..: be, ae 
é | i UnenpToyment is lower than the national average in ‘Brentwood. Theres 2, 
ne age ‘.. is no one‘major industry in the area, and residents are ‘mrlayed : re 
es CS by a wide variety of firms and have a wide variety of. ‘Occupations. Oe, Pe eee 
Loe ‘Many people ‘in the area have some connection with the university, . .. BaF 
Fe either as students, faculty, or staff. Most of. the business owners, Se, 
- ee . and their employees live in the Brentwood Ommaney a Fae 
~ oe Th Competition 7 aS a 
: ‘age There are ‘three other dry cleaners in the Brentwood @ area. One iss. 2, ae 
= ia : , - located in the 4400 “block of Main Street, one’in the.4100 block of. sig” Pe os 
© Main alll one right across the street in the 3900 block of — | 
3 mashing a 


ve oe . eee a ee Oe +, ° ‘Sparkle Cleaners page 2.. 
ioe, eS sand: ‘sent to a ‘central, cleaning plant. "They? do ae any laundry i 
ee ee 23 Sven [ ae eS 


ae ; Jitty- ~Clean is locatdd 4 ina small, very. modern, isan ‘buiiding with. 
: a large, attractive sign. The: sforefront is a tandardized one used te 
_ by all of the: chain' S. Outlets... ha ee Ff Wee ites hbee es 


pone ow When you visit Jiffy-Clean ‘thefe: ave ‘gevep 1 custoners: in the store. : 
Rate : The clerks are all young ‘ahd do not see especially interested. in the 
Ts customers. One woman is asking a cjer if a torn pocket ‘canbe re- ea 
paired in the coat she haS brought in/for cleaning.: The’ clerk replies ou: 
_ that they do not do repair work. The .woman sighs: and gives her the = ye 

coat anyway. Another customer; shows a clerk a stain on a-jacket and: ‘ 
a -asks if it can be removed:: . The lerk says he. dcesn' t know: but makes’ ae 
-!| : a “a note. of the. stain: on the cle ing ticket. : we ; - oe ae 
’ A He ae : ~ 


“You ‘take pair of slacks: to’ Jiffy-Clean to find iu about their. 
a service pate of 3 The clerk tells ‘you they- will be ready in five, — 
* re ie _ days, "But maybe not for”a week." The price. she quotes. is quite low.. 
ens oe A ‘You point out. a spot the slacks and ask that it be given special 
ee | ee attention. She makes’ a note of it, but when you pick up.the-slacks, | ~ 
oS 7, -the’stain is stil//there. (It is a grease spor I that you. know can be 
removed with th proper. techniques. )- 


oe 


@ . ©. You notice ‘that many workers from the office builafings in the area 
' seem to See their enn to cath een ae the’ noon hour » and. ¢ 


ee, ; 
< 
L-B C éaners , in fe 4400 Hock% ‘of Main Street; is a Hartiaily self- "°° 
seryice cleaner; clothes are cleaned in coin-operated machines which 
‘are run by an attendant. ‘Clothes are. not pressed, and charges are - 
de by the pound; rather than by the ‘item... ged .of the aia is eaken “ae 
e ‘by a laundromat operation. ° oo ae . BS 


When you visit L-B Cle ners, there are about five customers in the | 
“J ~~store. Three are using the Taundromat, one is giving the clerk a - 
bundle of dry Cleaning, and.one is picking up: a bundle of: cleaning: 
All of the coin-operated machines are running, and a bundle of clothes. 
is waiting on a table to be cleaned. All of the customers Youngs oe 


vas Some ‘appear to” be singles “white. others” are young, parents: wit sal 
ps children. 


L>B Cleaners. errr: each issue. of the college. newspaper, 
featuring their low price: and 2- hour: service. 


a, ee Do me: Leonardo’ s Cleaner’ Ss, in. ‘the 4100 block, of. Main Street, nave é a re . 
po tS ~- /seleaning plant on the premises heir prices are about 25%: higher a 
7 = 7 te than ra he tele S, pe le Bi clothes An, about 5- Biel ghey - es 
eS. donot delivers: : nee Ci 
\ 


When you visit tbonardo's about 5: 00 one afternoon, the store. is 
half-full of customers, mostly middle-aged and older, some rather - 
_Shabby- looking. ~ You notice, several people get off the bus. at. the. 
"". corner and comé into the shop. The clerks are rently ae seem to 
; know many of the customers -by name. a aa 


7 


} nee 
: Poe tt . ms ..Sparkle Cleaners. - pa ge.3. 

_ The proprieter of Leonardo's is friend), He tells you He has’ been: 
in business 20 years, and some of his W:somers have been coming “in 
ever—since—-he—opened.—He—gets—most—of 75 pusiness—fyom—the-neigh= 

_ borhood south of Main Street, and east g¢ center: "I don't get much - 

e ~- business from students, though.. They ayy go to. Jiffy-Clean or L-B." | 
TET. Customer Characteristics” ce re ie a 


| 


7 (See attached maps for Age -& Family Status , income s Type of Housing) | a 


. The clothing store: owner next door says lhe takes his business to a 
- + + 1°" Sparkle Cleaners because the work is do,, right’there and there's». ‘| 
ee Jess chance of items getting lost. He. . ys. that's especially. 9 5 os 
Oe os “important when it's an item. from his st er that has gotten soiled. ~ 
_ He's been thinking about changing to Jipey-clean, though, because fe 
- their prices are lower and. Sparkle Clea, rs takes just about as long .«_—«. 
- toget things done. “What “I really Wish js: that One of them.would' |=... ° 
-.- dovalterations. I don't have}a tailor, and we have to send all of © 
. our alterations work downtown 


It woulg'he nice to have a place ©. 
- nearby.." ; oR ee oe ae 


| “The jeweler. two doors don’ the street p psonallY Patronizes Jiffy-- 
j. °. Clean because their prices are lower tha, sparkle Cleaners. He. - * 
ve changed: oxer when they opened, but is th. qking Of changing back f 
. because he is not-entirely satisfied wig, thei” Service. He feels. / 
it's too impéFsonal and says they don't get some things entirely clean. = 
= : . Anes ‘ oy: . ; , ape “og 
sacs “8 > ghee e 
ET SE ee . aes 7 on nee eile i tos i. cere ~ 
ie ra a os i ae oa 
- . ve ak / a 7 ‘< 
| ; : y _ aR, 
| i ; 
; . 7 
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Starting a Business (SBSG 2): 
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SBSG 2 _ ee re, a eee 
aes. ee eae ee eM. « Goa ne beets eee ee 
r 
» Newspaper (One unit = one. 3" x 4" advertisement FOR 1 DAY. a es 
1.» The two metropolitan newspapers each have ‘a circulation of 300, 000 drawn from 
-/ a distance of up jto 60 miles away A ae ad costs $120. 00. Full page 
ies (20 units). costs $2400.00. one 
2. A weekly conmun ity newspaper, the Brentwood Neighbor: - econ in prent- io 
wood, concentrating on community news and issues. -Its circulation is 5,000 |. , 
drawn from the Brentwood area. A 3” x 4" ad costs $20. 00. A full page ad - eo 
(10 units) costs $200. 00. Don 4 , 
3." The university. publishes a  pistiedily student newspaper with a- circulation of. * > 
ar 000. A 3" x 4" ad costs $10. 00. A full page ad (10 units) costs $100.00. 
; P _ a : 
“Radio. i ee one. -a0asgcgnd spot. ) 6 & is . 


1. A local 50,000 watt network station aimed. at’ the general adult iarket ee 
$50.00 per 30-second spot. ‘Yt has a broadcast area of up to 600 miles ine 
radius at night, about 100 miles during the. day. 


2. A station covering only the Retropolitan area “(population 1,000 ,000). oud aiming 7 
“at the teenage market charges $25. 00 per 30- second spot. - 
3. An “easy-listening" station with a broadcast area covering most of” the e city, . ~~ 
“2 dneluding Brentwood, charges $15. 00 ale 30-second Sadia y 9 


‘* 


id a (one unit = "one “30-second spot. a ee os a a. . oh, 
le A jaca’ -UHF station. covering most of. the’ citys including Brentwood, charges: . 
. $40. 00 per. 30-second ‘spot. on : 


2. ‘ The network-affil iated Stations. in town ‘charge $100. ope. 30-second i eee 
\- ut , 
_ Billboards One junit = 1 billboard for 1. quarter. ). 


- Billbi fards. from a, .19cal. outdoor advertising company, ‘rent for $750 per quarter. 
— | ; - 4 “" ae 
_ Flyers/Direct Mail (One. unit = "1000 flyers.) _ =e , i ae 
; i 3. “4 . . ; \ , . os t. 
= The > Brentwood Neighbor operates a ne. They can ipromice 1000 Flyers for $20.00 


~ 
o oY i: 


Specialties. (One unit = 1000 - pencils or 1000, spatchbooks or 200 pens. ). 


For. $10. 00, a local. specialty advertising ‘company wil] provide 1000 penct's im- 
printed with your name, 200 pens, or: :1000 matches. ae . 


ad 


s,0o-operative Ads Pe Ee ‘ Bea < a | . , | 4 
"Tao or more. busihesses advertise together using 0 one ‘of the above nedip, sharing eas oe 


° ‘the. cost. es oy a 


ERIC «. 200 


Bee. 


| - 5 OM ee ee ee . Supplier 
ans. gps 2 Se a oe me Tin fopmat ion: | 


eee CAA: | Nea ae Ne em rete et in 
e : ° . im sy | : 


* SUPLIER AEATION SHEET 


Name of Bes ‘Brentwood Neighbor oe —_ _ ee Ba \ 
, ; oe ig 2 ‘. 

There: are two local general newspa er Suppliers which supply all types’ ° 

of printing supplies (except ono and equipment. . \ 


\ 
“1. Central’ sions aper Suppliers offers discounts for early Sanit of: “ 
biTTs, as wel as quantity discounts.. , Deliveries uSvanTy come -+ \ 
within three days of order. — a a? 


oes _ falvarton Printers’. Supply. offers sianeity: discounts, but no dis-. “\ 
- counts for early payment.. Their prices are about the same as Cen- a ‘ 
““tral's, not counting the effect of discount. Deliveries “usually : \ 
» °: take a week from time of order. They are currently supplying the rN fe 
Nei hbor. .The a of edad merchandise is Jower than une edie ee ey 
of. dentral "S. ws. ata 
There are ifiee 1ogat paper ‘suppliers: The N kelghor r needs newsprint, 
~ plus. a variety Of Papers ‘for panei jobs.- 


a . Us . AT Paper Products Company gelts newsprint but me the types Of 2 Fe, 
“, % > papersyou need for commercial printing jobs. Their newsprint prices vi 
Ss ; _ are the ,towest around. Delivery takes anywhere from.3-10 days from 

time of “order. They: do, not offer any. SESCOUNE Se: General quality is Tow. 


so Greenwood! 's-Pa er~ Su 1 offers alwide™ variety: of” papers=“everything’ 
Pe from newsprint to the Test quatity parchment. ‘ The general quality, 
‘of their Prat high; so’are their prices. led offer eal 
“ e 


discounts: ivery takes - 3 me a: 
= 3 Esquire Paper Company sels. most: types af: paper used by the ‘ndightor. a 
we oe eoeeThedlp prices: are: somewhat lowerthan: Greenwood's; quality tends- aie Sel a 
\ meme be in the medium range, although’ they do sell some-high quality . , Pug 
specialty. papers. Their newsprint price is between ‘A-1. and"Green- Ma oh  Eak a 
‘ wood's. They offer’ quantity discounts and discounts. for early ° | 
payment . of bills. » Delivery takes about 4 days. . - as i 
- 6 : : 7 | . ; 
- Fe se aR. . ots = - : . ere ae “ 
f . : oe -_ 3 a : . : y ; = 4 : - ; ae apt: « 
4 - = % _ Pa ee 
eee ine N xi : , a 


SBSG 2— TP ney Supplier. = 


| Starting a Business . ae re : stom 
apt ro nr, ee piece (pe eee eee ae era Fone ee Sc ca or oe 
Name of Business: Flora's Flowers 
There a are three wholesale florists in the area: , . # ae 


i McCoy' S Wholesale Florist: offers an assortment of. all types of 
> sag @wers, plants, florist supplies, and-gift items. . Théy- offer 
| “tenms “mS of net/30, 2/10. (All accounts payable within,30 days, with 
-* . a 2% discount for accounts’paid within 10 days.) Free delivery, 


i *aaily. for. Flowers, weekly for ‘other items. 


ee 3 Quincy” s bholesale Florist’ offers the same completa ascorthant as : 
a cCoy's. ey ofrer terms.of: Net 30 days with no discount for early .—-_—«,,:«.. 
' "payment. ° They do offer: quantity discounts on cut flowers: and on at a> See 
seasonal” -plants, however. Their basic: prices are Slightly. lower . 
* than McCoy's, not counting the effects of discounts. Free daily 
‘delivery tor all items. _ Quality: Tower than. McCoy" Ss. 


: ae ; a : 


3 :'Heinemann's Florist yiholesalers offers all items. the other two gt 
ee - do except gift items. ey offer terms. of Net 30zdays with no. oS pak 
ye oe Quantity discounts or discounts, for-early payment. The quality of. : 
223k, FS 7 their potted plants is higher than. the otner aa but. their Ae 


~ are slightly, Bde ale on order... 


“There are’ also two greenhouses on the outskirts of ‘the city.. Pig 7 st 


acs a -Patman!s Greenhouse offers a wide selection of. potted plants. and 
3 ae cut flowers at tower prices. than the wholesale florists. Generous 
eh 3 . quantity: discounts; Flora's _current,.orders- would put them at the . Co 
10%. evel. ‘Free delivery three.times a week for regular and special — a 
ae Pies Quality. ne’ than. wholesale florists. ~ Ba 

Green Hill Rose. Growers: “Specialize tn. roses but. ‘also. handle” ether seen ea 

a cut.f Plants. They: offer: quantity discounts on: roses~- 

-* .°~ 15% on Flora's ‘current ordering level. “Rhee “delivery | on order.’ = | 

a Their basic: prices:are lower thanPatnan' $3. 0n. roses ,. about the same - 2s 

on other Tiowers and p plants. ‘Gualeigy her than meleale Moret: a a 


in 


weieeete at, * one ® . a. %° *, # & Supplier’; 


concen Starting a business Pe ee 
* # : ts 7 ty . " ; is : 
Name of Bustness: “Fraser's Wholesale a fa oP ee, 
ey . — 3 ee ee eee 
Some arée: wholesalers will sell to sialter whoTesalers; all of ‘na items. | oe 
stocked by Fraser's can be obtained this way.. There are two large whole- isi 
salers jn the area that will sell to smal]. wholesalers: _— ee 
i 1. . Calverton’ Wholesale Stationery will sell to ‘smaller holesaterss: #4 pe 
a at the same price they charge to retail outlets and with the-same © 9 - 


quantity discounts. They will sell some things in smaller quantities Hoe 
than manufacturers will. An order ‘can take up: to two weeks“to be oe 
delivered. General. quality Is SlightAy. higher than’ Statewitle.. 


2. Statewide Wholesale Stattoner's specialize in supplying shalier” e 7 

_. WhoTesalers.. They are Tocated in a city some 60 miles from cal- =» °°. ' 

. 7+ Verton. Their’ prices are higher than the manufacturers’, but a 
_* lower than’ Calverton's, even when -the cost of delivery is added. 

> 7. +. They offer quantity, and early payment’ discounts. They will sell, — 

> etn smaller, quantittés’ oo on most items. Deli; re 
‘usually takes three weer . 


y 


Paper ‘products can: be ‘purchased from paper supply compantes we 
, _s; above ‘those charged by paper préducers, but below those. ies at art 
ow, 2 *-wholésale stationers. There are several paper supply cofmpanies: i. 
the, area; the two listed ‘here are wpical. oF 


igs a) 


Greenvood's Pa er Su ly offers. a wide variety of papers. The Swe 
thelr ‘goods is high; so are their prices. . i. 


’ oe ¢ obs 
| antity dt discounts. Delivery takes 2-3 days. - os 


offer 


ee Bes Esquire Paper’ company sells almost as wide a variety as Gi‘esivood’ Sy 
ce ~~ Including almost. all .the. types of paper you would normally ‘handle. 
- «+ " Their prices are ‘somewhat lower than Greenwood\s ;, quality’ tends to. 
. bein. the medium: range, although‘ they do’ sell some high quality 
“~ gpectal typapers. © They: ‘of fer" ‘quantity’discounts’ and* discgunts for” 
early payment. of aides Delivery takes about 4 days. es 


: AN ‘the dtems you stock may be offered: directly from. the manufacturer. 
Prices are lower, without exception, even. taking into account .the cost . 
of shipping: . Depending upon the distance, to the manufacturer's plant Rae 
from-Calverton, delivery may take up to two weeks. Most manufacturers es 

i cit © offer quantity discounts; some also require orders ‘to be of a certajn - 

« ; * minimum size. Quality. is. oo higher, than when acts thr igh ao 

Gee. sty large wholesaler, = 
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“a Nane. of Business: Fred's Bakery — 


. “ “triple to-move upto the-next level, which is 15%. They. deliver : 


1 7 


Ye os 
ae 


There: are ‘three main loca] suppliers of saver: bike ‘supplies: “AIL of 
these Cc ariies tei flour, yeast, and all other basic ingredients. 


1. Green’s~ u lies. ’ Green's “hes “been supplying: Fred! ’s for 2° 
years... 2: Jon. terms: of: Net 30 days with no discount for .. 
early pa - (That is, accbunts must be paid in full: within | 
30 days. They offer varying quantity discounts. The quantities 
"Fred's has been buying have entitled them to a 5% discount; however, ~ 


ee if orders-were. made .every two weeks instead of weekly they. would. be: .. 


“eligible for a 10% discount, because the quantities ordered would - 
double: .They offer deliveries at whatever intervals are desired. 
-- They also. provide emerge same-day delivery service. They do not |. 
ould special flours. Quality ts higher than Metro’ s but lower than Sam' '$. 


2. Metro Bakery Suppliers. Metro offérs terms of. Net/30,, 2/io.. ‘(That 
. 1S, accounts must be paid in full.within:30 days, and if accounts | 
are paid within 10 days, a 2% discount .is given.) They do not offer 
. Quantity discounts. They offer automatic weekly delivery service. of 
. Standard orders. They also provide market research to their clients. .. : 
_ Their basic prices are lower than Green's, without’ taking BNSCOUNES 
oe. account. _ They do not fanny ‘special. flours. ' 


"3. Sam's Baker’ Su lies. Sam's offers. terms of Net/30, 2/10, plus © 
- quantity discounts. The quantities Fred's has _been> buying would 
place it in the 5% discount range; their orders would have to 


hy 


.. on order only, with a two-day time lag. ‘between-order and delivery. 

They special ize. in special ‘flours, such as rye and.whole wheat, and, 
provide recipes to bakeries. They also offer a limited amdant of - 
market research, mostly. dealing with new products. ‘ Their*basic - 
ee are e higher than metres: s but Tower than Green's; lle is high. 


= 


top we Bet ctu het otis 3 we eat 7 Powe Reseecen eater ¢ SEEM EI Oe getete e 


There are two local companies setting’ ibd ‘now ual tty, is iar than ey 


the bakery suppliers. . | 

1.” Ferdinand! 's Flour MATT sells white and vole “wheat flour, sewn 

- «Tocally, at. substantially lower prices than the- bakery supply houses. 
- There is:one standard quantity discount cd all orders of more - 


es 500 pounds... They do not deliver. oe : 7 < sp co “ 


2.. The ‘local - flour mid for a. national flour ‘company offers white ‘flour ro 
‘% only at prices below those. of the bakery’ supplters but above Ferdi-: 


ahs “nand's. They.wtll° deliver monthly. They have one standard upntity 


discount for all. orders ae than om pounds. 


N Jay 


. o° 


a Pi 
- 


“7 oS gts % oe fee fe. a : 4 oy 
Re ees ; ” ao vote nae ; Fred's Bakery page 2. — | 


a ae ~ “9 ce (2. of 


; Se - eee ae 
There are two local “suppliers of bakery équtpment~ oe . 


o_o 


ae “Rose's Baker: E uly mient te) fers a ee line. 0) bakery cauipoent: “They ma 

ees handle new equipment onlyWand. do not. take trade-Tns. Their financing ve, 
ay ak “ds handled. by a finance company. =.They will. Jease equipment, byt do 8 
p+ oe NOt apply the “lease. payments. to eventual purchase if the customer decides 

Pa. : *-to., buy, the” equipment.’ ‘They: provide ah Extensive ee. : me Ps 
— call equipment they” sell, a fis ped 


Pome ee , 
Al as . 2 oN 


.° J : Acme Bakery EC ui ent offers. a Completé Vine™ oe new. salid used ibukery. 
ites 2 “equipment. Py They ‘accept ‘trade-ins. They handle their own financing.: 
wf’ They offer a liberal ‘leasé-with-option-to-buy plan-in whjch#payments. 
\; .. fora leased piece of equipment can’be applied to the purchase price. . 
:: The interest/ rate on their#financing. is ‘generally lower ‘than Rose’ Ss ane 

+ but the. oo -for ‘repayment 4s usually shorter. A 
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Starting a Bus iness eee 


f° There are numerous rest nitant. Salen ta ‘the ‘metropolitan area. You 


 -and other ‘supplies. You: find their. prices almost Adentiéal | n tiost Stem 7 
. if. the ai hack of" the discounts is not considered. ° ; 


AL George's ‘Restaurané. Supp] George! s: offers: =tamngeat Fneit, ahd: ee 
: ....tThat Ts, atl accounts are payable within 30 da nd accounts pata 3 


PE ey 


— 3. “Lone Pine Restaurant Suppl “They have supplied Peterson's for 4 Se 
years. Lone Pine offers: quantity. discounts ‘on -al] ‘food’ items; Peter- — 


he a ‘* a ae - | a F 
SB8G2° “a ee ee Suppliey. 
Ce : eS Information: . 


Sheet _ 


; : : ; Vil . ee 
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id 7 f er a res 
"ee : a . “ ‘ 


Name of Business: i piiea oa a sg : . Te re 


E we ey ' ae ; ; 


. 
. 


contact three’ comprehensive ‘supp ters"who- provide food; equi ment; ‘Vinen; ° 


“Their selection of food is limited bfctanard fame 


tity. discounts. 
kifree a 


but they will: special order items they: do’ not have'in® Stoc 
: charge. se ie orders take about a. week... Bund offer, 


2 Mid~- city Restaurant: ‘Su pl; : 
ee accounts. payable in : 
“early. payment. 7 They. offer juanetee fat scount i n: eA po 
- but nothing else. The quantity: required: for a. discount : qfs:about 2! 
~ twice what Peterson's now. orders. . Their.‘selection of, food. is: limited’: 
‘to standard items, and they do not special order. They offer regular: 
daily delivery: service. - Lowest quality gpeng’ ea 


*'son's ds eligiblé forsome of the discounts and currently saves about . 
10% on about half of the: food it orders. Their selection js slightly. 

’ wider than the other two, but they do not special order, and ‘they do 
not handle baked goods. (The other two do.) They offer regular | tee. 
daily delivery. service. om higher than Mid- City, lower “than George’ s. rr 


e° . \ 
‘ 


~ You éléo. contact a number of specialty suppl fers. The following are aa 


representative of what you find. in each category. . quality for all is higher. ' 
ren the comprehensive. suppliers’. : ob a 


1. Abbott s Meat hole itr. A tte seiciton of high nites meat at 
'y pr: than: the comprehensive suppliers. They-offer 
* daily Mais and: 1 provide special cuts. to order: Sg zs ae 
’ Net 30 days and no quantity discounts. ae eee . _ 


= 


3, Mark’ ‘Hark’s Wholesale Produce. Fresh. produce at lower arices: than the ° erg 
omprehensTve suppliers. Daily delivery. “They specialize in finding — - 


_ out-of-season produce,’ for an extra charge: Terms of Net 30 days and . 
no quantity discounts. *, a i 


‘ ; : — ; : 


206° 


no ara 
i , - 7 oe 7 a “ae 
ee Petrocell! s Wholesale eroceiy. ‘ “They ‘of fer er fi necessary. non-fresh Bee 
‘ -. ‘Food Ttems at the. Towest wholesale prices. /They will delivera .. -, 
oe - + maximum of: once a. week, but only when ordered. Delivery time OF one » Se ee 
i day: after order ee placed. te of Net 30. days. « a! i 


-* "4. > Dombrowski's* Bakery. They ‘are a retai¥ 4 

te _ w0fs baked goods to restaurants at .15% below retail. price. Their prod 

_ are’ more expensive than the baked goods ‘provided"by the comprehensive |. 

Ag suppliers, but.also of higher quality. They’ offer: terms of Net 30 fays a 

G and daily delivery. en . me, = 7 | oe re ae 
ae. Lester's Uniform service: ° * provi es uniforms aint ‘Vinen ata jowee! price | 3 

ae a “than the. comprehensive. supplie Heatly. pickew and delivery. Terms: a 
-.  hiett. . of Net 30 days. . OR oo 


— 6. Farnsworth. Paper predicts." Serene ‘papy r Supplies’ ae lower prices than” 
: 2 oa the. comprehensive suppl fers. Generous quantity ‘discounts; by. Serna 


montiily, Peterson's: could/qualify for’ one of 25%. . Free. delivery on order; oe 
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orders take about three lays. to arri e. Be ge efi 
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Name of Business ¢ Sparkle Cleaners “| " 
a e . a 


+: There @ are: 5 three. local suppl ters of dry cleaning and Tauniry ‘suppltes:. 


"eee Le SET Cleaners Supply. ‘offers ‘quantity. discounts. _Sparkte' 's present 
- « TeveT of ordering puts it in the 10% distoun range. Orders: would: 
have. tojtriple to move into the next.range, 20%... They..deliver on: 
order and offer special courses on new techniques and.new chemicals. . 
ee Delivery time “is uevelly, one day. Quality: 1s higher .t than, ee Se but 
Sa ‘ Jower than Bradshaw’ s. a my 


= 


2. Rick's Dry Cleanin “su 1) otters tere: of Net/30, 20. (that iss 
_ accounts must be. paid: . = ARE within 30 days, and if. accounts’ are” 
paid in full within.10 days, a 2% discount is given.) ' They do not” 
offer quantity discourits. . They deliver: on order only. «Their Basic, 


"prices are about the same as ty Cle Supply; without consid-— 
ie 2 ering the. effect of discgunté. - Delive As usual ly: ‘two -days. as 


3. Bradshaw! Ss: ‘Cleanin Supplies - ‘offers ters: of. ; Net/30, 2/10; ‘plus.a - hs s 7 z 
- ‘smaTT ‘quantity discount.: They..have ‘been: supplying Sparkle for, the A ee 
“last five’years; Sparkle's current quant itygdiscount. amounts to 52. $6 eS 


They provide | automatic weekly delivery of standard orders. .Their~ 9 
‘- basic prices are -stightly higher than the. other two > suppliers, but. 6 hae 
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fend Le Cocca Leconte recor bec dre ca cree g eee ere Noel. 
tins or ts ‘ ud . eS : cee ot : 
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Players’ Names, 


Pipes ge 2 Sukh ty, GEG Sie, (aes, 4 i, Wi ke «in Bekins 
es - a ore ee . ere Bie 
: a a er ec se aa : : 
ee », be oe . . he wee . i tel a : ae ae : : wv ie , 
z so Business Name ae en is as 
N . - | 


ae Present: name ; of business _ 
. Do you plan to fangs name? _ ae fe. ae . 


ee 


A Why? 
Size of Planned. Market (cheat oni) 


Whole city. (one nV fon people) 


a od $0). “to what? = 


1 


‘ Srantwond. and surrounding. 
Nelgnbornends (approx. 50, 000 


| - people) a 
Brentwood only (20, 000. people) <a 
ee a 


ul. Smaller section of Brentwood * 
_ (approx. 10, ,000 people) os sy 


1: Market Needs ; _ 
1 “Services and/or Products. not now available in n market 


atysenssrsersneamiosselayak 


—= — ee 
“Spectat-néeds-or-tastes bal f-potent{al- cus tomers = 


ee Gee 


-Busines’ Plan * ete Pr te, 
Ms eal pans page2 


ine 


D. tae What ere snl will be distinctive about: your business? . hat do 


“you pareseuterly want customers to notice one remember? . \ 


iad e! 


— one By Product. and/or Service Line poiidesae eee serch ae wpe reentin lege 


. are ee . ae 2 oP, a 
ti _* Product or Service . . ; Price Range ’ Estimated Percent of 


fies : + (Highs Medium, Low)  Sales.or Services. 


/F. “Free Services to be Offered. - 3 


. «Service a = os Estimated. cost'p er Year. ae , 


eet yee nena a At 9 Nee aetna tatters Dataset inte dostincesemeneekizedactemeneeenioesesientieeteeatinen tater tnnehainedaanthaanemneeanaenenatientetha iaeiaanad See ea canteen amma 


: ee, yc Sales Policies Ht ae aan as oO SS cascutet ee re 
ie * Credit (check one). 7 _ 7 os wie 


No credit © 


we , _ Store noes - 4 
Credit Cards Only 
~ Store Credit and Credit Cards _ 


228 


ee |. ¢ 


a how : ak = - ae NG 
. business: Plan . 
_ Marketing Plan, page 3 
- Other Sales: Policies (including policies on return of goods, ‘guarantees, : i 
7 P special discounts, etc.) 


on ; ' eae 
EEE le See 28 a Be. tag 
Mig PNY ~- 
, ms ‘ . an ‘ 


[o. 2 
a Advertising/Pronot ional Plan for first E quarter = eee. ae, 
a. re, Advertising —--—— een oe dee A . ee eee coon me 
| Type Units Cost per Unit Total Cost» 
City:Newspaper a _— =, a. $120: - 3 = a or 
fee 20 | “ 


‘Communi ty Newspaper se ee iyo 
College Newspaper. _x .__ $10 = ca es 


“Radio a, a: pe 
General Aduit Station. x _ $50 0 see gk oe 


Teenage Station XX $ 25 oe 

“Easy Listening" . x, _.$:15 =. 
"es Station . = 
‘s Television ans 

+ 1 Network-Affiliated | 

. BiTIboards 2+ i 

eo | Flyers/Direct Mail. x $20 ue oii, ee a 

ce. © “Special ties ’ Peg $0 tee Boe : 


ne eee oe ee pe na nm ng pnt et RR A nn nee a ne 


re" Whae"Gre your Teasons for Using thése types of advertising? tei 


an: a 
aren 1 


. ‘ : . 


. Pustness Plano 
* Magheting Plan, page 4 Oe ee 


’ ° a) 


loc... I. Summary of advantages of business over compet itob 


“hat do you. offer your.. — 
- market that a don' t? ha should ‘Someone > buy: fro : 


you 1 natead: of from “then? 


nn ge re nm NE 0 aE ne a ra er ne ae ee re er er rrr grin 
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SBSG 2 fie ae oe oe oa Business Name. a oe ‘agen Se 


’ 


2 e. A.” Legal Organization. (Individual proprietorship, partnership, or earporation) / ie 


sorganization: == ED Se ee i 


Reasons for choosing thi 


ae 


ae BP yt 


. ’ - 


se Cost per year + 


cae _G Personiel vs - 


. Jie Roles to:be filled by owners - 


weedeat ante + iste ata ahs mor UO ee ORT Se ad 


©. Name ee Role 


: *Each owner earns a salary of “$6000 per year ($1500 per quarter). 


ye ‘ a a os ro he <Dente 43 aoe, dae aot wie ta Pah gga 5 4 


a ee ae ee 


"Business Plan ey a | Oe eee, 
_ Operational Pan, page Boe eee a 


& 


Re ia 
: » 


a _ we - “Each full-tine ¢ en aye earns a i kalaty: of $6000. S year’ ($1500 
“ie. 8 «per quarter); eac ot a a employee. earns” a. sa ary of ayes per 
oo oe year. ($750 Per ena ; 


_ ‘ Jet * 


wae ees een Se eer eee ani ae 


"Bus tiness Plan * ‘a 
Operational Plan, page 3 


- usets s PI an 
see ona Pian, ‘page | + 


me Phystea! changes in Business, 


Sua es a a BP ge gh RTE sage Sa eben Rete, Aaah an as S ea eae © 


_ Business Plan” Sao -_ ee Hy Business. Name ae 8 
- ee ee Players’ Na me, he 
; . ah fae oe : yg = 
ee . ena a oy 8 | . oe . i: eas a 


a: 


* grep'| 6 ieteraiue “qangtbie. ‘Owners! Equity. oR t ‘the. business. by’ sect ‘total : 
ca a Aunties included" th sale: “from” total: Physical assets. included: ‘An. sale. 


“Total physical assets “included. in sale vcs... 
. Total, Habilitf¥s included. ANGIE ries deo ee 
Tangible Owners’ Equity: Ce ae Moreecrerevrevall re 


~ STEP 2. “Decfide whether to ‘offer’ angentag for Goodwil? ey: determining — 
of the business has. any excess earning power. . ae 


A. Find the average’ ‘net profit. of ‘the business over the last vo. 
-* “three years’ and add average:. salaries: ‘paid to owners over’ the eae 
three. years: to: get. Present. Earning: Power of pane ees 


“Average net. profit... ee 
“Salaries -paid to owners..: 
_ Present, farning | Power : of. Bu SESE 


ror 


= Add 7% of th tangible Qwners* “Equity: fs he’ business Gate, ok 
avers amiount. you could. earn by investing Th 
, government: -bonds): to your present salaries: to. set 7 
ee Present: Earning Power: of Buyers. 2 a is 


aa 7%: of tangible. Owners’ \Equity_ 
og Present: Salaries of. buyers.. 
"Pres t Earning Power af Buyers a0 Saar 


a 2 -_ oy eee Se eet 
Subtract Present Earning Power of. ‘Buyers from, 
, Present Earning Power of Business :to get : 


-_Egess Earning Power of Setinessca 
ar. 
Dp." Multiply ‘ances: “earning power of. business. by 3. to- get ee 8 
_ 8 Goodwill Offered. If there is no excess - ing power, ¥ 8 
"put: lo for Goodwi ered. 7h - 2 
| eo Good baits Sa Scales eee: | 
235 ) 


a - 7 oo a “99: tata! . 


Picinece Plan: 
Purchase Price Wopksheet., page 2 


ee ¥ 
STEP 4 Negotiate with owner. (Draw card. ) Gear insite upon” 2 erg 
es ._) above Buyers' Offer, for: Goodwill. “s 


Add this amount: to Buyers" Offer to get Price Niet Upon’. ‘8 
for Business. ; z . . ore a 
Z Goodwil 1] Demanded ‘ an reas ee ieee 
Price as Upon for Business... paar ;. 


er Ll . unt *-  o¢* * 
we : F S . ise 


Goodwill offered... sate oaiaieee oe 
- Goodwill demanded by owner. ......0.7 ope 
Total: Gooderi 1 ioe econ Beene eee ewan en, 


ti — aes ar ° ve er ay 


» 236 - ae ae 
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Participation ~ 
_ Information 
. Sheet. is 


rr ae 
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Starting a Business ° 


1 


Business: Newspaper -°.:.. ae. < 4 : 


As a small businessperson, you can join the Calverton: Chamber of Commerce. | : 
“Membership dues are.$50.00 per year. As a member, you would receive s a Oe 
information about.-events, and developments affecting business.in. Calverton, <... - 
such as legislation, other:government action, and private development’: °°... 
plans. You would also haveijthe chance'to work on committees to influence... 


policy in various areas aff ting business. we ae Ee 


he community fgr thes). 
ire $50.00: per yeahs, 
Or ee Bee 


“a Se Re isn 
There is a.commun 


* You have already decided to become. a member of the BrentwoedMerchants' —, 
|. Association. This’ group meets periodically to discuss cooperative action. 
.. déaling with community.‘tssues. “It works to improve.; the: comm “ 
benefit of a1] the businesses in it. Membership: dues 


oy 


community newspaperand printing trade: association in. the “> : 

“-.,Calverton,.area which you are eligible to join...Membership dues are $100,. 
“per year. The trade association provides the following services to *. 

members: market research, management.:training, information about industry- : 


ft and area-wide trends and developments, group'health. insurance ata cost ~ 
__of 2% of your payroll, group life insurance at a cost of: 1% of yéur payroll. 
Ms. Vogel and Ms. Patrick tell you that they do, not belong to the Brentwood... | 


. 


‘Merchants’ Association because they feel a newspaper is not really a~ 
. business. and they are not interested in the.‘same: things, the businessmen — 
of the -conmunity are. They do not belong to the trade association because, 
. "We don't. really need their help, and it's just. one. more expense." 


*) : - re 7 - a 7 on 2 es , i * 


“4 


"suse 2 ao ee en ee commu J 
Sot aneinns 2g Far ption 


‘Business: Florist oe 


~ 


; As a gal) i bie henerson you can. 5 Hoin the diverton : chair ot of Coamerce. 
ps _ Membership dues:.are $50.00 per year. As a member, you would receive _ __ 
..? . Information’ about: events.and developments : affecting: business.in: Calverton, |. 
“ra Such as legtstation;:-other ‘government action, and. private: development. plans. 
: you would also have the chance to work. ‘on. Somml tees, to, -Anelumace icy. 
in various - areas lie business. ie AC Ee ee ge” 


o, 


2° You! ‘have already decided ‘to become a foster! of: ‘the: ‘Brentwsod. Merchants‘ 
Association. - ‘This. group’ meets’ periodically. to: discuss cooperative | action: 
_ dealing with community issues=.It:womks to improve: the community for — 
yo “thel benefit of all 1 the businesses, init. Membership « dues are. 2 $50. 00. Pers : 
PD ae year : Gros = a 


aes There: is a Suiists: “trade association in the Calverton: 
287. on “are.é1igible to join. . Membershipedues. angs100. per year 
association provided. the: following services to members: ‘market’ ‘research, 
management, training, information about industry- and area-wide trends... 
~ and,.developments,- group health insurance at’a cost ‘of 2%:of your: payroll, 

Tite “insurance at a cost of Ts°oF your payrott. 


“Mr. Flora tells you that. he, ‘used ‘to: belongato. the Brentwood Merchants 
. Association, but does not belong now. "The shop has kept me. prétty. = 
-.busy..the last year, ‘but. before that I: did a lot with them. : They Oe 
i: “take care of community Christmas decorat#ons. every. year." He does not j 
= - belong to the florists' trade’ association. "Not that Ihave’ anything . 
_ against them, but it only started a few years ago, and I' ve Just never 
. gotten around to Joining." - : 


ae “gt. 


Ca 


© 288k 
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-. Sheet 


Business? ‘tiholesdie Stationery 


Tad fs 


: ok a 


# | 


“Membership ‘dues :are $50.00 per year. As a member, you would receive. 
‘information about. events. and. developments. affecting: business in Calverton; 


: such: as legislation, other government action, and private development gare 


“You. would..alsé have: the’ chance..to. work on committees. ‘to influence. ‘por cy 
iin Various, areas affecting business. oo os 
You- nave: already decided to ‘become a each of :the - Brentwood. Merchants’ : 
Association. This group. meets periodically to discuss" cooperative action. 
- dealing with community: issues. It works®to . improve the comunity for the 


eet ofrall the. businesses” in it. _ Membership dues are. $50. 00 per “years 


= There. is a ‘Stationers trade association in the Calverton area. with’ you : 
vr are. ‘eligiblesto join. “Membership duesare..$100 per year... The ‘trade’: 

- asSociation. provides the fol lowing. ‘services to members: “market ‘esearch, 

"management training, ‘information about. industry- and--area-wide trends. and 


" developments, group health ‘insurance ata cost of 2%. of veur payroll: ‘group see 


ee life’ life’ insufance. at a cost of? 1% of your payroll. 
Oe a ie re f 


but:works with :them on their projects which. he feels affects him. "Which © 
“isn't all of them," he says. “A lot oftheir stuff only concerns the . | 
- retail stores." “".’ He doesn't belong to the trade association because, as 
he ite he's’ "gotten along: ‘fine without them all these years. can _ 


ar eae ee ! inc a 7 : ‘ 
“, ‘ F Ree, .o ae 
“ . - ns a - , . ate 
i — ee 4 a . 
. 8 e , oar 


939 


| Community 
‘Participation 
Information: 


fs a small businessperson, you can ‘Join the Calverton ‘Chamber: of Comerce. # 


Mr. Prasen. says he dogs not ‘belong to the Brentivood Merchants; Association: ay 


Ba. awl 


ar. 4 S tn Communi ty _ 


‘SBSG gee ee = a. Participation 


' Starting a Business eee ay ns 8 fe En forniation 


oe 8 - Sheet, 5 
a 


~ Business: "Bakery ~ 


Asa ‘small bus nesstorsol: you ‘can join the Calverton Chamber. of. Commerce. wt 
Membership'‘dues are $50.00 per year. As a member, you,would receiye = 
information about events and developments affecting business, in Ca velton, 
such as legislation, other government action, and private: ‘development . - 
plans. You would also have the chance to work ‘on committees to. influence — 
' policy in various areas affecting business. ; te Fick mo * . 


You have already decided to beconie a. aeaber: of the Pek: the Merchants’ wh 
- Association... This group meets periodically to discuss‘€ooperative action 
‘dealing with‘community issues: It. works to improve the-community for — 
'.the benefit of all me businesses in it. pemershth: diies. are san er 
per year. , : oe Se ow, * 
There is a bakery: trade association-in the. Calverton area which you are. . ae 
eligible to join. Membership dues are $100 per year. The. trade a, 
~ association. provides the following services to members: market research, PET as 
_. management training, information about industry- and area-wide:trends . / : 
-and developments, group health insurance at a cost of 2% of your varens ; 
.' group life insurance at a cost of 1% o your payroll. 


acennaaaaals | Fi “ABYZZT “tells you that He 1s Hot not” a ‘member of the Brentwood. Herchants' 
Association. "Why should I worry about them?" -he says.. "That's for 
retailers, not guys like me." He does not belong to the bakery trade 
association. "I look at it this way: I've been in business. for a long 
time, ‘and. I probably know just as much as those guys running the. trade : 
association. 1 don't need to pay them for advice." 


Communi ty 


 SBSG 2 |: 
Starting a Business Participation | 
a a ‘gInformation .....: 


Sheet - 


Asia small iat tnestparson’. you can aie ‘the’ Calverton Chamber’ of. F Conmerce. 

Magpersh dues are $50.00 per year. As a member, you'would receive » tS 

intormation about events: ‘and developments affecting business ‘in Calverton, a: 
egislation; other* government, action, ‘and private ‘development ie 


=i Bs] 
«pl You would.also have the chance to work on: comnittees: to influenge 
po icy im various areas affecting business. © > : fe 


You hay already decided ‘to become a ember of. ‘the B Brentuood: Merchants’ 
Association. ‘This group meets periodically to discuss cooperative - 


He 


cs action dealing.with community issués. It works to. improve the communi ty 
“- fon, the beriefit ia all the businesses in- its tea dues are a 00. . 
‘ag year. ‘ ; og ee Pg 


- “There is a restaurant trade: association in the » Calverton abtes whitch vol 
“are eligible to join. Membership dues are $100 per year. The trade 
yassociation provides the following services to members: market research, - 

7 jetegeret training,-.information’ about industry- and’ area-wide trends and _ | 
ics developments, group health insurance at a cost of 2% of your payroll, ‘@ 


: group life insurance at a cost of 1% of. _ your payroll. ~ - o- 
= vars! Peterson tells you ‘that she does not belong. to the Bran God Merchants’ 
|Association ‘because, as she puts it, "I've just never had time to take off - 
from the restaurant. Besides, they’.always seem to meet at mealtime, just 
when I'm the busiest." She does not belong. to the restaurant trade *. 


; association. ~ never realized a smal] restaurant like mine- could join,' -_ : 


: “she says. 


os i et 


* { ‘ 
cN ie “ ‘ ¢ . it . iv 
oo . i < bere : , . : ommun y _ 
SBSG 2 Participation 
Starting a. Business 73 Information 
. oe se at : - 7 Sheet 


_ Business:. _Dry Cleaner; 


* As a.small bus indisperson's you can join the. Calverton: Chamber of. Comme 
Membership dues are $50.00 per year... As a member,-you would: receives i 
information about events and developments affecting business an Calverton, as 

.. Such as legislation,gother: government. action, . and. private. development: re 
, - plans. You would also have the:chance to work on Comrie to inf luerice Bey oh 
spolicy in arious® areas affecting business. ‘ bss & hie ee 


ee Yot have. already decided ‘to become a member oF -the ‘brentwood Merchants! ap 
“lation.. ‘This: group meets periodically to discuss cooperative ation. ne 
g with. community issues. It: works’ to improve the- community for the. ; 
tof all the businesses in it. "Membership , dues are ‘$50. 00 per year 


fe: isha dry - cleaners trade assoctacteatn t the. Calverton area which, you 
- are elig Dle to join. Membership dues are $100 per year.: The trade |. “> 
« associatidy Provides the following services to members: - market ‘research, 
management ‘aining, information about ‘industry-" and’ area-wide trends. and: 
development murate health insurance at a cost of. 2% of. your payrolls: ioe 
group life Ana nce at a cost of 1% of your. Payroll. cg 


. Mrs. Engel. tellsiyou that. she is not a.member of the: Brentwood Merchants' 
. . Association, but ‘that she sometimes - shelps them with some of their projects : 
when specifically ‘asked to do so. "There are always. Plenty of other people 


_ .willing to-do whatever has to be done," ‘She says. “She-is not a member of 
‘the dry cleaners trade: association. "I'm just not a joiner." 5 


ENC er 


a 


Qo. 
ERIC 


| Business Plan. oo c _ a Business Name_ 


oo Gross Margin ~ - 
re ee) 


| ‘Expenses: a 


ty "Membership. Dues (List) © 


SBSG 2 : ie Spee 
Mote e Shee Players ee 
ee 


A. Est inated Profit-and-Loss Statement for the Frat year 


Last ear of Present Busineds. : Projected : 


Net Sales ; 
| Cost of Sales - 


Owners: 


Delivery’ 
| Rent. . . 
Advertisi ng. & Promoti on 
Taxes & Licenses 
- Depreciation (sz, cof value of 
| Telephone“ ac 
Insurance ; 
Legal & Accounting Fees 


7 Utilities aes one er 2 3 | 73 ze os 


Bad Debts’ (a/or'c credit’ card cost) a enemas, - Pe 


Supplies on oe Ee PH ee .. # 


_ Interest (10% of expected Voans) bos 4 


Total Expenses 


Net Profit. ne es: 


% a 7 


sBsc 2 als 
Business: Plan. 


Zits 
' % 
“> 7 
ens 


OL: 
poe eit 


Poe “Addit tonal: ests! a ‘ vt oe, 
Physteal- Bes in Bustness (eau ere rurnture, eee ’ 
_. fixtures, and sign) ee a . ° 


a ae ty you ticorporate) Legal ¢ fees and other F ncarporation ae cod 
* are, oe “Costs. { 200) ° ‘ ny : euitlettes 


a prigla Items and Deposits 
aie ‘Rent Deposit. (monthly ret x 2) 


Other Deposits (utilities, ete. y a ee || ee 


“Insurance for- one quarter 8 , a Sat in se 


3 penta Expenses: — mf ~ 
. , Advertising and Promotion for first quarter oe 
oy Mer ae oct — : 
"Working Capital (5% of } expected yearly net sales). . oe 
Total Funds Needed ; - nee oo 


C.. Owners ' Equity (amount to be tnvested tn business) 


Owner Pe a ee a 
- Owner ‘2 


Vu Owner 3 - xs : ee 


D. 


° n fe -{ eee ; 
E."R9OER] Funds Available (Owners' 9, plus | ate Pe 
. Ka tance 9 available from friends or relatives) 0 Be . : 


» Fintan ng Needed. (Total ‘Funds Needed minus Totat® oem? 
= Funds Avi lable). . = : 


< ve “utpnent ae Needed (cost of i aa, changes - 
Pt _in busi ness) - 7 


ae Bank Loan Needed (Financing Needed minus Equipment 
a ana panna Fae 
- 244 a ee 


a" “Business a a _ tO ps -SBSG 2 


ee 2. 2s. eee ee glee ake 
~ action or’ ‘name ee a action and. name es 

"completely inappropriate a Pe a 2 _* eg completely appro-— 
is * mo . te - Priate ae 


_ B. | Size of Planned Market : . —_ : oo oe ae ae 
a ae . Dag at ; ee os ps 
completely inappropriate te " oP ie a oe 3” completely 
¢. “Market Needs 3 : eo er ee - or 
- | Services, Products not “now available” Te | 
: -“ddentification oo a eS ge 7 2, ok ” ol sdenbttheatton. 


_ completely a ee pe See ee “~. -. completely ade- 
or incorrect. — ace an ee ee quate. and correct. . 


: - Needs Tastes of customers : ae SS 7 pees ' oo ie an 
1. ose ae * a} ee a hee ( 
- fdentification _ ” fdentt fication. a 


mee completely = i * 2 24 a ese oon completely ade- 
a or incorrect ee eg Fe a quate and cOrrene 


ae 


Dmg, ee ee ee a ee hea : 
| completely ‘inappropriate os ag oa 3 _ | completely appro-. 
or no image: specified a ge oe _priate image .§ - 

: os a arin specified ° 


oe a 
Ae a + « oe. @ - . 
’ : 


E. et ov Service Line 7 5 oe ee ee. F 
; #.- an 2 ; a re es 2 o's | — 
+ Be : fh Big eile. Se ae ag tO ee if, 

line inappropriate =’ “ae BE eS ‘Tine completely | 

‘’ for market; already og te ea a se ‘appropriate ‘for - 

provided by competitors | - Co market=that on: 
or not altcaeh by market i ue ee ie ee ae should havé™ been: 
r oe. oe , ee . gaden (ied 


ae a 


fe. 


Ly. 


- Prices oe 


much too high or 


Tow for. market. 


Free Service tobe’ offered oO 


. ce Mee 


K 


"too many too few, | 
or wrokg SErVICES om oe 

‘for n market ~ ees 
- Sales policies 


43 


<he much, oon 5 Little, 


or wrong kind of credit 
for market;: poor sales . 


‘policies: earn 


: Ny 


Adverts ng/Pronot onal Plan 


4 


not enough’ or $00 a 


much advertising te 


_ expense; wrong | 


ERIC. 


kind of media a 


‘. Evaluation of Marketing Plan page 2. . 


"(for bank use only) TOTAL _ 


a 


er eee Ta, oy Se oe 


eS tte a ae 
2 ekactty right 


gs for-market| "oo 


Pe hae right! ‘services: for! 
a ee oo cenarket- that: should: 
eee E. _have.t been: identi fie 


ie 


rane night mount, 0 
ee credit, for zu 


ta "ight a amount : and s 
ON eae kind of: -adve ‘ing 


-~ Business 


-# _ legal organization : 


‘completely.. inappropriate -- 


7 for business — 


ar ese Eri 


| ae 


insurance for. type: and 


- location of: cae - 


: hes a we 
ae, Personnel _ ; 
. 1 2 Os! / 2... 


7 eapiredinae or unrea 


-owners’ role’ Ee oe 


ry 


on che Hay too few, or 


a Sve of Sige 


dD. Supply 


Supplies: Needed 9° 


' : 


ad : tg i. 2. ro 
ae Peace 


*. 
sdedietettatton of: needs 


oes tt etely incorrect Of cen . me ee it 
“Inadequate a oe . «i 


Suppliers Selected 


few or no. appropriate, 
eles eee 


RK, 


“is: too. few, too many,-or 
. wrong type. of. aa 
made * ee 


rae ‘DP ot hes af. Me 
too much or too ttle 


nage * pletely seer late. 


* (for bank use’ ony) TOTAL 


delat. ofgaritzatton re 
completely appropri- 

| ate aor busines pee 
wv 2 tops 
ao an & eo 


© right amount and. ce 
“type of insurance < 
for type and loca-.: .. 
tion of business © 


“owners* alee ‘come 


~ and. Penlistic.: 


Ca rn 


right number.and. 
“ "type of employees. ©. 


identification of 
needs. s.completely.. a 
- “correct and adequate 


eae ae 
all ‘appropriate 
Suppliers: identified «: 


; all: appropriate 
> aks made |. 


. 
ee 


“aa tnese 


* EVA UATION OF fa INaNCIAL 2 a 


A Profitcand-Loss Estimates 


“Projection: of Sales 
wf * ee: ae 
"projection unrealistic 
or. inadequate in. light 
. of market plan 


| Pro ections of Ex enses 


~phodectiods” unrealistic 
in. a“ of market plan 


sme Financial Needs: 
| eas undid, or 


™ gvervest trated y ck ke 
4 7 : — : = Pa - . ° Looe 
a , - ; 
4 : or bank, use ony) TOTAL. 


ae ee: OPERATIONAL-PLAN- TOTAL. 


| Bustness’ Plan total 


- projections. reason: 


log market plan 


=. ia 


J heel correctly 


~ “MARKETING: PLAN TOTAL 


ipietin: reason-. 
- able. in light of e 
market Pan 


able in-light of , 


va 


restinated” 


2: eo aes 
- oo a. . ee 
aS : : 
: - ak. Starting a Business . arte 
‘ ae Facsimiles of Chance Cards 
—  ¢ 4 er . ; a . 4 
The owner agrees to accept 15% more ‘than ” The owner agrées to accept’ 12% more than. 
‘ your offer for the business. "You. settle your offer for the business: You settle . 
on that as the final price. on that as the Final price. - . 
= - 


- 


. owner agrees to accent: 9% more ‘than 
-You settle 


The owner agrees to accent 10% & more than 
your offer for. the business. 


-yodr offer for the business. You settle {> 
on that as the final price.’ © .* — | * on that as the final. price. - 
“ ' vy Lg "ae : 
s -_ 2 a seed 2 , ag (i 


‘The owner agrees | ‘to ‘accept ‘ag more ; than! 7 The owner agrees to accept: 7% more than . 
your offer fog the business... You settle your offer for the business. You settle’ 
pon that as th final price.” ‘i or a ap tase final price. i ane 


a 


2 Fi 


i a ‘h 
” The Owner. agrees to ‘aecept: BE. more. than, : can 
You settle tee 


‘The dwner. ‘agrees to: accept 6% more than | _ 
“1 your offer. for the ‘business. 


* -your“offer forthe business. You settle 
fan that as the: final pisces . | on that as the. final .price. 
- ee a Se ee 
ae * « “e ‘ 
the owner agrees. to accept 4% more than © The. owner agrees to’ accept 2% more than’ 
your offer for the business. You settle your offer for the business. You oe 
on. suas as. the final price. | "< _ on that as the final’ pricey. ae oe 
me a “ — ~~ Y & eh -* ~ . ee x2 | 
ee eae ee ees | ee Pe 
Lae gee ee . ee. 


nar ig at mio ear ee ee Te 
e ae ue . feo te 
ac eyes rr 
1 opat te 
6 


oo Tae 


Starting a Business oe _ 


” 
a a SD: 
“e ae 
4 
ee, 
uate. 


v 


. 


__ Type of Business ? 


7 Owners /Managers 


* 
‘ q 


ses 


: The bank fas 5 oe a | Site supties ? 


Feng: 


: ial you 


—» aloanof: § 


at 10%: ‘interest | 


for three years, 
“Quarterly Bank Loan 
a Paynents will bet f 


‘alan = Loan’ 
Interest. Paypents 


will bet, § | 


es ‘ 


P : 
_ yf 
an AS ’ 


have given you 
‘financing of: nee 


oat 8t-Anterest ~~ 


: for five years. 


~ (uartarly ct 
Loan Payments 9-0. © 
Wi bef 


“Yearly oe 
~ Loan Interest. 


yO 


ke 


Paynents mt wo 


“Business Nane 
vk a 


Your 6’ er 
has: FEL to 


Joan you: $. 


at 8% interest . 


for five years, - 


~ urterly Loan 
Payments -on: this: 


- Toan wilt be: _ oe, 


im [ 


INTEREST PANTS, 


Yearly ‘interest. 
*” payments:on this 


To will bet — 


TOTAL LOnts 


TOTAL QUARTERLY 
NAMES 


a oF, Be ee -_ : “ Balance _ . 
oT” SBSG-2 ane Tey 3 o* = & Sheet i 
ee os Running:a Business oe ee Oe a 4 «ean Hee ee 


—Business-Name— - ar ea 


‘ es ee 
> 3 . : br . a “ Ss 
_ | - Liabilities & Owner Ss ‘equity * eee 
 % ‘ ‘7 , a. : , - a 
: — Current. : “Labilities 4 


"Bank Loans. i a a 


"S ee fg) TSS 


Mash te ge. 


nuns 


23, ‘Equa pment” Loans 2 eae da Ss a 
a? * g e re . J eet ‘ 


-Other: “Léans” : 
, Una Shlagfesyto fide 


a ee 


em de Tota): Ghavanqtiesss 
Omer" $: Equity, . 7 


‘e a ’ 

_ tiers is Equity. to. Date 
& } ’ Wisc. te : 
=" | ~ Net Profit “(or 


Supplies | * 
. Subtotal. - 


‘ees ton ¢ fo até ary 


a Abie - SBSG 2 : a Me ke, Sa . Biiance 7 
EN certo, — a sighs: a # a » Seles eB TER at Ge > ee Sheet. “ 
. _. Business Name =. the name of ‘your business’ - : 4 “ 
= % (Assets: oe a ey? =, wo . 
Be? Cash = Total Eunds Available * Bank Loan Needed. - Price Agreed Upon . #. Pe 
» . For ‘the Business. (Page 2 of Financial Plan) _ aa, 
7 ; = 3. Inventory and Supplies s#= Same figures for Inventory - ‘and Supplies .from : 
Ss : . . “Assets and Liabilities Included in the Sale® 
i * 2 : « (last: page of Business Profile). oe. 
° e. . 4. Subtotal = “Cash + Inventory, + ‘Supplies cA : 
ol : 5. “Fixed = Fixed assets. included in the same (last page ‘of Business : 
. ‘Profile, "Assets and, Liabilities. Included in the Sale") + 
.New Purchases of equipment, machinery, furnitures: fixtures 
or sign’: (page: 2 of Financial “Plan) z ae y 
6 Value of Fixed. Assets = = the total of fixed assets from step 5 
7. less Deprec iaftion to Date = 0. Oe ee a 2 ee 
) a eee Subtotal = Value ‘of Fixed: Assets = _ Depreciation ii, te 8 
a "9. Goodwill = Total Goodwill: Paid (rurchase Price Worksheet) es 
ge 8 10." Total Assets. = ‘Subtotal’ step 4) # Subtotal (step 8): + Gopdwi1. (step 9) 
"Liabilities: aoe ee, pg ae & : 
i : i ‘ Owner’ s Equity rae ee J aoa ee, a } 
WW - ¥eank Loans = Bank ‘loan ‘(Business Plan Scoresheet column: Ts. ine: 1) Pee 
12. Equiprient oan = “Equipinent Loan (Business F Plan ‘Scoresheet, colum 2; . 
— : : ” Vine a), ie tes 
Se “Other” ‘tears | = Other ‘Loans “(iginess > Plan ‘Scaréshegt, ‘eoiunn’ a Tine’ Ws 
‘ eee a, aoe 2 om, 22 Lg . : 
‘14. Unpaid Salaries. to Date = 0 ee - 2 a ee 
“15.5 : Total Liabilities = ‘Bank ‘Loans +. Equipment liane + other Loans, ts 
* a8 Unpaid Salaries. to Date ict . 3 
- Owner! s Equity to Date = = Total Owner's” “Equity (Item G Financial Blan) - PEAS 
Net Profit t (or Loss) for the year = = 0 . “ os ae, 
Lo ” ”: i. a : tye ae, 2 ote Z : ; seach io 5 es a cnt 


" Balance Sheet Aid Page 2 


ita 18. Total Owner's Equity = Owner's Equity to. Date + Net Profit (or Loss) a 


-for—the-year— 
7 | | hee ee. a 
‘19. Total Liabilities & Owner's Equity =, Total Liabilities (step 15) +. 
- —— hn -. Total Owner's Equity (step 18) 


es , aa ye 
: _— 


TOTAL LIABILITIES: & OWNER'S EQUITY = TOTAL ASSETS. 


ie ® me 
aN ' 
°° oo e 7 
"y it 7 
iY. . 
; 


ae ra 
. 


2 


a ce ; ee a — : : se. ; ae ‘ ; oS Expense Ae 
} 2 2. BT ee 2 aed ge caer Information 
n heet’.. ..~ 


9 a Business. nee ee : cyte fo Shee 


| WN gg ents © « . a. a oe 
“y e "ype lita Newspaper . . ye ee , a. ca iy 
2 oo =e It: is now mid Sanayi your purchase of the Homéleigh.. ; 
or, ‘ weighber was completed on January: 1. You have changed the business 
in whatever ways you decided 1 were dicta and te are. operating 
“under new management. i ae 
) You, have paid ‘the - following expenses ‘in getting started: : a F 

Ae | ey “Incorporation costs Gr incorporated): “$200 | 
“oot a | Rent” ‘Deposit: 4 oe a ” $500. 
mo a rn _ Other Deposits (uestties, ete): | ~" $200 | 


eo * a 2 at 


" Figures to be entered on Regular Expenses Worksheet: 


) Del very: Mog Sk 8 “$1900, if hee ens $1840 if. z 

er ak “mailed (includes cost .of mailing Paper, - 
plus 2.subscription renewal notiges cor 
or other ca se per year) : 


be at nae Para ee 
Rentz, $6000. se . 
ie a 


~ sTaxes t Liconess ol ‘$6000 i | fe ie ; i et 


_ Telephone! an a : $600 7 oe ae , es 


: Insurance: ee an | oa POM Projected Prof it-and: dzLoss, Statement... wera 


fet Pe Symes 


seiSharartagdes eenteae 


ae Legal & Accounting. Fees: oy 
“Utilities: | en 

< 5 — Supplies: | 

— aa . Interest: . aA oo 


oe Membership Dues: te, a 


“« SBSG 2. p _ | - oe - , * & is nase | ze _ J Expense . ee 
Running a Business. sl e 4 2. 4 ~ os, 2. Information "0.0: 


fae \ ae 7 | . | Stee | 


~ Type hous less: Florist eet ty ee 


ae , 7° , tis now mid-January; your purchase: of Flora's Flowers was ° i ey 
completed on January 1. You have changed the business in whatever ways Phe ayes 
__. you decided were necessary, and | you. have opened for business~"under~a oe a 
,i. new management . a, a ' ae 
You have paid the fotjowing expenses in: ‘getting started: 
a Incorporation costs (if incorporated): $200 - 
~ Rent Deposit: _ Ps es et $300. 


“oe 


Other Deposits (uesntttes, ete. }: © $200 


° 


@ | a | Figures to be entered on Regular Expenses Worksheet : 2 fee 


Delivery: oe $1500 | 

‘Rent: =), $3600 
. a Taxes & Licenses: | ot $450. ~ . . i 
ie, Telephone: : Se "$650. ° I a “ -_ 


ie = Insurance: From Projected Pro it-and- Loss Statement 


: » __ Legal & Accounting Fees: $1500, ot Ancorporas ed 4). $1000 (if. not incorporated) 


$1000 oe ha 


Utilities: 
$500 2=~ 


. Supplies: n 


? Interest:0: C From business Plan Searcuheet 


M@@bership Dues: : © ae From Projected Profit-and- Loss Statement 


256 


ate 


“$086 a | a © 7 a ee oe Expense ve ot 
oo : Business, 2 “ ‘ * + Information . . 


_ a . 5 
dn. a 
Pere . - 
eer oe y a _ 4 oo 
- 8 oe . ras i 
- 2 . . ‘ . z . . ‘ : . * 
i ws . Ft ‘ . . ° . Fe ri a ban .* 
: ~ & « ae _ 
if ; ; 7 ie. . 
: - Ri 
: 


, 


Type of Business: uioteiffe Stationery 


It is now mid- January; your: sapehice of Fraser' s.Wholesale - 7 7 4 
Stationery was completed on January 1. You have changed the business. a oe 
‘in whatever-ways you decided were necessary, ‘and you have. opened | SOR: 
business "under a new management. es 
You have paid the. following. expefses in getting started! 
Tncorpogat on costs “(if incorporated): _ $200 
Rent Deposit: | 2 ggog | 
| Other Deposits: aan Soe _ $200 | ae re ari 
. Ee eS ote ee a. a ne er * 
To -”. Figures to be entered on Regular Expenses Worksheet: 
Delivery: a ; | ~ $1500. : _ 
peu “Rent: aS * - - $6000 | Pa eS, aes os 
Taxes & Licenses: a . ceed _ 
“Telephones * oe $300. - a ; 2 nn oe e, 


. Insurance: a i "pn Projected profit- ane Loss Statement - 


begat. & Accounting Fees: $1500 (if incorporated) $1000 (ie not. sncorporated) 


4 ae 
rie yt Berns toe sai Benes “ 4 tueipaibsen ss sssesrerreann (oar jaMbainatecibo 
pe ~ : : : * 


“Utibities: fe E _- $1990 a Pa ; 
_Suppies: SE $809 A 


‘Interest: Pig Ae S “From B Business: 


"Membership Dues:.". Pee “From ase Profit-and-Loss Statement, 


SBSG 2 
Manning: a Business 


aby 
¢ a ‘ef 
Tht 
: cy 
"Rey 
es 


ta 


are 


ERIC ° 


Cie ees 


Telephone: a 


ee Insurance: 


“Interest: 


Type of Business: pa 


ag «te Ve nowiate Satuarys 
> completed on. January 1.° Yo 


you decided were necessary, 
‘and you have Spent for bus 


your sinchace: of Fred's: : Bakery was _ 
u have changed the business in whatever: ways a 
“any new equipment you ordered has arrived,. 
iness "under a new management . " J 


Expense. 
ae eayion 
Sheet 


e- 
‘ 


3 


owes 


“You have pada ‘the following expenses ‘in getting. started: 


Incorporation costs (if incorporated): $200 | 


‘Rent Deposit: 


* OS eee mt 


“~ 


Delivery oar ’ 
Rent’: . 


Taxes & Licenses: 


~ 


Supplies: 


x 


Nenbership Dues: 


’ Figures to be enraredl on Reqular Expenses Worksheet: 


' 


$12, 000° (daily), ‘or $8, 000° : as 
$9, 600 | ae . oe " a ee a 
. $10,000. ee ‘ : 2 = Ps ; : 7 ; r ip 


Legal & Accounting Fees: _ 4 
as ‘Utilities: ” $103 250, | 
| $13,000 . = fe ea ae 


From Business Plan: Scoréshect | 


6 


$800. 


“Other Deposits (uti Tties, etc.): i $200. + oo . | 


ey 2 ee ot ee; * , * 


$2,500 
Se 


white 


t 


ep 7 “ ; Ret 


‘From, Projected Profit-and- bose ‘Statement 


SBSG 2... Se 2 ee PS - ~ oo e Information 
Running a Business - ae eT "tie "Sheet 


"Type of. Business: Restaurant he te 8 - : at _— ze 
a : vg OS a ge GOT Cee 8. 2h 
7 It ais now mid- -January; your ‘purchase of: Peterson’ S. Gat 
"Was completed on January: 1.. You have chafiged the business in whatever es 3 
. . Ways you decided were necessary, now you have opens for spies "under © ee 
; a Mew, management." . ; oe 


a 


. You have paid the following expenses, An getting started: 


i. 2 es 7 = Incorporation costs (if incorporated): $200 a on 


o 


tg © oe Rent: Deposit: as * $400 aa Fae 
Other Deposits (utirities, etc. ) ig $200 ne ee 

@ ae Figures: to be entered on Regular Expenses Worksheet: _ | 

| cots . - ig 4 a = Be 


| “a Delivery: oe 08g. 
Rents 2 — ks “gasoor’ a ee oe a ee 
- Taxes & Licenses: g2 2, $800 fon ae oe ee ae 
: "$300 - 


| From Projected Profit-and- Loss Statement 


| -Lebal & Accounting Fees: Cag $1500 Cif indorated) {1000 if: not incorporated) 
4 ~Ueitities: ea a ae ; Lae ee 


< iy 2 


Supplies: ss 8 Ls $4000" 


"Interest: . Oe. From Business. Plan Scoresheet 


shay ¢ 
- Membership Dues: ~ =~ ~———*From Projected Profit-and-Loss Sintenene 
me he 4 °* “ee . : ‘ . nt : ai +t 


fo” sp : : : . ¥ 7" : ay: - . 
hyp ‘ . : : < i : ete ‘4 fe : de) 
Sift ey ‘ ae . . : : : Se hg Ba 
. . ear a po 
: 1 : *ootia By 5 


. : : beets eg A . a. 


cee 
ERIC: . 


Ne 7 e ‘ : - ° i : 7 " 8 Z . Expense A bs ! 
~~ $BSG.2.. Se ke 7 RRR | Information “.. © 
Running, a Business . oe Oe DE on Set Sheet. =. 


"EXPENSE INFORMATION SHEET © ss 


a ca . Aciarn at : a ia 4 Te a, 


Type. of padtness: dry Cleaner 


It is now. mid-January; your suvehace of Sparkle Cleaners - |..° 7 
“was completed on January 1. You have changed the business in whatever, of 
a ways yoy: decided were necessary,. and you, Lahde pepe ‘for business 

"under a. Hw management," * . a . : 


en . You have paid the. following experises in getting started: 
; 6 ae Incorporation ‘costs (Cif: incorporated) : $200 Pe 


-* Rent Deposit: S pee - a "$350. meee < a 

"pther 0 Deposits (uernities, etc. ? $200 7 Ee 
a oe ss,  ® ada ee eee 2 

e , ee Figures fo be entered on Regular. Expenses Worksheet: : ce: eee * 

gt? oy Delivery: Pos. — $1000, ue oo 
_ Rent: - $4200 


“Taxes, & Licenses: ne ge "$900 aS 


nr 


» Telephone: 390 ge ee ee 


_ Insuraiice: - a “Gee Fi From Projected Profit- “and Loss Statement a, = ; 

| . * begat & fecouttng fee: _— . $1500 tif incornaratad). $1000 (if not” ‘fcorporated) 5 

ae Utilities: Bicone tie, $1800. ver kann 
7 cuales. ce SOD - 


. . ty : “4 . ‘ re ‘ . * a : * ° : Pere oe 
“Interest: © + © From Bus ttiess Plan Scorééheet. 


nd 


oo Membership Dues:) --From Projected Profit-and-Loss, Statenent 


a Po te 


"YEARLY REGULAR EXPENSES, - 


sande? aes eae ae 
ea hg a 


ae 
' 


. Expense ~ 
Worksheet 


Sige 8 


Running. a Business - oe | 


we . a 
; Tha, ap . ; 
¥ ci Y i 

F 


“Business Nae mene oe yy : - . 
oe eas oC ok 5 e 
_buners anager a 


betivery 


‘Rent Hs 


f 


Taxes & Licenses 2. ap Pee es ee ee 


yt 


“Telephone oe : Ba 


Insurance ~~ Pe ae Z a = ae ee 
Legal ‘and Accounting Fees: * 3 : ed oe = Pi, cas a 
“Utilities ne ae” pe as e.g a - 
- Supplies: . - ; - ar a oa — aS 5 se re 


‘ ; a : eal ¢ 


“Henbership bues. = (ist) a ro 2 td 


Cy 


~” 


"s-divided: by 4 equals-- 
» QUARTERLY ee EXPENSES x 


Yearly’ Depreciation 
_ (5% of: total value’ 
of fixed assets) -. 


-- | divided: by ‘4. aie -- 
Quarterly Depreciation 


a: 


: 


, “be = 


2 6, —. 
oo “f° . Total Cost of Advertising and Promotion. >.’ 


eo 
, poten 
? . oe 4, 
<p pe hee aay : 2 rae 
: SE Sy & s** Z . - ot : eee 
ere a Ds - es 
: uy : 3 
A : 
h; 


sBsG 2° | ee 
Running a “Business ee 


_ Business Name : 


Year # 


Owners/Managers: ~ aa: __: 


Number. of Full-Time Emp] 


4 ‘ 
¥. 


* Member of: 


Type: =~ 
| City Newspaper a 


Community Newspaper 
: Z . 


Pe y- 
College Newspaper 


Radio: 


Teenage Station 


-. Easy-Listening Station 


Television: 
UHF |) og. 


 Network-Affiliated 


=. Billboards 
eee 


; Flyers/Direct Mat? 


Specialities * 


¢ 


oo sane . 


General Adult Station 


existing businesses 


“Promotional Actiyities 


” Number ‘of Salaried Owners (@ $1500/quarter) 


oyees (@ $1500/quarter) oe 
Number of Part=Time Employees (@ $750/quarter) SNS es 


ry 


rd 


ay 


rd 


* 


Trade’ Association 
ae : Chamber of Commerce 


“Advertisting and Prottotion | a 
a i ol a “Amount (in units) x: Cost per Unit’ = 


Total: Employees ° 


- 


‘ 
- & .. 


x< 
> 
—_ 
or 
a 


& 
rad 
> 
—) 
ft 


x< 
bad 
~ 
or 
So 
u 


—_ 
x _. $100 += 


Quarterly 
*  ” .Businégss’ 
“Plan 


ae Quarter # 


-4, 
“ed 


a 


Cc. Do_y ou 


Dd. Do” you plan any 
. , Changes in. uppliers? 


E. Do you plan any - ee ae eee . o 
_ Changes ‘in Insurance? ih 2a. - . | 


F. "(s8se 3 only). Gian ty Participation - ; : a 


. a Quarterly Business Plan, Page 2. 


B. Do you plan any changes ins - a .. of 2 a 
_ Services & Sales Policies?’ - Yes = No Nature of*Change 


1 Delivery a ee ke 


/2, Store Credit. ie Se e wie 
+3., Credit Cards’ | : | 
4. “Discounts. 


(quantity, & early  # at a 
“payment ) | * . ee a 


Jan an changes in 


ee TS es ge 
Yes No _ Nature of Change 
: : ae . ne : / : 


Yes NOs _Nattre of change 


eo a : . 


sty 


Yer 27 No | : s _ Nature of Change 


. We ‘Changes in Membership and Trade Organizations 
i . : . . : - \ . ‘ o 


ts 


J, Brentucod’ Merchants Association Projécts -- Money and/or ‘Time to 


be donated this quarter: . x. 
; re: Projec ect De Amount Donated 


we 4 


ss62 °° 
, Running, a Business 


Year # 


Business Name Fe ee ee ee ada : 


Owners/Managers Se : 


se 


fe AS Regular Sales. Cost oer : 


- Séasonal or , Mera tr ae 
One-Time Sales... ss Cost of Sales. -° oie . Gross. Margin ny 


"Total Sales =. Total Cost, of — “Total: Gross. 
— Sales: --Margin 


— ie aa ; | 
. B. To pay*for changes ‘listed on the Quarterly. paciness Pian, add. the” 
. . “following to the Quarterly:Profit ae Loss" Statement unger changes 
yn quarterly ee Expenses". 


@ . ee Delivery _ ae - B, 
wes — “Insurance _ i ee ae = 
Nerbership Dues te ty te OO ain ton 


a Gs ~ You have almost reached the highest ‘possible level of sales 
oe ee chack if for the number of employees you now have. You must add one.” 
ee a. 4 " appbicab e. : -time employee next next es if you want your aules: to go" 

“ .* above ; 


Ng 


eo  - 7 i — a ase ; 
a re! 


dee ee - Profit and 
cae . "Loss Statement 


-SBSG. 2° oe 
* Running a. Business 


-Business-Name | Ss, igs ee etee | 
‘ Owners/Managers -— 


Coos nee ae, 

ee, Be ae . os , , 

Cost of Sales ot a | + 
“GROSS MARGIN 


as 
ee 


quarterly Regular Expenses . - 


7 Changes: in Quarterly Regular oy wee Pie tyke 4 3 
wer Ge? os pense (list) ©. . ee, ae . ae ee 


7 New Quarterly eee: | ie ee eo, a 
“Advertising Cost . . a : # : | 


- Owner's’ ‘Salaries # Salaried. Owners. mee x oe = 


Employees Wages # Full-Time » an mares $1500 
: # Part- Time. Bs x $ 750- = 


tae ; Bad Debts -(&/or credit card expense) 
“One-Time, Additional Expenses, (ist) . ao 3 4 e 
as 
Merchants’ ‘Association Projects (list) 


=  TOTAL“EXPENSES 2 - 
“NET. INCOME (6Ross MARGIN minus TOTAL. EXPENSES, 


[an nd oan 
‘ky, Other: Loan .. 


}. : less TOTAL. on PAYMENT. 2a.” 
ities equals NEW cas hi HAND | 


equals NET PROFIT OR: LOSS 


i oe 
Ns - 


es DEPRECIA 


ee. g 


: omy 
an a 
‘ co 
‘ x? : 
' : 3 Serene 
st ; Z 
wei 
om . 
. Spey: 
hag. 78 ‘ 8, 
D | . | 


the following ore: 


if Incorporated - 


1. Loan payment to- “relative or friend. 
2. Loan payment to equipment SUpPITERs. 
3 


. -Loan payment to, hank or .Owners' 
salaries. 


° 
se 
4 
ft 
an 
si 
c 
) 
ae i 
a gt ‘ y. 
Sg TR. Ve 
3. ‘ 
. 
r 
: 2 
o°™ . 


re) 
ERIC 


aes 


> 


Profit and Loss Statement: 


. 266 — 


Note: If you have ueed up “your cash on ‘Aand, eliminate or reduce expenses in 


If Not aise es 


6 


page 2 


PP WwW Ne 


“Qwners' salaries. | | 
Loan payment to- relative 


or friend. 
Loan: payment to equipment 

- Supplier. 
Loan Paywer to bank.: 


——$— 


4, Owners /Managers. = /your names 


5 

6. Cost of ‘Sales = Total Cost of Sales (Sales and Expense Report): 
7 

8 


- 10: °.N ew Quarter j Regular Expenses = Quarterly Regular. Ex ree: abe ‘Congres 
i‘ (NOTE: This figure will. become the . 


Quarterly. Regular Expenses o mbeesioe’ 


z | 


ssc 2 rh rr ae <7 Profit, and 


- Running a Business i ee, ‘Loss Statement 
: , Aid : 

= | -PROELL AWD Loss STATENEAT AID le 

a ‘Business. ie name of: your business ‘ Z 


2. Year Year #-= - eithe. year lor year 2° 
oe Quarter = 1, 2, 3, or 4. 


Sales = ‘Total Sales (Sales and ‘Expense Report) ie 


pot 


Te Gross Margin = Total Gross Margin (Sales and Expense Report): 


A Quarterly Régular Expenses = Quarterly ee (ist. box on 


#& Expense, Worksheet 


wa 8 :\ ad 
9, blank Vanes = description and amount of perma rmanent t chan e in auanterly 


regular expenses.’ (from ay of Events) Ps 


eS 
el 


Profit and Loss Statements) 
‘ - r s 
11. Advertising Cost = Total Costsof petite and Promotion (quarterly 
es ~~ Business” Plan) 


12. Owners! Salaries # of Salaried Owners, x. $1500 


13.  Faplovees wages. = # Full. Time employees: x $1500... cS 

- oH Part Time employees x $750 = se. 

14... Bad Debts = Bid. debts or credit card expenses, if any (Fron Summary: of 
Events) ool ae 


» vhs ‘ R 


expenses (from Summary of Events) 


. 16. Merchants’ association Projects =' Descriptions ‘and amounts pledged 


for association projects 


i oy Total Expenses = Add ‘step 8 though step 16 
; 18. Net Income. = Gross Margin (step 7) - Total Expenses (step 17) 


(if negative, indicate by pen parentheses around the nunber) 


tine 


» 15. One-Time, : ‘Additional 1 Bases <i Daséription¢ and amounts ‘of additional 


4 


‘t 


Se we ks -_. a > Profit. and Loss~ Statenent ‘eli 
a pe ee fe gy a - + i Page 2 aa .: 


19. Net Income = -samg: as. on. page.1.. (step 18) b Phoets ene. 4 a4 ac 


20. Cash on Hand = New Cash on Hand from Profit and Loss, Statenent of 
previous quarter (if Ist ‘quarter of Ist. year, use 


- i rn ce Cash from Transfer of Ownership Balance. Sheet) | 
: 21. Net Iricome = same as step 19 - © , 7 


_ 22. . Subtotal = Cash on Hand (‘step 20) + Net Income (step 21) 


i“ LOAN PAYMENTS (must be paid in cash). =e 


= 23. "Bank Loan = -Quarte ly “Bank Loan Payment (Business Phan; Scoresheet, 
: 24.. n= Quarterly Eau pinant Loan Payment (Business F Plan 
St mesheet column 2, Line. 2). —- ie 
25.. n = Quattbrly Loan — (Business Plan ‘Scoresheet ., colum “3, ( 
8 7. "Vine | 


ace 265 Total Loan Paymen t= Bank ian paient + ‘Fautpment Loan Palit, 
ef 7 “ Other Loan Payment es § 


27.” New cn on Hand = Subtotal (step 22), - sotgiatom + Payment (step @p 
a ; (must be. zero or greater) . 


- 28. Net Incone han as step 2 : | | ee 
| 2a. Desrectatton = Quarterly Depreciation, (Expense’ worksheet, last box): 


a ~ 30. Unpaid Salaries eat salaries, if unpaid a ogaal Business ae 
Se a aa Dan ae | : oo 

ks : “s : é 
-31. Net Profit or Loss = Net econ alee 28) - - a ree iv 

= Unpaid Salaries (step 30). ees . , hae 

CHECK* YOUR FIGURES AND YOUR ARITHMETIC BEFORE GOING ON! Figo sal 
a. 2 wit 
) 
é 


BRIG ee. fete SO BOR oe 


PT Sgpge 9 


; : | 5 f 
| _ “Running a Business : 
B a ee 2 wt Newspaper fi “ : 
8 i: . 7 


_— € 
- Summary of Events Quarter h( January ye Match 31 ), ear 1. 
A postage increase January 1 raised,the. cost: oF nai VThg each copy of the | 
2 


- Newspaper to I¢.° If you mail the paper, it costs you 60 ae per squarter: 
. to distribute the paper; beginning this quarter. a 


If you offer credit. for ‘printing, your bad debts in that - departnent came 


eto $85 
oe a4 
io If: ey offer credit for. eaten is ings your’ ‘bad debts in that department | came. - * s+ 
to 5 ; . . | a 


i 


lf you offer credit for. subscriptions, your bad debts in that deparineit a 2 
Caine ‘to $30. oN . are ae 


Rs 
; REMEMBER TO. ENTER CHANGES..IN QUARTERLY. REGULAR EXPENSES. ON THE’ quarry i na 
| PROFIT AND LOSS STATEMENT a 


REMEMBER TO ENTER ONE-TIME EXPENSES UNDER "ONE TIME, ADDITIONAL EXPENSES" “wr 
ON te QUARTERLY: PROFIT AND LOSS STATEMENT, Mae as 


Eo 


a oe be Wy igfse 20° 4 Sig : os, oe 


Running a ‘Business @. 


“Newspaper a 


~ Sumary of Events: Quarter 9 ‘€ Aprit 1. - dina 30 )» ‘Year 1 


arrested for disturbing ‘the peace while he was 


One of your reporters 
You had to post. bart and pay aj fine 


s 
Yo trying to interview a- hh ee 
-\: for him, which cost a1, of ; $5 


-If you have beefi ht: adie r. neigeprind from A-1 Paper Products, you: got’ * 
a batch this quarter that ‘refused to take the ink when you tried to print . .. “. 
the paper. You had to do the whole. press\ run over, ang: the. Paper \ was” , 
_ late getting out that week.. The. ost to you was, $800. 


bo If you offer credit for Penerlnd: our. bad, debts in that dcsartacine came to $85: 


eel If oe offer credit for. r advertising, eur bad debts in that ‘department came 
is . to $35 


+ : _ “ 
If you offer credit for subscriptions, your ‘baa ites in diab depatinenil . 
came to $40. : 3 


) -REMEMBER TO ENTER EXPENSES ON QUARTERLY. PROFIT AND LOSS STATEMENT 


' 969° 


wicks. So ef 
Running a Business - 


Newspaper. 


Sumary of Events: Quarter 3 (July 1.- September 30), Year.t 
Your newspaper has won -an- award, .and as a result both circulation and 

_ advertising income have increased. Your sales are up $5000 this. quarter -. ~~ 
because of, the award. (This amount is included in the sales report you 
received for the quarter. ) ee 2s a8 4 - ; 


7 


ae "Urban renewal -has started in the 3800 ‘and 3900. blocks of: Main Street. ats 


“The buildings-on the south side ‘of the streét are being’ torn down. in 
those blocks. A high rise apartment building forthe elderly is going - 
7 - to be built in the 3900 block, while a néw. community cegjter willbe |. - 
. bujlt in:the 3800 block. Both buildings are, expected ‘t6*be completed ~~ 
TP by. next July: * oe wee Sosy oe ee 


| If you offer credi tgor printing, your bad. debts in that department tcp 2 
ERE ermine ei nem 
ai oF If you offericredit, for advertising, your bad debts in that department 
” came to'$50.0. 0 Oe ibis . Mees eg ee ‘ 
| — Tf you offer credit for subscriptions, your. bad debts in that department 
) came to $25. a re, — : ee Se 


REMEMBER TO ENTER EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT. 


wae. SBS 2. 


BY 


“ce . —"* Newspaper oe. d [ 

fe Summary of Events: Quarter 4 (October '1°- December 31), Year? 9 © | * 

ay ee ae er. . a ae ee ee 

"The printers’ union threatened a strike at the beginning of the Quarter.. * — 
Yoy avoided a strike by agreeing to their requésted wage increase. Beginning ; 
this quarter you have’to pay $250 more each quarter. for each printer. i; 


{You can assume that none of the new,employees you have added since taking: . 
over the business are printers») 


The effect of your award is still being Felton your sales. The increase 
it has caused is included in your sales report for the quarter. 


If you offer ‘credit for: printing, your bad debts in that department came to/ $100. oo 
If you offer credit for advertising, your bad: debts in that department. camé to $40. 


) if you offer credit for subscriptions, your bad debts »in that department came 
Pi Oe $20 ee  * eee eee 
; fr ee 


- REMEMBER TO ENTER EXPENSES ‘ON QUARTERLY PROFIT AND LOSS STATEMBNT * ye 
os | opel 


oes BSG aad | 
* <a os Running, a Business | ee oe . . 
» "pal . ot 7 oe ‘Newspaper ness A — 
: 4 Summary of Events? “Quarter 1 (January ly - March 31), Year 2, - 7 
an € on Utility rates went up 10%. January 1. Beginning | this quarter. ae costs you . 


- an extra $50. 00, per: quarter for the utilities, 
~ A new newspaper supplier, “Grindon News supply, hae ‘opened in Calverton. 
- Their prices are lower than Calverton’ ‘Ss or Central's, their quality about 
- the same as Calverton's. They offer early. payment discounts and Same-day. -_ 
delivery service on. most orders... _ Their salesman has contacted you three tines. 
If you offer credit tor printing, your bad debts: in that department came to $75. 


If. you : ‘offer. credit for: advertising, your: bad ‘debts “in ‘that. See came es 


to $30. — | | . | | ; 
es a on offer credit ‘for r subscriptions, your bad debts in that. department came. a 
‘to $40. de a 


| REMEMBER’ TO ENTER EXPENSES ON QUARTERLY PROFIT eres 


8 


? eRe, Ve Running aiBusiness =. 0s 
| 7 a i. ¢ a. a ee od r 
[ eb 2 os ie —— ., Ck Oe 
: Summary of Events: dusitai: 2 (iri es NS io); Year 2. - 2 Si 


_ If you are still ‘gettina your newsprint from A- Y another : batch was. bad 
'-Jast week. This time it got stuck in the press and delayed the paper a 
_ full day. The total cost for re- running the Paper, ang the press, ane 
_rushing delivery of the. Paper came ta $2000... 


. The West Side Shopper r went ‘out of business at the end of t varch.. "You ‘me 

“" ... begun.,to get some new advertising business as a result, whith has increased 
your a to +00: (pts, ainda is included in your Sales report for ve 
, quarter 


‘If you offer credit ‘for printing, your: bad debts . in that deparieat came to $60. 
wl f you ‘offer credit for advertising, your bad debts in that department came to $35, 


— you offer credit for subscriptions , * your: bad debts ‘in Bnet department came to. 
$40. : ‘ 


) REMEMBER TO ENTER EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT | 


| _ 7 ‘ 2s ee 
re) a ze. . oo oe a ee 
ENC a : . 07 $4 mL, 7 ie aS Os a “eet ees Ore 


er oe a 
3 ~SBSG 2 - 
‘ a - oS . E ‘a, : : Lo Bo ie oe ’ i Psi ; 2 
4 ee Running a Business 5 sti‘ tC; : a. 
» , ” Newspaper ae Pe te 


¥ : 
; ‘ 


Summary of Events: quarter 3 ‘(Quy VE - - Septenber 50), Year @ 


The high rise apartment building for the elderly in the 3900 block of Main . 
eed ‘opened in mid-August’. © There are‘ now 350 people living there, with another. aa 
#150 expected to move in during the winter. Most of. the residents. are Jow — aa 
‘Or middle ‘Income, and only a few have cars. ns - : a 


=, . n 
3 


- One of your reporters was involved in an automobiJ accident while. hureving 

_ to cover a story.’ ‘No one: was hurt, but. quite ab t of damage: was «done: t : 
- both cars. If you, have sautomob#e Sewanee i all. but $50. 00: 0 eee - 
"covered. If not,.it costs you $3500. chee” a 


If ‘you offer credit for, + printing, your: bad debts in that department came ne Sig 


if F yu o offer credit for subseriptions, your. bad ‘debts | in that “department came, 
* to-$30. ; ee 


New: advert ding. business from the Senegom 1 to $1000 ‘this ‘warter. ae 
es 1) wsalegeepere: for the auarters ) OP ee ae 
” 3 . 


phe SBSG 2 oa 


ee . “Running busin. z - 
Newspaper! : 
‘Summary of Events: ~ Quarter 4 (October 1- Décenber 31), Year 2 te “eg 


. You continue. ‘to get more’ advertising business from the Wests Side Shopper. 
This quarter, it came to $900. (Included in Sales report for: the quarter. ) 


cm 


. There was’ a s eevers windstorn in. "early October , and your plate glass. window — 
was smashed. If you have glass ences the copage was paid. for; if not, 
it cost you $275. _ 


If you offer credit’ for printing, .your b bad qebts in that department came. to $50... 
if you offer credit for advertising, your bad debts in that department came to 945s 


If you ‘offer credit for: subscriptions, your bad debts in that: Mepartnent came 


to $35. - é Bex, oe 
‘+ Fs ae * _ 2 . ag 
yoo ~ REMEMBER TO ENTER EXPENSES ON QUARTERLY pnoriT Aa Loss STATEMENT 


If you offer store credit, your bad debts came. to $35. 


eit a Bek 
| F . . a 


SBSG. 2. - 


Running a Business - oo * oe ot . 
“Florist | , | | a es | 
ae 
Summary of Events: "quarter q (January 1- March” 31), ‘Year Vf. : 
The cost : of sasoline rose 5% during the: ‘quarter. As a result,~your cost of: 
delivery has gone up 5%. Beginning this quarter, it now: costs” you $75. as per 88. 2 
year ($18. 75 per quarter): to deliver. fe - . Bie get 


The womert’s clothing store. next door to you 4s having a "Going out of Business" 
sale. ‘Valentine’ Ss Day sales. added $500 to‘your sales this quarter. (This 


“amount is includéd in the sales figure you. received, from the Administrator. y 


io ; x . — : vy 2% 3 a _ * : : : | 
If you accept credit cards, aie of \credit card:servica, 0% Of total sales.. 


i _ 


* Hee = vos ae ; 

"REMEMBER TO ENTER CHANGES 1 IN (QUARTERLY REGULAR EXPENSES eesne ARE EROETT, 
- AND LOSS STATEMENT.” * : . ; 

REMEMBER TO. ENTER*ONE- TIME EXPENSES. UNDER WONE- TIME, ADDITIONAL EXPENSES" oN THE at 
EY pROELYs ‘AND Deves STATEMENT. : 


if vou accept credit cards, cost of credit card : service was 8%. of total L-sales. 9 a 


“REMEMBER TO EATER: EXPENSES ON QUARTERLY PROFIT | AND D Loss STATEMENT — 


< iy en: : ‘ ‘ Bo ok 


2%, SBSG2 | 
: “a --Runaing, a Business: Sy re ‘ 
caer Chas “Florist. 2, 4, rs 


Summary of Events :* "quarter 2 (April V > “dune 30), Year 1 
Mother's Day and Memorial Day sales added "$1500. to your sales this quarter. an 
(This amount is included in the la figure you: received from the. Administrator. ) 


A wedding consultant firm has mayed: in next door to you. They sell wedding clothes 


~ and coordinate entire weddings and wedding receptions. They do.not provide the oa 
cateriggmphotography, and flowers themselves, but handle the arrangements with 
other to provide thesesservices. They approach: you about handling the flowers © 
for th Pweddings; they would collect the money from clients and then pay you : 


. for. your services. ~ You would receive your reguier price aie the flowers. 


If you offer store credit, your bad debts came to $55. ae 


poe 


: oe Eee Tee 
Bt aig | “SBSG.2- _, 
er ree mee Running @ Business = 2 a, Om 3 
> oa oe ee oo ee a a errr 
~ a - Summary. of Everits: ‘quarter 3 (uly 1. - Septenber 30); Year. 1 a pars is 
| J rs If: "you: entered into ‘the arrangement with ‘the wedding consultant service, you. have 


received $2000 in.extra sales this quarter as a result. (This: Maire is. ‘included . 
in the sales figure you received from the Administrator. ). ey 


Urban renewal has started in the 3800 ed 3900 blocks .of Main. Street. “The: . 
. buildings: ‘on. the south: side..of the ‘street are: being torn down in. those: blocks. 
A high risé apartment building for the“elderly «is going; to be; built in the 3900 . 
“> block, whilé a new community center will be built in thé 3800 acta s Both ° 
eg buildings are. expected to’ be completed by, next July. ‘f Sine eg 


met, you offer store credit, your bad debts. came - to $50. 


If you accept credit cards, cost of credit card serulice was 4% of. totaj'sales. 


REMEMBER TO ENTER EXPENSES ON cue PROFIT AND LOSS STATEMENT : . : 
“a, é . : : ‘ 
> ‘ : ao cs e A BSG 2. ( | Jo ie ne ot 
a. © ee . ne er _ Running albusiness: . 7 m 
ne 5 : . . Pad * . . , at aol, os —— : 
cane Florist nay 3 ae 


Summary of Events: ‘Quarter 4- (October 1- Decenber, 3]),. Year: 7 


“Of Washington. 
eae. Their: °- © 


‘A new ‘cut- rate flower ‘shop has opened, on Gramercy jus 
ae have oo 


ve “They specialize in inexpensive cut flowers. and flower. arr 
ke work Ys’ ay done, me ‘low quality Flowers and: che 


.@ 
Tf ones. an eal with the: wedding’ ‘consill tant: service s you. veceivéd | ss 
_ $2400 in extra sales this quarter asa result. (This mount : ‘included in the. 
“sales ‘figure you received from the Administrator. ) . he a 
rf you offer store credit. ‘your bad debts. came ‘to $15. a 2 2a 
“elf you. accept. credit cards, cost of ‘credit card, service was 6% ‘of total sales. . ae 
oe REMEMBER TO-ENTER EXPENSES on QUARTERLY. en are ook ee 
- Se San Z Bae. . 
» . 5 ase a. rn wee ce 
. a tes oe ae a ee a ‘ - oe 
as as . = ye EE ee 5 
on cr. : J oo ee ’ 


= Rung a. Bustness « os : oo 


“florist = ty -4 a 2 Ba Si ; 2) 


e 


a 7 : 3 Summary of, Events: “quarter: i ayuary 1 - March 31); Yeari2. au ee 


: ‘utivity. rates "went. up 102 Januiay i “Starting: ‘this quarter,” it, now costs you. ‘an. 
—t centre per unrter for ub fetes: Se ? a a 


| ec Valentine’ s Day sales addéd an’ ‘extra’ $750 ‘to your sales this: duarter‘: (this. amount 
—— is included’ in the sales figure you" received from ‘the Administrator. )- Poh ae 

} 2 a Re i 

“a a ; ats you have. an: arrangement . ‘vith’: ‘the wedding constant service! you received - 


i - $2000. in extra.:sales this. quarter -as..a° result. AThis amount is: included in the: safes 
e yf gure You | received from ‘the Administrator. 1 * ee ait ee {ae _ 
ay ee one a am ae 
a A. new florists’: : Supply” ‘company, has opened ih. Calverton:. “Called Power's Flower =. 
7 Supp] ies’; © ‘they. have prices Jower than Quincy's; with quality comparable to’ my ‘Se 
a * They offer daily, Melivery, but: “no. ‘discounts of; any kind. Thejy’ sales Ashas 
ee ae called. on, yd several. times. ce Be tee ce . 
a you oft ptord credit, on bad debts’ came 6. 5 0. 3 = * ig a, 
i - ct you- accept credit cards, east. of credit’ card: service bs. a of total sales. oe . 
aed =i, DP. - t aaa ote : Z fogs i - ears r Hee Bn , oS. a ; a vi 


“REMEMBER 10 ENTER dees on 1 UARTERLY PROFIT: °AND Loss ‘Srarenen Pg 2 8 Sei abe 


ae FN, aN. 7 $886 2 Wis y UE ss Fa ” ae f rg, ek 
a ee ee es oor 'Rinniiga Business. : ee ee ee 


¥! 


“El orf. st: 
Area ca 


ee aca ” Summary of. Eilat! Quarter’ 2. ‘(April V z "dune é20),. Year 2 ane . 


ap sat : ee 
ee delivery ‘truck broke: down: incearly June. Te cost. $300 ree fix: : ity and: ‘you! a 
d to: pagan. Lg crailals se a company $200. ‘to make! Your. dels ‘Ever Pe 


iz moehee vey Sig Newortal: Day Saled added 4. $1700 to | your. it ulcers! 
aie ~-gamount: ‘As. included. ‘inthe. sales. figure: recei ved « from -the-Adgiinistrator:).; ; 


ee If you have:an_ arrangeient: with: the. weddiin -ebnsultint: ‘service, you-recei ved. $3000 fo 
in extra ceived’ fra quarter as: a result. tie 


his peers in. the, sales . 


pe amin teste) -? 


cs. ae pee 
ea Oe 


oducing. the’ winter. 

nly a few have cars. € 4 
: : : “aa 
: y , hugs: “The door ‘was : 


he: 7 BW. suing you for damages. =~ 
ve Uapitity rit ioraat his. clan is covered; if not, it'will cost you .. - 


‘9 have glass: insurance, the cost of, replactng the ‘door. was 


with ‘the wedding. ‘consultant services, you - recei vedi: ne a ae 
Wiuarter as a result. (This amount ' is aneluted in the’: = 
from the ie Adminstrator.) * oa = 


‘$856 : | | oe 
“Running a Business . “i . es : ie ae eee 


we ; . ‘Florist 


¥ we 


ot 


ia} 


Se des a " * 

of Events: Quarter 4, (October 1 -.Decenber a) Year: 2. a eS 

a severe “windstorm in early ‘Oct., and: your ‘plate ‘glass: sande eels 
t 


en. If ‘you have gjass. insurance,’ the damage was covered. #if a“ it 
"you~$275 to. replace the glass. pe 


+. a ae : 
-. [ Sales: ‘of seasonal Christmas, plants added 1750 to your: ies ns quarter. . : 
i & (This amount is. included in the sales JE sal you received: froifikthe 


kang aa Me ation AN aterm grraneer te 


Wh at ndemiedbet me Sen «yr arianaianiaee ventchia! cath. 
*. 


If you have’ an. arrangenent | ith the wedding. consultant. servi ce, ‘you: eiead’: ae 
3 fon in extra sales: this quarter asa result. (This ‘amount. is: nee 
‘ i you rece ved: from eee * 


Rep 


wn 
i-) 
—_ 
oO 
An 
+ 
—_e 
Qa. 
is 


“Ig ae _aecent credit cary cost of oat 9 


. og 
a % a, I 
‘ = “Sumary of Events: quarter T Wanuary T iMarch:.31) *teangd 
a ee ra 7 i Bp gs 


ei The cost. of gasoline rose Be dieing! ‘the } quarter. ‘As a result, your cost © ‘a 
.0f delivery has gone ‘up 5%. - Beginnitig at his quarter, it now gosts you an i 
extra $75 per year ($18. 75 per quar ten)" to: deliver. rea a OB 

er. “The spharmacy ‘at Main & Smith stred€s : is 
~ "$500 in cash was — taken, » along: with: a 


© ‘ “smal. items. 


burolarizdi in early: February. - 8 
rge quantity of” ieeugs and some. “other a 


: 7 : leas y you: offer store credit, yout bad d debts” came ah oe 


REMEMBER 10 ENTER CHANGES IN autem 
. PROFIT AND LOSS. ae 


Running a ‘Business - ate ss 
. - wy oe “Faia Ee ; Be, - aes 
2, “thotesale stabinery Z .. 


"%, 


$2 zl arter aig re dune 30), Yel 1 


“e ae Ted # 


ra 7 
Mbp 


e The: ‘uni versd ty eed a: ie amiantiey of offic ce suippl 485 from you. 
~--This-order--added«-$3500-to-your--sales- this-quarter: (This ‘amountis<+ 
par Feflected. ‘in the sales: ‘figure you ‘recey ad, from the’ Administrator. i 


a REALE s POS es 
aie Jeu offer’ ‘store’ credit, your'bad debts. ‘Car to $90. 


he a . 


# 4 scree 10 oenreexends 6 ON QUARTERLY ‘PROFIT “AND Loss STATEMENT * 


oe 


Running: a ‘Business’ - . — 3 ene 


9e 


eee be co ae + tholesale. Stationery ; oo ee 


as a. oo mnary of rents, ‘Quarter 3. (auly 1- - Septenber 30), ear 1, 


2 : é 4 _ ar sae F | 7 F 
eos “eredte. Bakery was pariia os in early Saptenber® ‘$2005in Ms ee ee Ae 
_ typewriter, “an saute and $500 in checks were “stolen... ‘e 


Urban: Rawal has. ‘started. in the 3800: and 3900 biocksi Mai rst ee 

The ‘buildings on the south side of the-street are being: torn: down in 
to! “those blocks.’ A hi gh rise apartment. building. forthe elderly is going 
ee to be. built: in the 3900 block, while a new community center will ‘be... | 
i built-in. the 3800 block. . Both pulang are. akan to be competed + 2 
ma “by next July. 0 : 


ne 2 oo lf you of fer store credit, your bad debts. ‘came to. $125. 
it. . . 7 Fy ° sis 
i REMEMBER 10 ENTER EXPENSES* ON. QUARTERLY PROFIT AND Loss stare 


"Quarter 4 (October 1 - “decd ion a 


as = oa agen lara stat Bneiy 7 ane 


; as. opened in. cay to 
gee a oe > ite Hho locale, fei rAprices® and. they | 


toe . E : ‘ 
One. oF your omit fell off. a Tada. nila reschat: for a bo of - 


‘mimeograph stencils:.on:.a high:shelf.’:;He broke his.wrist and i | 
“back .and-was in the’ hospital: for: several weeks: He finally qu 
"you ‘have. since: replaced him.”Now:-he is-suing you for riley a 
so. Wability: ‘insurance, pe ‘Claim is. covered. 
‘ ead 


- 
_neege yd ‘ENTE 


+ B86 2 


Runni ng a Busi jess > 


‘Wholesale Stat foner, y 


he “high ike e apartnent building for. Giderly“in: the 3900 block of “Main” a 
opened in'mid-August. There aregnow’350 people living there, with another 
150 expected to move in. during ages Most. of the: residents are low | 
or middie income , and: only a fe ve cars. a 
ay new "statio ery store has Opened inthe 3960 block ‘of lnshiiigtoll, wher 
the gift shdp used to be. - es ait in greeting cards , gi ft wrap 
‘and. peveonee stationery. nT - 


4 


| : 7 nn € 7 you Mrer. Store credit, Your bad debts ¢ came ‘to vee . 2 
a 7 "REMEMBER. TO ENTER EXPENSES ON. quarreh PROFIT AND Loss STATEMENT, 


eo “ Wotesale Stattoner. oe 
2 ey — feet ‘Quarter e “october 1: - - Decenber ai), Year 2. 


here yas ‘a Severe windstortt tn nie October; wn ‘a tree. ble over. on.” 
your” ie very - ‘truck, which was ‘parked: at the time. ° : 
feverly, amaged ; if. you ‘have: ‘automobile. insurance, the Toss" ‘was: goveret 
If. nat," at cost you $3009 £0, le ss the: truck... oe 


Pee sales soe (this 
iouge os eer: ).....nek2 2s 


8 S856 2- 
» Running, a. Business, _ . ee re . = i 
} ‘Sakery | [_ Fae Pe 2 


. ‘ ' -- re 


pees 00 potan a1 neat igus toperetanne «eben: ‘pened: a ‘smal: 
cs “Testaurant in’ Brentwood. anda patge expense French’ Testaurant downtown. ; 
eae During 1 thé: stir: ‘the: dost ofa sol ine rose. ‘5a AS 2 a resylt, begining Pee, 
eas _ this“ quarter, ‘your ‘cost-of delivafy has gone up 5%... If you offer.daily’ 
Coa a oe eS -delivery,. it..now costs you-an extra $600 ‘pegiivear. ($150 per: quarter) to ° 
Y= .. deliver. If: -you offer. delivery i ae other ays | ae costs om. an extra ” 

e $400 per year {$100 per quarter) .. . 

: - ae, “The: pharmacy. at Main. & Smith. ‘Str a 
ri ~ $500: in. cash; was taken, a] 


. otter: smal items. ae 


eee 
a 


iy: 


“ote REMEMBER 10 ENTER cues enfin REGU An EXPENSES. ON THE QUARTERLY 


zie y“ttos 
ant Customers .. 


a . Your office was burglarized: 4f early September. $200 4n cash, a- typewrlten.” 
—_ an electric calculator, and $500°in checks were stolen. If “yougha ve 


: + 4 + enime. insurance, the Jost. gasecovered: by ‘that. If not »gthe pargtary cost 
ee you $800. Oe a HES ae 


ae “Ti cot ui suimer. picnic Season: ‘as kept your- sales: UD» as reflected vt . a 
~a:.. am the sales igure you received this quarter. < ; ee 


: “Urban “renewal has started in the "3809 rand; 39Q0=b1loe 
€y eee, aaphe Bui Idings’.on the south side of the stree “are belig torn down in: 
those blocks. A high risi yapartment bui \ding, for. the.elderly is going - 
‘ " * to be built in the 3900' b° Fock, while a W commynity “Bapiet will be. bul e . 
in the 3800_ _ Both buildings a ected to he 


tt x ou i offer stowe-cvedit,. our. 


ae ug 
bs 


re1Bates went: up: , ar. ays "Starting this quarter, ve now "costs 
“youran: extra. $250. 00/fer quarters ‘for utilities. .- 2 


ie 
sare ‘ te 


potential oT staurant customer: has opened about ‘vee: ‘ae away. 
en _ Thistone: is.a ras staurant mucl: like the one that. F recenthy opened ‘in. 
7 Homey ei hy,” ie . i. i ve x me Sg : wy 


iH you offgr store credit, your’ bad debts came - $900. 


If you are still getting ‘your white: flour ‘froin Metro, you eee another. 
weevily batch this s Martens at a a cost. # ofh400. * 4 “*s 38 


ND LOSS: 


REMEMBER. TO ENTER EXPENSES ON. uaa RLY pROFET. A 


2 


a : i me 


= : are 


: ine : ‘ a ‘ Pa : ae : 7 
Summary of Events: —— poe 1 ~ server aes 2 


he ‘old MITT: exes has. élosed sobs their high release and jack of. : he 
2 - advertising kept them from capturing a Jarge. efoum portjion of the market 3s 
. - to survive. Poe, ines a 2 2. a a = 


a ‘ . aes 


‘stamer picni¢ season: has Continued to keep your sales the " (Ingluded ins 
sales Figure from. ministyator.). * 


othe: high: Hiatt dbabtacn€ bul dingieet ane: elder yvine 
‘Main’ opened in’ mid-August.:.uThere are*now 350° ple Tv 
another 150 expected to gue. durtity the: -winter,.. 


are Tow or middle income s3 ; 
She dias i x 
Seat f e ae ge 


00. broek of 
‘there, ‘with , 


now have to Hcklyre 
ME be this’ ‘quarter. (You 
nd a5 ages ince: kexing over’ th 


ct ORT TE pe SBSE Be, Sack ye Be 
ee toe bo. ak — Running a Business | 
D ek se coe Restaurant = 


7 Summary of Events: Quarter Y liane ee Maris: 31), Year 7 


If you: have been getting your Bat from Mid-City Restaura t Supply, its aaiiees 4 
_. has. been. steadily declining over the past few weeks. You have comp }ained to the . < 
-* “-galesman several times, but he claims: there. is nothing. he can. do.” oN can only 
° - sell ‘what Tr get," he says. ee 


at ne of. your employees is very clumsy and. has broken six iaated, three giasses,. Mae 
ie id ‘two cups; in addition, you have lost some silverware. to. sticky fingered ki 


“customers. Total.:cost of replacement: ‘$1005 


olf you offer Store credit, your bad debts came’ to $65. Le 


eh” 
of you accept credit. eargs, the cost of rede ca card servibe was 8% of total sales: 
s ; 4 : . ry ae 
¥ "tere 10: ‘ENTER CHANGES: IN: QUARTERLY. REGULAR EXPENSES ON THE _ QUARTERLY Pa “a * 
© AND'LOSS STATEMENT:3" age Rg > 


*, we REMEMBER ‘TO - ENTERPONE-TIME EXPENSES UNDER "ONE-TIME. ADDITIONAL EXPENSES" oN Te ae 
i aealeode PROFIT AND LOSS, STATEMENT. - é 


; “ SBSG 2 


a er . 7 par _ Running a ‘Business, es @ : | 
es --Regtaurant’ ° a ee ee Aa i ig 
: : 3 eau 1 ae th ° we * ee ak ‘ ; j 
"ae ‘Sumary of Events: uae 2 tAprit” Je. - ~ dune:30), Year i. Je ete 8 
_— A representative. of a new. restaurant siplices Bowian!s Restaurant t Supply. vis ts “ 
“.,  « you.” They-offer a. -hasic:‘selection of. al]: types of food, but, noother suppliesm 


»-. Their introd tory. prices: care. glower than any other comprehensive . supp} 
i but still-higher:than“the | lized suppliers'. ‘Their quality ts: 


jLone Pine's. Tha sel of. a Ci Sh. basis ony offer o_o a 
will special” order items ck. ‘ 


— Ratt, youe bad 


" SBSG.2 eae ee 
~ Running: a Business f ss - 
‘Restaurant. , eo 


~ quarter” 3. (uy 1 - Septenber 30), Year: 1 


i, 3S You received weenie write-up! ‘in the city. newspaper" $. restaurant reviey ’ an od 
—— coli, and business. {s-up-sharpiy 5; it : 


: 7 : “ are from. outside gf ‘the Homeleig area, and. most, have séemed ‘pleased: with. your 
, | Hoare Tce and jiteosherec The:-tiic sed Sales are reflected. in. n the sales 
at a me 8 . sure af ey 5 A Ae spears): : ; woos “ - ee . _ is ea ay 
le S11 rerware: and. dishes. was $75. 0. : ye alee 


Co: ae "i Sr i ee f ote : 
“Urban Raiewsl iss staveed di the SA0D-and. 3900 blocks, of Main Street. The. . 


See et he ‘buildings, ,on. the south side of. the st re being Ms :down in.those blocks. 4 
— A high. rise.@partment building--for he e derly ‘is going to be built in the 3900 *. 
ay block ewhiTe ‘a-ngw. community centef@will be built in the 3800 block. Both =". 
a om Jare “expected | to be completed by next Julyo eo : 
; a It ‘You offer store credit your Bad debts came to suis. ae os . . 
woe” oo Tf you accept credit cards, “the. ‘cost. eet credit; card. service Was, 6% 62 of ’ total sales. : 
: REMEWBER 70. ENTER EXPENSES oN, quveren rori AND 1088 sie a, . 


“In late Svenber 4 ‘one. of 3 your ¢ 00. be rete 2 a pan: with: butter’ ‘in it ‘on th ‘stove: 

“while: he was talking to another employee. The pan caught fire.and ‘scor rche 

ee ; of the kitchen. If you ‘have. fire Ingypance you. are covered for the lags 
pot s the five ‘cost you: bat 600." nee a: ci 


% If at yl onter'store” ‘credit, vyour r bad: wd sl Me # 


“If. F you: accept credit. ca , the. “cost! of, crete. card, ahem was. a8 af. total ‘sales. € 


er ne es eee 
- . “s re: ie | = 7 Running a Business, oo a jay 
a _ Summary of Events? Qiarten 1 foanii- po March Sie - og. 


et “ee _utiitty, Fates: went up 10% January 1. “Starting this quarter, it now: costs you ue ae 
Ns an: ext 37.50_per_quarter_for_ytil- ities — es 


_ 3 a ie re restaurant specializing: in some, of He same: type of focd as you has aa 
he . ina business district:.about three miles away 5: on the other: side of the university © 
campus. “They*have been” do frig” ‘most of” thet r ac au) in- the. as ce newspaper: 

and one of the: city gore’: i gi 


” The newspa’ Ber réview. is still «i wecting your s\ eS. Customers’ ie clanet Py 


coming ‘aftér read iifins he. revie are still comi| Sand occasionally. new . customers. 


‘mention thectevie he ica een . 
. ia ail : 4 S 
eS “Cost of. broken ‘and Jost’ silverware and | dishes. “was. $50. sa 
7 oe TIF you offer ‘store. credits ba di ebt 7 | ~ ciate 
| : pi 7 ae 
ts: “ae you' accept erect rds the, cost. of credit card. service was 1% of ‘total Sales; ; 
4 ; 7 a wee ae Sas i oe - . Rigs ° € Snes. ee al “a 
REMEWBER 70; Enter, Exes on’ “QUARTERLY PROFIT. ap, Loss STATEMENT - 


“e : a egkaura a fy oe 
“ . fe a . F 
| Sule ar Evehits: Quarter 2 (Apri 1 - - June 30), Near 2. 


“4 ational, aut oipbiite. club has S listed yo you: in: “Ate guidebooks. i 
~ up substantially Since. the listing came: out; ‘most: of the: pdncnease. Si 
ae ‘from:out-of-town ‘visitors: passing thiGudhs.: es i 3 


— oe : 
a Yo r * HfRezer broke. down. in- early May. 
‘ay thay irs. ‘cost: $100. 


“The: new rectiurant across: the campus - Wecei vei a ‘bad ‘review in. “thie: sity penspandr’ 
restaurant review column... You: “were. tioned. favorably’ 
a several people have commented. on: it: ee cee 


(© REMEMBER’ TO" EN Stee spam mc 


pa . étaerts" in. the 3600 ‘block of Main. hi 
j het. There aie ‘now 340. peop 2 Livi bg-there., with _another— 150_expected— 
AWE th during the winter.. Most of. ‘the: residents: are low or: middle, Me 
cate income, - rand only a. few’ have. Carsen ee ee as a ie 


on ae . ee ep om 


“Sales: ‘were Spparent ly ; fricreased® again ‘this dyarter es the Listing. ‘in - 
Many, out >of; town visitors : came, - your restaurant. suring) the Summer. it 


ae 
pos 


, : : REME spre TO ENTER 


-sBs6 2 


pd es : Ruining x ‘Business 
he bo fae ee a . 
a aa e.g eae “Restaurant ° 


_ Sumary of Events! - uarter 4: (October Ve - tember: an) , teat, z os AL - 


lea, 


“There was” a ‘severe windstornt in early October, and: "your,  fron® pift te alae window. : = 
Me ne was broken. If. you have glass: Tnsurances: the: aes was covered. Af, nots. it cost 
Soe Ne . . ‘you, uge75 to replace the. leas a a a Lae a Ps ee ee ae ae z 


“8 et ft ee BSG 2 
> a a eae Calas a Running a “Business % - 
- a _ _ Dry Cleaner ie = 
a, : ¥ 
- - * Summary of Events: “Quarter 1 (January 7 - March 3), Year 1 


One af your dry-cleaping machines broke down ‘in. the ‘middle of Sar Cost of 
- s repairs came to $125. The repairman sald. the machine. shouldn' Lf. give. you any more = 
_ trouble for awhile. ~ _ a ; 


‘The cost of gasoline rose 5a ieinaa the quarter: As a ceeute: ‘your. cost of . 
’ delivery has gone up 5%: «Beginning this. quarter, it costs. you an extra $50 
per year ($12. 50° per quarter) to deliver. : ¢£ 
| If. you offer ‘store credit, your ‘bad debts cane to ws. co Pe r< wa E 
ee : " : 2g : , 
REMEMBER 10 ENTER CHANGES IN t QUARTERLY REGULAR am emeass:on Ne QUARTERLY PROFIT . 
; » + AND LOSS STATEMENT = _ ’ Moye, : _—- ee 
REMEMBER TO ENTER ONE- TIME, EXPENSES UNDER: one. TIME, anorr iota EXPENSES" ‘ON 1 THE 
y UTES PROFIT AND LOSS STATEMENT © : 
i . aoc ra va 


-SBS6 2 ka 


“Runnigg a a Business 
ae - - °° Dry Cleaner. 
Me an a ‘Summary ‘of Events: Quarter. 2 (April L* _ June 30), Year] . 


ae 7 Jiffy-Clean fic started. advertising overnight dry-cleaning service, at 20% ; of 
= .°* more vee their price for. awa service. 


ie A éjctonar slipped in. your doorway one. ‘eatin day. in. ‘April and Hurt her: back.: = 


2 . She. is suing you for damages. If you have. \ipbi lity. Insurance. At will, ‘pay... 
her” claim. af not, you will- ‘have to: pay “$5000. . 


If. you offer store credit, “your bad debts. 9 to $65. a | : ’ ou ff 
: ‘ ; / 
- eee Excuses ON ugrenLpaob np LOSS STATEMENT) = i | 
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sBs6 ae = | ‘ a re 
Tere oacreanichaces _— aes pierre Be --Runnt ng=az “Bust nes hee segs nme ee Si a cai ne ig 
) ea ae _ = - Dry Cleaner . eta | | : _ a 7: 
: _ ~ Summary of Events: Quarter: 1 (January 1- March 31), Year 20 a a 
Utility rates went up 10% Sana 1. Beginning this quarters. it now. (costs c 7 
«you an extra $37. 50 per quarter for utilities. - | ~ os J 


i If, ~you started: buying supplies from Downtown Discount, you. recently. oe 
bad: batch of chemicals from them... "When you used them,’ they ruined a load of , 
clothes ; ‘and damaged the machine. Total cost to. you: $1200. f 


a youu offer store credit, your bad debts: came to $75. °C J if 
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REMEMBER: TO: ENTER EXPENSES ON QUARTERLY PROFIT AND Loss STATEMENT’) 


aoe eo 7 aw! 
ae -* 4, Be Mo is on Sie , 
ie i : 4 
ts 
7 * ' 


sBSG 2 ee 


Running a Business 


Dry Clegher | 


Summary of Events: Quarter 2 acu 1 - June 30), Year 2 — | 


ne =" Thane has been a suede’ craze -in Bréntwood. You have the experience and equipment ~ 
to clean suede, and you are the only dry cleaner in Homeleigh that does. As a” - es 
result, your business is up substantially this quarter. (This sales increase is 
included in the Sales report you received for the quarter. ) 


OTF you deliver, your delivery truck broke down the middle of May. ‘You were 
_ able to get it fixed right: away, so it didn’ t. affect DUSINES Ss but. the cost of... 
the repairs came to $120. 


If yomet ier ae credit, your bad debts came to $60. 


ie ; | Se rex 
— REMEMBER TO ENTER EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT | a. 
vo sy is . . : : 7 : | 
) : 
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ae 
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ter 3 (duly I< Setperber 9),"Year 2° 


a ae “Summary. of Events: Qua 


mes ti 
‘: The high rise. apartment butTding for the elderly. {ii the 73900 block-of Nat Street: 
opened in mid-August. There are now 350 people. living’there, with another 150. _* 
, expected to move in during the winter. Most of the Yesidents are low or middle a 


We Bis 4 » incone and'only a few have cars. ee i ae . pa eS 
oad | % 
i: _ The high school brought their band uniforms, ‘to ‘you for cleaning again: ‘This year 
ea ‘it added $475 to your sales this. quarter. oe amount is Ancluded in the sales ° 
figure given to you by the Administrator. yo , ae ee ae ee 
’ If you offer store credit, your bad debts’ cane to $70. 7 : 
. Business. is is still up ‘because of the suede” craze. a a es ‘ 
[REMEMBER TO ENTER EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT. = 


y a ne A .* §BSG.2 ; 
7 7 | f | Running a Business : 
; | Dry Cleaner _ . re | ; ee 


~ 


Summary of Events ier 4 (October ~ ecenber 31), Year 2 - 


ae 


There was a’ ‘Severe, Windstorm in early October, and’ your: plate glass window was ; 
~ broken. - If you have glass. insurance, the damage. was me for, If: nots it’ cost * 
. you; '$275/'to replace the Lae : at 


. The: owlers of the office: building: across the street ought alt of their jorapes 
to you to bé ‘cleaned during this quarter. . The job brought you a total of $1000 
tra, in sales... a cg amount : incluces in the sales aure: given to you by — 

athe: ee -). : _ 


if you offer store credit, your bad debts came to $55. 
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seven TO ENTER EXPENSES ON QUARTERLY | PROFIT AND LOSS STATEMENT. 


~ ° ry 


“ " 
a a 4 ne ef Pee 
. 


Ske eeesorge sspceetieche = suchas 


. 


ore peeytstes ee Sy RESALE EES SEES 


ses62.° °° oe 


Running a Business 


Information_fron_ Chamber: of_ coerce 


| The- city has started a-new program to improve street lighting. . New, 


“ 7 4 é er 1, Year 1 (oanuary ie March, 2) - 


brighter street lights are being installed in the downtown area, - Several. 


‘outlying areas of the city have petitioned for bond. issues to. install 

the brighter street lights in their sections of town. Areas. in which - 
* |. brightér street ‘lights have been installed have experienced increased 
» Sales and decreased. crime of all types. 


‘Cooperative advertising has been Gein in popularity among mer- 


chants. in recent years. The most effective media .for use in coopera- 


tive advertising are newspapers, radio, television, and flyers or 
-.direct mail. advertising. . Cooperative advertising. for anentire 


‘ Seasonal community celebrations and. decorations have been’ used sGccees 


_ such an ef meee 


business district can: be used toreach a much larger market area than -_ 
a single business would want. to approach. Especially if it is adver- 


ising. for a special event, ‘it ‘or be used to draw ute dere into the. > ~ 
_- business district. Se tee ; 
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Running a Business - 


a? . .. 


Quarter’ 2, Year 1. (April Vs “June 30): 


‘ivban renewal: will begin in July in the 3800 and. 3900 blocks of. Main 


Street... A-high!rise apartment building. for the elderly will be ‘built 
in the 3900". block, and a new. community center will be built. in the ci 
oa block: _ Construct ton will take about a year.  - , a 

. \ we 
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or _ $86 2. ‘ 

‘g \ i Running’ a Business oe He 7 
. Information from Chamber of Comerce —_ 

ae? ; - . Quarter 4, Year 1 (October t- - December 31) 

fully by many business districts to increase sales by drawing. more cus- 


tomers into. the area. The expense of the celebration or decorations © 
is usual lygnore than made up for by the incredse. in sales” that follows. 
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Running a. Business iy ge? 


“Information from Chamber of Commerce." 
~ Quarter 3, Year 2 (July 1 - September. 30) : @ 
! s Oe oe 4 a : : : . hy ‘ iz Se i 
ee Community beautification projects, including such proje ts as benches, 
ty hanging baskets, andnéw sidewalks, have been effectively used by. many 
business districts to draw'more customers into the area, thereby 
an increasing sales. Although rather large initial expenditures are often 
pas needed, the long-range benefits usually more than make up for whatever 
must be spent. " Beg ne 4 
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S86 20 , we 
: cel - - Running a ‘Business i a 
| : | ; Newstapen: . = 7 : 


Information from Trade Association, Quarter 2, Year 1 (April 1- June 30) . 


~ Research has shown that the most effective “advertising media for smal] a am ae 
‘ “" “community newspapers are adverti sements in their own ‘paper and flyers ¢ or Me 
a . di rect mail advertising. . : Ma 
> ‘ — : j . oa 7 
7 ; ~ 8 ae SBSG 2 | 7 2 my \ 
10 « *s . uy 
Running a Business , 
: “Information from: Trade Association, ‘Quarter A. Year 1 (October 1 = . December a - 
Research chas shown that promotions = de on ‘indi vidual: apartment 
; buildings, mspectal ly, new ones can add. substantially ‘to circulation. » 4 
: 2 ag, oh < a we a ae | j a ‘ Se 4 
ie. P e = : a ‘ : : - ts ula | 
ps Bf 886.3 
Bite ee AAS Running a Business 
_ sass a. . To apie . fs z 
ye eg | - Newspaper -. a 
Informati on from. Trade Association, quarter: 2, Year’2 (April 1 - June 30) 
| Research has shown that the. na read newspaper's , ‘especial ly communi ty. papers, 
_* more. ‘than. any other age group. a | oe 4 -_ ‘: 
_ a. ok 
cnimeing a. BUsiness’ wt catenin ata beds ataee candes tea ramaenntiees 
. a ne yo. t s 3 , s NX 
. ‘Newspaper a a 
2, Information from Trade Association, Quarter 3, Year. 2 (oury 1 - poate 30). 
7 “West communi ty newspapers: shoihe. ‘sponsor: at least one: ‘communi ty- oriented: 
a promotion er year. . . m fhe ee ee ae 2 . 
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»: a - Saeeaia : es ie sg tise achyaes ane ; ee ee “4 Running re Biciecces Jogee.3 : ee a ee 
i 7 _— Florist 
Informat ion fice Trade Association, ‘quarter: 2, Yedr 1 (April_1_- dune 30) 
- Many florists’ have entered’ ‘into very profitable. arrangements with wedding 
consulting firms. If the firm is reputable, in a good location, and aimed . 
: ~~ ~at the-right- market ;"such “dn” arrangement can greatly benefit: a florist with” 
| an | interest in doing wedding flowers. ‘ — ; Lo 
7 : ae . . . t « é 7 2 = ; ‘ 
| _  -SBSG 2 ae Gr | 
; 7 . =: tke Running a Business a | , 
| ee ‘Florist cae ‘22-8 ; 
“Information ‘from Trade Association, Quarter. 3, Year: 1 (July: i Septenber 30) 
‘Research has shown that the: most effective advertising wedia for smal]: florists 
of your type are communi ty newspapers , college: a al and flyers or 
_ direct mail. , . 2 Sa 
. 4 ee — = 7m ; 
p 3, 4 oe 7 ‘SBSG a. ee ae : 
| - Running a Business 
ae. . 2 we 7 7 Florist’ a ; 
.- _ Information. from Trade Association,. Quarter 4, Year. J (October lop ‘eed 31) 
perme Although the number of flower shops emphasizing. low: price has grown in recent ° 
years, the. high quality, higher priced florist still accounts for the’ highest’ 
f percentage of. ‘Sales in the AES ER The different ° types are aimed at different, 
, markets. 
: . | | a “6 . 
ee ae S056 : maar ee 
ee \ a ‘Running a Business i Ff 
0 \ rot c s8 Florist 
Information. from Trade Association, Quarter 3; Year 2 (auly ul - Septenber 30) 
’ Ae : 
Elderly people are- more likely than ‘young people to buy flower arrangements | 
24 > for hospital: ‘and funeral use and for gifts and entertainment.. They tend. 
) . - to favor: t arraifgements over. cut Stowers. but. often. pe growing . pia. 
t (ren 7 *% 
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oe "Wholesale Stationery ee aia < ae 
“Information from Trade Association, Quarter Is Year 1 (Jan. | = Mairch 31) 
The most successful wholegale “Stationers do not try to se)1 to all wie of 
“~~. customers, but concentrate..on a particular type--either retail Stores. or 
oo general businesses. Sometimes they sel] + Poms but. concentrate’ ona i 
cea se ‘particulariggographic: ‘area, = pe % —_ oe 
' ; —_-177> > s —— ae —- ca = _ 
= = SBS 2. = ‘ | = 7 Meet _ a 
= ” Running a Busines oe e | | ee ‘ 
¢ se, * Wholesale Stationery _ . os. & » 
° Information from Trade Association,. Quarter 2; Year 1 (April 1 - June 2 
Research has shown that — most ef fecti ve advertising media for smal] , _ 
wholesale stationers are ee or direct “mail and specialties. ae ‘ . 
8 . a | SBSG oF es ee =) 
D | ee = ee. ay ; “Ruiniag a Business . : 
. ae ‘Wholesale. Stationery | 
——*“Information fron Trade’ Association, Quarter 3, Year 1 (auy 1. - September 30) 
“ts Better street lighting in-the neighborhood: of wholesale: businesses tends | 
' ' to reduce Burg TARNeSs as well _as street crime. 7 
ae + SBSG ; 
Running a Business..; _ —_ a a : - a 
os pe a 7 _ “ “Whollesale*stationery ——— : Se 
: 2 Information from Trade Association, Quarter 2, Year 2 (April L- June 30)” 
‘One of: the best ways for wholesale stationers to increase: business ds to 
as "oe all ‘upon or zene ecyereeecer to: a es arene of poet ‘Customers. , 
_* — “ ee 7 4 " so 
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Information from Trade Association, Quarter 2, Year 1 (April l‘- dune. 30)"” 
Research has shown that the most effective advertising media for. aces: : im 1 
—of*your size and type are network-affiliated-TV, billboards, aan’ rags Boo uit 
oe adult... radio: SENOS coe ‘ eye Be CR 
ee a FETS ghee gh 7 
| . E Running a Business ; 
i wage cures. MOU CE EO TT fakery sina : wet 2h 8 
: bal 4 4; : 
“‘ariformat ion From Trade Association, Quarter 35. Year’ 7 (ay a - _Septenber ») 
5 : better street. lighting in the nei ghbor’hood of wholesale. businesses, tends 
eat to reduce PUPSTAR Es as well as. street crimes. | is 
we a . fi ; ; 
p . = * 7 . | . Running a Business oh ae: =) _ a 
ae" ° : . Kio. ie . - wees 7 ce bee : 
i apeds i . : Bakery Se an ‘. he 
“triformation: “from Trade Association, Quarter lis Year. 2 (Jafuary Ve ‘= - March, 50): 
Wholesale bakéries can ‘often participate’ ae in ccolnmun ity” ‘sales: or 
'. celebrations by giving out. sample-size joevee of bread..” These. samples. es 
oe ‘serve. as geod advertising. ; eae ee Lae. . an . 
> Ce . ( SBSE 25 . 
- ba $8 Fa, > Running. a ‘Business 
7 -e : : . ; om : , ‘Bakery . wo 


‘ Year: 2 (April 1 - Sune 30)” 


“Elderly people buy: nore high quality ite Bread than any: other age ‘group, ‘ 
but: less ahaa! a than younger. eda : 


"Information from Trade cashes 
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- Running a Business, pe. a eo 
.2 se Restaurant Ec | ee» 2s Jor 
_tnformation_from Trade: Association, Quarter 2, Year L Capri} - dune! 30}— 
Research has shown that the most effective advertising media bee restaurants > 
of. yok type. are newspapers and myers: or direct mail. : Sie aa 8 wn tele. 
sso 2 SO 8S Hg 
Running a Business a 7 
: : ah Dg be ! os 
a gs : Restaurant . . ee _ 


“Information from Trade. Association, hunter: 3, Year 1. (auiy 1, 5 September = 


oe Regularity and frequency of advertising strongly influence: atftectivenass of 
‘an advertising medium.’ One advertisement ‘usually has little effect. Expen- 


Sive media. should. not be used unless you can artord to use ene regularly. 
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: Restaurant > wt : “| 


. "Information from Trade Association Quarter 2; Year 2 (Aprit. 1- June 30): 


° promotiona’ activities are ‘verg. important, but many. restaurants do’ not use oe 
them enotghy -Some ideas for promotions , depending on the type of restaurant, 
* are_péduced rates for certain groups at occasions, birthday and. ata vereary se 
ra cakes for customers , children’ s npyeenday. club, all you can eat specials. 
oe 5856 2; ie 2 Ae ae 
~ | Running a Business . = 
: Restaiiiint a 7 — ae 
~ Information from Trade Association, Quarter 3, Year 2 (auly a September "30) 
Elderly people eat out. more often Phan any ener age group. : " 
| + 999 : : 
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: ae eee Dry Cleaner * | 
) . » Ph . 
’ # Information from Trade Association, _ Quarter 2, Year 1 1 (Aprat - June 30) 
Research ina shown that the most effective advertising. media. ‘for small ee 
‘y*cleaners ‘in your type of location are community News Papers: and flyers." 2) 
e or. direct mail pa rer ae, a ae eons: ing ee oS. 
! ra z ot : oe os . : : . ne rs . ‘ pie | 2 : ‘ 
es : . — SBSG 2 - : 7 ae : er i 
oa ae Se _” Running.a. Business . Se ee 
; ; 2 8 | _ > Dry Cleaner ee ~ 
8 , Information from Trade Association, ‘Quarter 3 ugar J: “(auly cs september 30) . 
A | i 
Research has - “shown: that. dry. cleaners “do: not offer “enough special sales one 
dry cleaning. ‘Offering ‘lower prices ‘on certain. cleaning services: :for a oe ‘ 
limited period of tipe or for apeowe gccas fons can age aca: 7 
| r to‘sales for Fiat period. : : a 
4 | = sat 2. ae x, ee 
a . ae. vA . - Running a Business _ ge / os 7 | 
Le } > ; L Dry Cleaner nes oe ee es = 
= “Information oe Trade Association, Quarter . Year 1 (October. 1, - “December * 
The trade assoct ation provides .you with plans ‘for’ building a ma. aréa. for.) 
: out-of-season clothesss" The storage: area can, be ‘built. for $500, according 
° - to their le ee ee y Be _ ” 27° 
. | " SBSe 2 | 
, _ . _ Running a ‘Business A : a - = & . 
a Dry Cleaner - pa are. , 
- Information from Trade Association, Quarter 3; Year 2 (uly V- septenber 30) « 
yeaa Se 
# hoe ‘The: group “most ‘likely. to use the delivery. ‘servic ce from a diss Cleaner is: the, - _ Ne 
oe. "elderly: While Middle and high income. groups use delivery service the: most s - 
/ even low. income” ens use At eset e ee Bs 
‘ a 
) i a oy ky ° a ee . 
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ger 1. At the ‘last Meeting of ae Nerchanta® Aescctationy. ‘the ‘own r of tHe” on 
"4. parking garage in the 4100 block of Main Street ‘made the fol-lowin ' 


ot ere _ proposal: He will grant.members of the association Park. & Shop — don 
mo privileges in.his garage for"$300 a-quarter (half of his normal rate), 0° +: 4 
ee 2a, “ 4f the association will pay-him’a yearly fee, and if .at Teast..30 members “ “a 
’ agree to take advantage. of Al service. At the last meetiag,"28 mem- 
' bers said that..they would be. interes ted;. 1If..two more members agree © 
to participate, the. ‘associat’ jon. will adopt the plan. The Merchants* ; 
oP eg i, * Association's: share of the: ‘cost’ (the yearly. fee. tobe paid to. the.. ete ae 
re -garage owner). would ‘come out. of: the association's general funds. and ; - 
_ would: fiot=require a contribution from members ‘not participating in’ the... 
~ Park & Shop plan. (Under the Park. & Shop plan, customers of. partici - 
SS ‘pating: ferchants an. ER in the. garage ‘Free of charge. 7 a 


= eo 2. Over the ‘last. fi ive years several ‘Wed ghborhoods throughout. Calverton RS hg 
— er successfullycampaigned for improved street lighting. The new, oe 

= brighter street. lights have Jed to reduced®crime and increased ‘night 

eee a business in. the. areas where they have been installed. Improved street | 

- a - “Tighting is “paid ‘for by:bond issues and must’ be approved: ‘by. the voters 

sn. a referendum -in a.general election, « In:most areas’, the movement... 

_. 4. for.improved street: lighting: ‘has been: prarted : By: a merchants’ or _ aaa 
= neighborhood association. i 2% a ae - so a 


.- 


" Since the last’ meeting ‘of the Merchants” Seséciation: Saves. members . 
have expressed interest in getting brighter street lights for Brentwood. 
They have suggested that the need for. improved street lighting be dis-— 
“7 > 3 cussed by the association and that plans bé made. for getting the issue on - © 
: the ballot in the next general elections if the mepereni ‘cers it isa 
worthwhile project. ' : ae ; : ; ; 


a ae . To get. the: ‘issue on the ballot, a petition, drive mick be held in 
Vda +, > Homeleigh. The next general election is in November; petitions must 
ne ar be submitted by June 30: fora bonding issue. to be placed on the ballot. 
a A petition drive would require donations of time from members of the 
Merchants’ Association; successful petition driye s usually take a 
total of about 250 hours of votunteer time from"members of the sponsoring  % 


an ‘ "organization. Members working on the petition drive will need to 

y _: * .. hire students to work in their businesses during the time they. “~~ 

i - | \7. %- danate to the drive; these students would be, paid $2.00/hour. (Because 

ee ees sige edit cadecs ON s_is- inexperienced help, - business may decline sli ightly during 99 
re the drive: oa Ons, of omey to pay for enertising: may also -  * 
S \ % i be needed. a : P 
ra P 7 a ‘ 7 = . oS % 301 . ee - a 


“If the petition -drive is uceeeenlie the issue will, be placed onthe , » 
November general election ballot; members OF -the association would 
‘(P¥ans for this campaign: would: 


DB. i. then need to campaign for its passage: 
be made at the September 30 pentiny of the Merchants ' Ags ciation. MY 


3. Cooperative advertising has: been popular eangconaiees of the 
Merchants' Association in the past: In some.cases, the Merchants’ 
Association itself has taken out ads ‘in the communi ty and city . a 4 

—_ newspapers , promoting the entire community, with all members partici- 

© es pating.-'s Since there are over 50-members, the cost to each member __ ) 
-.4S small; the jads are paid for by contributions from the: members, | 
»  Yather than, o it of general funds. In other cases, two. or /more 
-| . businesses: ‘have ‘simply joined | ‘together to take out a cooperative 
ad mentioning both businesses whey then. split the cost of the ad. 


Agends: for First Meet ing 4 " pe 24 - \ a 5. 


| 
cage) Election. ‘oF Chairperson. | 


. _ . 2. “Discussion and vote: on Park & ‘Shop question. fe ae 
. eo a“ i Pe | 
* ~ 3. . Discussion of street lighting referendun. oy £.. fe | 
: bi | * - _ : oa _ ; | : . : . : ot , : | | ae : 
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1000. 217,500 144,375 76,125 37 of 284 : _ 
7 we oo 720,000 18,000 Pa ot, BS | Pe age 

aso | W205, 000 en 78,750. 38° 
«| 1600. = 227,500 ” 147,875 .. 79,625: 38.5 
“14900, 230, 000 - 149,500. 80,500. 39," 
“= 2200. 282, S00 eae aaa 


2500. 286, 000 152,750, 82,2500 td 
}3000. 237,500" 154, 375 8 125 on en 
[3800 240,000 186,000 84, 2000 40.5 | 


ee 
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~ Sales Chart--Restaurant, ce ae 
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f- 35 Rect iar ‘sales . oa 7 gees Seasonal ar. One-Time. Sales = 


D Quarterly A a we Number of fee te 
1 | Demand | we - Cost of Gross ot _ Employees . as ‘Cost of, Gross |! 
Potential— sales Sales Sales——Ma argin—R equired — a. Sales Sales ” Margin) 


285 $17,000. $6, 800: ~ $10, 200 4.5 ‘| Year 1, ; an . 
: - - Quarter.3 $2000 $800 $1200 


‘a 


“ 


“1. 300." | 17,500. 7,000" ; 10,500 
en ky Hi ae Re ys ye Oe Year 1; | | Wo - 8 
#325. ° 18,000: 7,200 . 10,800.22... Quarter 4 1009 400: 600. 
Sap : - , we! , ; i 
350 18,500" -\7,400 11,100 ee 0 ee 
<. _ 4 > ; . Quarter Tr. -.750 . §300 . 450 
{- 375 _ 19,000 ar 600: 41,4000 8 a cee << 
oe: - ee a ; Year 25 ; 2 ee, a 
400 -. «19, 500, ‘ 7 ,800 © 11,700 _ % ‘Quarter’2 1500 , 600 =, 900 |. 


-.| 450  . 20, 000 000. 12,000 - + |Year2 
2 : ee ee Quarter 3. 2000 -‘ 800 - 1200 | 
500” 20,500 ° 8,200 . 12,300"  # S (US — - 
Po oe ee ee cr Co 
550 21,000 8,400. «-12,600~ 5.5. | Quarter4- 1500. 600 900 
600. «21,500» 8,600 12,900 —- . he 
yo 650... 22,000 . 8,800 - 13,200 
| 700° + 22,500 - 9,000. 13,500 _ ate, 88 as 
Po fe foe, atee ee, 7 a | 
750 «=. 23,000 9,200 13,800 =~ i, al 
825 «(23,500 9,400. «14,100 6 fe 


{900 "24,000, |"9,600 14,400 5 ft 
: | 975 «24,500 9,800 14,700". a, SD De A, 
~- 11050. 25,000 - 10,000 - 15,00 =. eee vat 
vege ae eae TRE TROT ES" poe ere eet 
7." }1200..° "26,000 10,400. 15,600 one =e » oe 
7 “ja 26,500 ° 10,600 15,900 4 | - a ad re ot 
_ [1350 27,000 10,800 ... 16,200 oe ae “ah 
1425 ——=27,800 11,000. 16,500 ae Lee Coe ee of 


} eh gine 8 — _ : . 
1500 - = 28,000. 11,200°. 16,800 on 2h 


)  |¥600 © 28,500 11,400 17,100 
* i700. = 29,000. 11,600" 17,400 © 
/\igo0. «29,500 11,800" . 17,700. 7. 
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e ' Running a Business , ° a oe 
. ‘Sales. Chart--Dr, “Cleaners a * > 


Réau ar Sale = - 7 Seasonal _or 0 e-Time Sales 


- | Quai . . _ Number of re ae 
| Demand - : - . Cost of: Gross — Employees. a es Cost of Gross. 
____|Potential ‘Sales. Sales." Margin Required |= Sales Sales Margin 


‘| 300°’ «$12,000 «$40 «$7,320 «22S | Year, a re 
ie a — . & tg Quarter.3° $450: $175 $275. - 
325.  —=s-12,250 «4777S 7,473 | ns —_ | 
350 12,500: 4,875 7,625 | 
. 375 12,750 44,972. . 7,778 42:5 | Year'2, © 7, © 7 
; es a es. . - | Quarter 3 .° 1475: ~~ .575 900... 
400 = * 13,000", .. 5,070 7,930 ae ar ee 


Ro tg | # | Year 2, ae = gt ae 
425 os 4g) 3 250. 5,167. 8,083. - 4 Quarter 4 (1000 ; 390. 610 


Year 2,. | oe _ aa. 
‘Quarter 2 10000 «3390'S «610: 


450%. 13,500 5,265 *- 8,235 7 
| ; , oo Ss er ee ee 
480° ~=«*13,750 «5,362, 8388 fy 


a 


510 -—«*14,000S «5,460 8,540 
| 540. 14,250 5 5,557 8,693. 
« 580 14,500 i, 5,655 8845. - ttn aos 2 & 
1 630 ~~ ° ‘14,750 | 5,752) 8998 + E | 7 | 2s ee 
680 «45,000» «5,880 «95150 8 * v | 
730° 18,250 59479308 fs e 
790 «15,500. 6.08898 ft 
850. —-«-'15,750 6,142 (9,608_ 
“910 a / 16,000 "6,240. - 9,760 °. | 
Foes | mg gene 163280"! “65387 gyTB re e Be beet 


x 


| 1030 oo 16,500  -6,435 1,065 PO Te ee Sw 
ft itoo 6,750 6,532 10,218 en (ace Fo 
70°. - 17,000" 6,630 «10,370 ea 
pl iso | 17,250 6,727 10,823 3.5 | 
«1.1350 17,500. 6,825 10,675 . 
yy 450. 17,750. 6,922. 10,828 = ain : _ <a 7 : ie 
“*Tys50 18,000 7,020"..10,980 Beg Be ge 
41700 ~ 185250 27,117 “1,138, < _ | wie ke 
{ic} 1950 18,800. 7,218. 18285 'gg7 |e” . ae 


Mw PAD Se Qe Poe te Date 


